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NATIONAL VOICE 








The greatest outdoor 
Shoe with the greatest 
foot health story 


_thats Keds! 


AGAIN—c Big, Handsome, National 
Advertising Campaign in COLOR, all 


+Summer will keep your customers 


reminded of KEDS — SOLD on Keds 
Make your store Keds headquarters! 


US. Keds : 


The Shoe of Champions 


KEWS ARCH 02: sypput th 
Slant-cut, nom” finding tops 


Jes for safety 
Traction 8° 
Lable in many 7 _ 
h inside construction ole Ao ore 
Smooth in 


action 
Scientific lasts—free toe 


Balanced for ee 


© Serviné Through Seienc® 


UNITED STATES RUBBER COMPANY Serving Through Science 








Bandrite Quality ... 











Constancy of Color . . . Superb Finish . . . represent 


unmistakable points of pre-eminence . . . today 


as in the past . . . tomorrow as certainly as today. 














yn Polo last. By 











E. HUBSCHMAN & SONS, INC. 


_ CELLINI SHOES, INC PHILADELPHIA, PENNA. 


Philadelphia 22 
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HELP KEEP GOOD FEET HEALTHY 


Kali-sten-iks shoemakers, 


ot believing that the soul of any shoe 
° ft is its sole, use only the best 
me Cordovan sole leather, treating 
: AA aS Sito a it with Allenite which provides 
ft Hy added strength where shoes 
Seer S receive their hardest wear. 











































= é at Rais basis ea 5 ee f “a en <2 re: reat aes. ‘ 
THIENSVILLE, WISCONSIN 
ee SES Res. OE SG Hehe —- 
March 15, 1949 ! 





Vol. CXXXV, No. 8, BOOT AND SHOE RECORDER, published semi-monthly by Chilton Company (Inc.), Chestnut and 56th Sts., Philadelphia, Pa. 
Entered as second class matter June 5, 1943, at the Post Office, Philadelphia, under Act of March 3, 1879. Subscription price $3.00 per year. Printed 
in U. S. A, (Canadian rate $3.50 per year.) 





Three Rings 
are OK 


in a Circus, 
but. e.;° 


THERE'S no place in the average shoe store or 
shoe department for a three-ringed operation . .. 
merchandising many different lines of shoes for 
teens, women and conservatives. The results are 
lost motion, duplicated effort, and depleted selling 


power. 


IT’S much more intelligent and profitable to con- 
centrate on a few lines and do a real job! The 
AMERICAN GIRL Shoe, for example, brings you the 
complete spread you need under one nationally 
advertised name. Three lines coordinated in one... 
from sport welts and casuals to dressy novelties 
right on through to conservative styles. And all are 
priced for rapid-fire turn-over at $4.95 — $5.95 
— $6.95 and $7.95! 
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WITH your effort concentrated, your stock con- 
trols simplified, your advertising focused, your 
markdowns minimized because of “best seller” 


screening, you are streamlined for hard selling. 


The AMERICAN GIRL Shoe is the answer. 
It offers: 


1. a comprehensive and completely coordinated 
line 


2. prices in the volume selling brackets 
3. an extensive in-stock service 
4. recognized style acceptance 


5. national advertising and promotion with in- 
tensive dealer tie-ups 











Today — More than Ever sen 
America’s Standard of Value 





AMERICAN GIRL SHOE CO., 120 Kingston St., Boston, Mass. . Division: Consolidated National Shoe Corp. 
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“THE WHITEST WHITES.”* 


TRBVOR 


GLAZED & FLEXY KID 


TAN-ART 
SUEDE KID 


G. LEVOR & C0., INC. 
Gloversville, N. Y. 


349 











Window Photographed at Saks Fifth Avenue 


CELLS... United Last thinks o€the children to! 


Y NK ent 
Lie aba 


ih) 





The very best in lasts... and 
shoes ... is none too good for 
growing feet. And youngsters 
are hard on shoes, as every 
mother knows. That is why we 


@ 


pay painstaking attention to the 
creation of master lasts which 
are scientifically designed to 
make well-fitting footwear and 
sound-wearing footwear for 
America’s youngest market. 
Moreover, as long as little girls 


and little boys (?) like to dress 


up ...even in the “little feller” 
models you'll detect the note of 
high style that’s so typically 
United Last! 





United Last Company 


Boston, Massachusetts 
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Enchanting new version of the Directoire fashion 


WALK: OVE 





Another 
Profit-making 
Packaged Promotion 


Walk-Over Fifi in stock seven ways, ready to ship. 
Backed with this powerhouse advertising 


er | eT 
WOMAN’S HOME COMPANION . March 
LADIES’ HOME JOURNAL ... . March 


reaching 8,620,744 active buyers. 


March 15, 1949 


Plus a portfolio of selling helps including: 


@ Radio scripts 
e VOGUE card 


@ Publicity stories 


e National ad reprints 
e Newspaper mats 
@ Poster in color 


e Window suggestion @ Fashion Facts 


Walk-Over prices from $12.95 
Geo. E. Keith Company, Brockton 63, Mass. 
New York Sales Rooms: Marbridge Bldg., 822 and 906 


75 years of fine shoe craftsmanship 1874-1949 














Steps up their fun — 


4 
Re 
we 





Steps up your profit! 


Popular! Fast-selling! A money-maker! The Premier—one of the favorites in BALL-BAND’S 
complete line of fine canvas footwear. Easy on the feet, easy on the budget; an easy, steady 
profit-maker for you. Available for immediate shipment. 

Get a Foothold On Spring Sales! 
Gear your sales activity to BALL-BAND’s big Spring advertising campaign in Life—Boy’s Life— 
American Girl—Young America—Scholastic Magazines—Scholastic Coach—Athletic Journal 
— Comic Books. Let your customers know that you have a full line of canvas sport shoes now. 


a= Falbad & 







Write for new catalog 
showing over 130 
profitable items in 

canvas footwear. 





Your BALL-BAND Salesman is 
now headed your way with samples MI HAWAKA INDIANA 
of the big new 1949 Rubber and s . 

Woolen Footwear Line. You'll be Reg. U. S. Pat. Off. 1901 





glad you waited for him. 








For Every Foot of the Family, Every Step of the Way 
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No. 11208 — Fine 
Black Kid Open Toe, 
16/8 Cuban Heel, 
Arch Rest Welt, 094 
leet cs ss ee 


No. 41208—Some 
as 11208 in Royal 
Blue Fine Grain 


*ee ee . 


Kid 65 
IN STOCK AAAAA to C 





No. 12197—Light- 
weight Black Calf 
Gore Pump, 13/8 
Cuban Heel, 196 
Last, Featherweight 
Construction $7.35 
IN STOCK AAAA to D 





Almost 10,000,000 
messages a yeor 
cre telling the story 
of Drew Shoes to 
womeneverywhere. 
Cash in on this 
powerful national 
advertising! 
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The RIO eat 











No. 22243 — Un- 
lined Full Grain Elk, 
Orthopedic Con- 
struction, Nap Du- 
flex Sole, 13/8 White 
Ivory Heel, Pedic 3 


i eee $6.35 * 


IN STOCK AAAAtoE 


No. 12237 — Soft 
Black Calf Gore 
Pump, 15/8 Cuban 
Heel, 199 Last, 
Featherweight Con- 
struction . . . $7.35 
IN STOCK AAAA toD 














PROFESSIONAL 











The TESS 


STYLE_.... Unparalleled in its youthful style tempo, this season's 
Drew line finds quicker favor among style-conscious 
women who still want foot comfort. 


—<-<<=<<- 


Drew's exclusive reduced heel measurements with shorter 
backparts for improved ankle and heel fit, combined with 
Drew's other exclusive orthopedic features, give you un- 
matched fitting control over all types of normal and 


problem feet. 


QUALITY__The experience of more than 75 years of designing and 
manufacturing light-weight women's finer footwear goes 


into every pair of Shoes by Drew. 


STOCK ___ Drew's thoroughly dependable In Stock Department will 
deliver your requirements in record time, enabling you to 
operate an unusually efficient selling stock with an ex- 


SERVICE 


ceptionally low stock inventory. 


Faster turnover and a 


higher rate of profit per dollar invested. 





Look ahead with Miracle-Tread 
—the line that offers reliable in-stock 
service, for a fast, steady, profitable 
turnover. A well-balanced line styled to 
meet the demands of the mass market 
of fashion-conscious women. It's the 


value line for '49. 


ow 


- Miracle-[read 


SMART SHOES FOR GRACEFUL POISE 


Ae Balanced line 


for FAST, STEADY 


TURNOVER 








A FEW STYLES 
SLIGHTLY HIGHER 


MIRACLE-TREAD DIVISION Craddock-Terry Shoe Corporation « Lynchburg, Virginia 
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pine TREE 


ITS, MOCCASIN TIME, / 


. yes, when spring is in the air and your customers start thinking 
and planning their outdoor activities, it’s a sure sign they are ready 
to buy moccasins. And that’s the time when America’s leading 


moccasin styles by Pine Tree will keep you busy ringing up sales. 


Write for In-Stock catalog 


HAMMOND MOCCASINS, INC., BANGOR, MAINE 
Established 1928 
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PINE TREE YyfccA5in? 
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MILLER TREES 
MAKE 


“ ly - 


SALES! 





SSE ee . =< a 
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Miller Trees mean business — 
extra business! When you've made a 
sale, the customer is in the right 
frame of mind to buy a pair of Miller 
Trees. He'll appreciate your pointing 
out the way to extend the life and 
locks of his shoes. 

Miller Trees sell quickly — faster 
than the shoes themselves — because 
there’s nothing to take off or try on. 
Miller’s are available in four sizes, 
fit practically all shoe sizes by easy 
adjustment lengthwise. Self adjusting 
for width. What’s more, they feature 
foreparts modeled like a shoe last 
and bottoms hollowed out to allow 
for metatarsal pads. Shoe stores 
everywhere are proving that money 
grows on Miller Trees! 


O. A. Miller Treeing Machine Company 


Branch of United Shoe Machinery Corporation 


PLYMOUTH, NEW HAMPSHIRE 


























CAPRICE 
Black, blue and 
brown suede 

1'2 inch platform 
S and M widths 


6.75 net 
IN STOCK 


Depend On Flex Step For 









FLEX STEP SHOE CORPORATION 


KRISCHER, ROGERS & FISCHER 
Women’s Dress, Sport & Casual Shoes 
20 North FOURTH ST., PHILA. 6, PA. 






"yO ‘10d ‘S'N “Bay 
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ountry shoes 


Town & C 
in White Glaze... 


andi Leather 


Brog 
by Evans 


< Brogand? UY Evans 

it's white, white . - - 
a city-country collector's item. Good, clean washable 
white Brogandi leather by Evans, to gO with the 
ted for success in the 


tels and dusky CO 
nths. Labelled so yOu kn 

and, on wear. Typical 0 
ellent values 7.95 an 


Allegro 
wonderful pas trons sla 


coming mo 


ow the 
quality on sight fT&C's 
excellent fashions, exc d 8.95 the pair. 
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Town & Country 


shoes of 


peewee eveeseeeveeees , Tei 
< Fi 


China white, cool, handsome, supple, washable 
Brogandi is featured in these summer casuals by 

Town & Country. Of course we love the idea... it isn’t 
every leather that rates such distinction. We know 

the quality of Brogandi, and it’s very gratifying to 


have a fine shoemaker feature it as a point of quality. 





This advertisement Use Brogandi in white, black and colors for quality 
eevee oppecrs in ; 
April Charm shoes of many types for men, women and children. 


ond May Glamour 


JOHN R. EVANS & COMPANY, CAMDEN, NEW JERSEY - EST. 1857 
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OUR IN-STOCK SERVICE CAN EASE YOUR SELLING PROBLEM! 


MEEK SHOES 





—— a4 ee ee 
The Yankee Shoemaker factory, Newmarket, N. H. 
















ES, WE have 118 LITTLE YANKEE style numbers in stock —in- 

fants’ shoes, boys’ shoes, girls’ shoes—in a full range of 
sizes and widths for children up to 14. This amazingly complete 
LITTLE YANKEE in-stock department can take care of your normal 
needs for a successful, year-round children’s shoe operation. For 
further information on the LITTLE YANKEE line, write for our catalog. 

As -you know, LITTLE YANKEES are one of America’s leading 
lines of children’s shoes. Scientifically designed to safeguard the 
growing foot, they are made from top-quality materials — and 
are backed by a vigorous advertising and promotion campaign. 


ttle Yankee 


are designed to | ez 
keep little feet <= ail 
normal ) 





THE YANKEE SHOEMAKERS, DIV. OF SAM SMITH SHOE CORP. 
NEWMARKET, NEW HAMPSHIRE 





IMPORTANT: Are you losing sales through inefficient selling? Retail salespeople 
are only 71.4% efficient, according to a recent nation-wide survey by Willmark Service 
System, Inc., which specializes in efficiency programs for store personnel. Write us for a 
copy of the recent New York Herald Tribune article which covers this survey. IT’S FREE! 
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NEW Siyling FIRSTS jr 
YOUR 1949 S.liiig 
_ Cambridge 


The profitable volume of rubber footwear merchandising 
by the Nation’s smartest retailers is featuring FAMILIES 
of a few key-selling types . . . in stylings to fit each different 
wardrobe need. 

















Illustrated, is Miss America’s favorite boot, styled and 
expertly made the way she wants it. More important still 
(for your repeat-business) it is shaped on a masterpiece 
designed by Cambridge’s own Last Factory. The Cambridge 
Rocker Last makes it entirely NEW in better-fitting . . . 
better wearing . . . better looks! 


This is only ONE of the Cambridge’s FIRSTS. Ask to 
see the new variations by Cambridge, in this type boot, for 
your 1949 Merchandising. 





THE N Cw STADIUM See the NEW FIRSTS in Foot 


a Fashion by Cambridge—On 
by Cambridge display at Hotel New Yorker 
—Rooms 611-612 . . . at the 

available in Women’s, Misses’ 


PPS. SA, 


and Children’s . . . in Black, 
Brown, Red, White. mb id 
THE Ti Qe RUBBER COMPANY 


FIKO 1 ie Poot Fashion 


CA MBR DODGE 39,MASSACHUSETTS 
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re if 
wa 
“pur 9 kids Step on It for twice the me NEOLITE AD OF THE MONTH REACHES 
r 27,550,000 READERS OF LIFE MAGAZINE! 
MONTH AFTER MONTH, in Life Magazine, your cus- 
tomers meet a new family who'll be telling and selling 





them on NEOLITE for wear . . . comfort . . . economy. 


These big, full-page. full-color ads are making more 
NEOLITE users from Coast to Coast. Their hard-hitting, 
high-frequency sales messages are building bigger profits 









sonst prose wenn an con a 
: 


EOLITE 
- LES =— 


for you! 






Cash in on this giant NEOLITE advertising campaign. 
Feature NEOLITE Soles in your store—and get the answer 
to extra business . . . repeat sales! 


NEOLITE SOLES 
by GOODS YEAR 
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Human interest Family Stories make 


NEOLITE ADS 
OP THEM ALL? 


IT’S THE BIGGEST 
advertising campaign 
ever put behind any 


g& brand of shoe product! 
. : bei 








STEP ON IT! 
They’re helping 


you sell ’em! 






50,000,000 RADIO 
MESSAGES PER WEEK! 


THINK OF IT—every day NEOLITE commercials 
are heard by millions of radio listeners on leading 
stations across the country. 


Powerful, hard-selling announcements tell 
your customers about NEOLITE for twice the wear 
... extra comfort ... greater economy. 


In your area alone, your customers hear about 
NEOLITE night after night! And they associate 
NEOLITE advertising with your place of business! You 
can’t top that for advertising support! 





MARK THIS MARK! 


Without this name 
it’s not the same! Insist on 
genuine NEOLITE! 














We think you'll like “The Greatest Story Ever Told.” 
Every Sunday— ABC Network 
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50 YEARS 7 


IN ATHLETIC FOOTWEAR — 


GOLF SHOE BUILT ON AN ATHLETIC LAST! 


It’s built like an athlete’s shoe, with some regard to 
the principles of foot action, and it’s designed for 
golf, not just a street shoe with spikes in the sole. 


It’s built to fit the foot, with a shorter ball-to-toe 
line that brings the foot well forward into the toe 
and places the spikes where they belong, under 
the natural pressure points of the foot, and where 
they will function most efficiently. 


With a steel plate in the sole spikes are driven 
“into the turf,” not “into the foot,”’ and inside and 
outside soles will not “hump’”’ between the spikes. 


The new Athco Golf Shoe is something new in 
golf footwear and its retail price, under $10, prac- 
tically guarantees that this will be the fastest sell- 
ing golf shoe of the season. 


Waterproof Oiled Sole 
Steel Plate in Sole © Goodyear Welt Construction 
Phillips Detachable Spikes 


Brown Elk Uppers . 


@ ORDINARY GOLF SHOE 
l4— LONG BALL-TO-TOE LINE &€& 





FOR APPEARANCE 
Size 9* : 










AS IN ATHLETIC 
SHOE DESIGN xX 


PRESSURE POINTS OF FOOT 


*Athco Athletic Golf Shoe, properly 
fitted, will be a size to a size and a half 
smaller than conventional dress shoe. 


A complete line of Athco Bowling, Baseball and Track Shoes now available. .. . Write for Catalog! 


THE ATHLETIC SHOE COMPANY 


924 North Marshfield Ave., Chicago 22, Illinois 
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" COLOR No. 702 SMOKED 







SOMERS 


ROCHESTER 3, NEW YORK 
MONETT, MISSOURI . . . SKOWHEGAN, MAINE 





STYLE NO. 55 


Supplying Kankakee leather for “Jumping Jacks” has been a real pleasure at 
Ruepings . . . not just for one or two seasons .. . but continuously since the inception 
of the Vaisey-Bristol organization. Quality manufacturers ... the country over , , , 


have shown a similar preference for this richly-colored, clean-cutting leather. 


eer te 


FRED RUEPING LEATHER CO., FOND DU LAC, WISCONSIN, U.S.A. 
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a wide open sales opportunity 


for wide awake retailers! 


(tp 





-, 


BY DESCO 


a new concept in casual shoe styling 


plus extra comfort for women with wide feet. . . 





SYLPH 


We do know that many Desco dealers are doing a good job 


More customers in your town may be waiting for this 


You'll never know until you try. 


A few cases of Utopians will put you in position for par. 


*Utopians by Desco 
Wide Casuals 
to retail at 6.95 
Now available in full and 
half sizes, 4 to 11, in 
medium, wide, and extra 


wide widths. 


IMMEDIATE 
DELIVERY 
IN STOCK SERVICE 


To kiss a duck without getting any feathers in your mouth is a good 


Low . 


trick if you can do it. 


But you've got to be quick. 
And you've got to be quick on the trigger these days to sense 
and act on a sure-to-produce-business idea. 
Desco’s got one .. . for you. 
Beautiful casuals for women with wide feet 


. comfortable and handsome. 


Frankly, we haven't the slightest idea as to how big a business you 


than you realize. 


What can you lose? 


let's go with 
A 


could do with these shoes if you had them. 





ELF 


é SHOE CORPORATION 


21-07 BORDEN AVENUE, LONG ISLAND CITY 1, NEW YORK. 


Subsidiaries: REX SHOE CORP e WING-STEP SHOE 


CORP.. 47 WEST 34th STREET @ MARBRIDGE BLDG. e NEW 
YORK 1, N.Y © CHICAGO. REPUBLIC BLDG e LOS ANGELES 
HAAS BLDG 


Factories: LONG ISLAND CITY 


N Y © WEBSTER. 
MASS. e WORCESTER. MASS. e@ EXETER, PA 
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- VINYL RESIN 
OFFERS YOU MANY UNIQUE ADVANTAGES 



















More Sales Appeal 


Smart accessories, when made from Marvinol-based 
plastics, can display a variety of brilliant hues, 
pastels, opaques . . . eye-catchers that are color- 
fast, smoother, drier to the touch. Products made 
from Marvinol are more stable, offer greater resist- 
ance to heat and light. They're tougher, longer- 
lasting, flexible, will outwear leather many times. No 
warping, cracking, shrinkage or scuffing. They’re 
waterproof, greaseproof, unaffected by perspiration. 
Build your sales . . . assure customer satisfaction 
. . . by specifying materials made from Marvinol, 
the improved vinyl resin. 






Easy to Work! 


Moreover, Marvinol-based plastics are easy to work, 
readily adaptable to fast production. They can be 
machined, cut, stitched, punched, cemented and 
polished. Marvinol resins are backed by years of 
intensive research, produced in the world’s most 
modern chemical plant. The Glenn L. Martin Com- 
pany, maker of Marvinol, does not compound or fab- 
ricate in the plastics field; but we will be glad to refer 
you to someone now processing Marvinol resins. 
Write on your company letterhead to: Chemicals 
Division, Dept. B-3. The Glenn L. Martin Compa- 
ny, Baltimore 3, Maryland. 


RESINS, PLASTICIZERS AND STABILIZERS PRODUCED BY THE CHEMICALS DIVISION OF 


THE GLENN L. MARTIN COMPANY * AN INTERNATIONAL INSTITUTION 
“BETTER PRODUCTS, GREATER PROGRESS, ARE MADE BY MARTIN” 
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2 Comtsg ton! 


to help you 


build shoe volume... 


FULL-COLOR, FULL-PAGE Ads in the April Issues of 
GLAMOUR and SEVENTEEN 


NORZON, the shoe material that looks and 
feels like suede, will be your biggest profit- 
maker for Spring! 

6 million readers, including many of your best 
customers, will see our full-color ads. Inspired 
by the idea of matching glorious NORZON 
colors to every costume, they will want NOR- 
ZON casuals and dressy shoes in greater 
volume than ever before. 


NOTHING takes the place of SUEDE except 


+ 
%* NORZON is the registered trademark of Behr-Manning 
Corporation to designate its electrocoated pile fabrics. 


HILLIPS-PREMIER CORPORATION 
Distiataites fee Malionally S tominend Maniyfadclirers 


NORZON 


is distributed solely by 


64 SOUTH STREET, BOSTON 11, MASS. 


Build YOUR business by promoting colorful, 
durable, profitable NORZON. And be certain 
it’s genuine NORZON, the shoe material that 
outwears suede leather by actual test. 
Manufacturers: Look for the NORZON trade- 
mark stamped on the back of every yard. 
Retailers: Look for the name stamped in the 
sock lining of every shoe! 


“NORZON” 


Write now for 
“SKY ROCKETING 
TO SUCCESS”, 
our big new brochure 


of Spring and Summer 


HAncock 6-3350 


Boot and Shoe 


NORZON styles. 
We'll send newest 
color samples, too! 


Recorder 
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Quality €2dp Leather 
bl pon 


FEATURED IN 


Tort Daven Shoes. 


THE JULIAN & KOKENGE COMPANY 
COLUMBUS 15, OHIO 





® 


3 O:-8 0 BAT BER Cem PrAN Y 
GIRARD OHIO 
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SPREE VER RMON OPULENCE NIN RAED 





ANOTHER HARD-HITTING YORKTOWN 


PROMOTION IN UT; F. 


A well balanced selling program 
with tremendous impact. . . 


























ADVERTISED IN LEFE 


Yorktown again launches a completely 

coordinated merchandising program using Life 
Magazine as the spearhead. Here is a 

campaign with selling punch that starts at the dealer's 
store and follows through with just about 

every selling aid possible. More important... 
Yorktown Shoes are right... in style, quality and 


price. To stock them is to sell them. 


Style No. 
2048 

one of 38 
Yorktown 
In-Stock styles. 





: a ie co areal : 
CcatiFORNIA WAREHOUS IN STOCK - to retail for $7.95 - $10.95 
tjo Los Angeles “ j 


les St., 
7-821 Se. ag to oll states 


At once shiPMe 4 to Hawaiion 
west — Philippine tslands- 


GARDINER SHOE CO., Inc. 


81 
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GERBERICH _ 


SECOND only to a natural desire to have their boys’ feet fitted in 
SF reall shoes, American parents’ most urgent plea is for shoes gen g 





that will match in durability the action and vigor of their children. 
No boy's shoes have yet been made which will withstand thoroughly 
the terrific beating an active boy gives them. But GERBERICHS, 
because they have been made honestly and expertly of the finest —.. 
materials the market affords, come very close to answering this 

rent's prayer. Because they do, and because they are health- 
Fal shoes too, made over carefully sized and graded lasts, more 


GERBERICH dealers are selling more GERBERICH-PAYNE SHOES 


than ever before. 














MOUNT JOY PENNSYLVANIA 


Offices: New York, Marbridge Building, Room 405. 
Los Angeles, 219 West 7th Street, Haas Building, 
: a Room 919 © Phila., Lafayette Building, Room 1025 


MOUNT JOY, 
Od, PENNSYLVANIA 
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Add elegance to shoes with high lustrous heels . . . 
Achieved best with Spectro Brand Leather Fibre — 
A proven material that retains true natural beauty 


And increases shoe value by longer wear. 


THE GEORGE 0. JENKINS CO. 


BRIDGEWATER MASSACHUSETTS 






Own ee ee wm me 6 ee 6 OKA IO EE eK ae 


PE AME A OE EE | a Fe 


Spectro® Brand Leather Fibre is also made in Canada by Bennett Ltd., 
Chambly Canton, P. Q. and in Caseyville, Il. by Western Fibre Co. 



















STYLE LEADERS 
oat « 


SALES 
FUTURE / 


See these new Douglas Style Leaders. 


Their vigorous, youthful designs 
slate them for top showing in today’s 


style conscious shoe market. 


STYLE NO. 2377 STYLE NO. 2379 STYLE NO. 2390 STYLE NO. 2385 


Why be satisfied with less when you 
can get the best . . . in streamlined 
styling, in honest value, and in a 
name that is “America’s Best Known” 


in shoes. 


Write for: 


—The New fully illustrated Spring 
Catalogue. 


—The New efficient Douglas In-Stock 
Service and new Douglas Dealer 
Promotions for quicker profits. 











New York Offices, 508 Marbridge Building, New York 1, N. Y. 
West Coast Offices, 401 Haas Building, Los Angeles 14, Calif. 


W. L. DOUGLAS MSHOE CO.,BROCKTON 15, MASS. 
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VUL-CORK SOLES 


For safety when climbing o 
roofs, trees, and barn lofts. 


SO LIGHT THEY FLOAT — YET TOUGH FOR MILES MORE WEAR 


The Cambrida, 


March 15, 1949 


VUL-CORK SOLES 


Waterproof ... Acid resist- 
ant... insulating against 
heat and cold . . . thick re- 
silient protection on rough 
ground, mud and slime. 





e 


VUL-CORK SOLES 


For sure-footed protection on 
slippery surfaces. 





NEW CAMBRIDGE 
STYLES 
ON DISPLAY 
Rooms 611-612 
Hotel New Yorker 
POPULAR PRICE 
SHOE SHOW 
MAY 23-26 



























VUL-CORK SOLES 
Protection against slipping 
. .. for climbing and work- 
ing on farm equipment and 


other surfaces .. . light yet 
strong . . . comfortable pro- 
tection throughout long 







VUL-CORK SOLES 


For surefooted slip resistance 
plus rugged light-on-the-foot 
protection against brush and 


stubble. 


. .. For years the manufacturer 
of the Nation’s outstanding quality 
sole for every kind of work shoe. 
Vul-Cork Air-Cell Construction 
provides resilient fit plus light- 
weight flexibility . . . surefooted- 
ness against slips and falls . .. so 
light they float .. . insulation 
against heat and cold . . . cushions 
your every step. 


RUBBER COMPANY 


VUL-CORK SOLE DIVISION TANEYTOWN, MARYLAND 
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The college crowd is 
tremendously style- 
conscious, value 
conscious... 
enthusiastic boosters 

of AIR-O-MAGIC Shoes. 
So we give you a full 
page advertisement in 
Varsity, their favorite magazine, isiistamn 
to help you capture the lion’s share 


of this business. Plan a Varsity promotion around 


SS ee THESE STYLES FEATURED 
IN VARSITY, March-April 


se 


THERE'S 9 MAGIC IN 


ll 0: 


WITH PATENTED HAND-MOULDED 


SHOES 





INSOLES 


MARION SHOE DIVISION 
309 West 2nd St., Marion, Indiana 
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How Cushion Cork 





makes shoes 
more flexible. 





You can see at right how two leading 

manufacturers have created more As an insert. The Grossman Pedemode, a Goodyear welt 
flexible and more comfortable shoes by shoe, uses a die-cut leather insole with a Cushion Cork in- 
using Armstrong's Cushion Cork. This sert. This, Grossman finds, increases flexibility 75% to 80%. 
versatile material offers manufacturers 
great freedom in designing better shoe 
constructions, It can be used as filler 
pieces, platforms, midsoling, or in com- 
bination with midsoling. It comes in any 
desired thickness and can be cut easily 
to any wanted shape. 


Cushion Cork is made of springy cork 
particles mixed with a sponged synthetic 
rubber binder. Underfoot it absorbs the 
shocks and jars of walking. Thousands of 
tiny pores contract and expand with every 
step to encourage circulation of air around 
the foot. It also provides added insula- 
tion against both heat and cold. 


Increase your sales by telling your cus- 
tomers about the extra comforts of shoes 
made with Cushion Cork. You probably 
carry lines that give you this extra sales 
feature. Armstrong Cork Com- 
pany, Shoe Products Dept., 9603 
Arch St., Lancaster, Pennsylvania. 





As a filler piece. J. P. Smith use a %-inch filler piece of 
Cushion Cork in their “British Walkers.” This resilient filler 
cushions the fcot, gives greater freedom of movement. 


CUSHION CORK AND FLEXICORK ARE REGISTERED TRADE-MARKS. 


ARMSTRONG’‘’S SHOE PRODUCTS 


BOX TOE MATERIALS - FLEXICORK - FILLERS + CUSHION CORK + CORK COMPOSITION 
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ANKLET SANDAL 
R3046—Patent Leather 
(Simulated) $2 
R3045—Simitar Style 
Open Back 
4/9 M-Widths 





_ 


CAMEO PUMP 


R3026—Black Electrified 
Suede 
R3027—Spring Red Electri- 
fi Suede 
R3028—Spring Green Elec- 
trified Suede 


4/9 M-Widths 





IN GAY COLORS! 








BUTTON PUMP 


R3044—Patent Leather 
(Simulated) 
$ R3043—Same Style—Ciosed 
Back 


4/9 M-Widths 





SCALLOPED PUMP 
R3037—Black = 

uede 
R3035—Same Eee $2 


4/9 M-Widths 


Terms: Net 30 days, F.O.B. Boston 


ROGERS BROS. SHOES inc. 


IN SPRING 
COLORS! 


$2 


IN SPARKLING 
COLORS! 






IDOL OF TEEN-AGERS 

RIi53—Black Electrified 
Suede 

Rii54—Spring Red Electri- 


ied Suede 
R115S—Kelly Green Electri- 
ed Suede 
Rii56—Pear! Grey Electri- 
fied Suede 
3/9 M-Widths 






BUTTON 'N” BOW 
FLATTY 


R3039—Biack Electrified 


Suede 
R3040—Kelly Green Electri- 
fied Suede 
R304!|—Marine Blue Electri- 
fied Suede 
R3042—Pear! Grey Electri- 
fied Suede 


3/9 M-Widths 
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TWO NEW ADDITIONS 
to a 
FAMOUS LINE OF 


FINE FOOTWEAR 


with 


Accent on Comfort 


Johnston & Murphy is now stocking the two 
hand-sewn moccasins shown. They retail at popular 
prices. 


Skilled, native craftsmen from the moccasin 
country were brought to Newark to create new 
standards of perfection for fit, flexibility, and hand- 
some appearance. Immediate, enthusiastic dealer and 
consumer response and a constantly expanding J & M 
moccasin department bear evidence these artisans have 
accomplished their assigned task. 

e Write for the J & M In-Stock catalog illustrating twenty-four 
styles for sport, business, semi-formal, and formal wear. Inquire 


also about a possible J & M Franchise — the key to success in the 
field of quality footwear. 








STYLE #1006 JHE A 
JOHN Sit r& (MURPHY 
= SHOE 








JOHNSTON & MURPHY NEWARK 3, N. J. 
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In Stock 


Your order is shipped the same day it is 





’ ENGINEER'S BOOT 








LOGGER'S BOOT 
received at the Joseph M. Herman Shoe Com- 












CONSTRUCTION * 4 


weenanhs eben pany in Millis, Mass. If you do not already have 









a catalog and price list of Seven League Boots, 
write for your free copy today. Become 


acquainted with this high-quality line of competi- 





tively priced work boots and specialty shoes. 





SAFETY TOE SHOE 
SAFETY TOE SH : 
ice. Joseph M. Herman Police Shoes have been “best 











sellers" for 70 years. 


















OIL DRILLERS 
Poon 





geeocs: Mr. Retailer: Write for 
catalog today! 





















POLICE SHOE 








HUNTING BOOT 


MINER'S 
SAFETY TOE BOOT 











FARMER'S 
HORSE-HIDE BOOT 


—_— 


JOSEPH M. HERMAN SHOE CO., MILLIS, MASS. 
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FRENCH MODERNS meet the demand 


These days, women are demanding a 
better shoe for their money—and that’s 
why so many insist on FRENCH MODERNS! 
Smartly designed in refreshing Spring col- 
ors with quality better than ever before... 


be sure to see the new 


FRENCH MODERNS 






Bive, Green or 
Red Leather 
SPIDER WEB 
Black Patent 
Green or White 
RAPHAEL Leather 
Black Patent NUDIST 
Grey Svede Black Patent 
Blue, Green or Also Black, Green 
Red Kid or Grey Suede 





To Retail $5.95 to $6.95 
S$ 5%/9 M 4/10 
IN-STOCK SERVICE 
Mats available on all shoes illustrated 
® 
MANUFACTURERS AND DISTRIBUTORS 


D. MYERS & SONS, Inc. 


Established 1910 
Baltimore 18, Maryland 














Show Rooms: Boston » St. Lovis = Dallas *. Pittsburgh » Charlotte = San Juan, Puerto Rico = Havana, Cuba 
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Dollars-and-Sense answers 
to that old question, 


“What's in a name?” 












IN THE CHARLOTTE, North Carolina market (female popu- 
lation 53,237) Kleinert’s sold 36,992 units in 1948. 
Enough merchandise to permit 70% of the women to 





enjoy Kleinert’s superior quality. 


i Shoe Buyers, please read 


those figures again! American women are 
smart shoppers. They want top-quality mer- 
chandise at reasonable prices. 





For more than 75 years, Kleinert’s has been 
famous for Dress Shields, Girdles, Infants’ 
Items and Sanitary Goods—and now playshoes 
have joined the parade. 














a 


Cash in on this established confidence! Feature 
Kleinert’s Shoes. Give them a prominent spot 
in your department. Let customers see them 
in a sweeping variety of colors, designs, sizes. 


And, above all, display Kleinert’s shoes by name. 
“It pays to show the name they know!” 


Pe gil 


* 





485 by eae New York 17, N. Y. 


*® 
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OP 122? 







FIRMLY 
HELD 


Firmly established - consumer approved. Backed 

by over fifty years of experience in fine shoe- 

making. It’s a well-balanced line, authoritatively 

styled. The line with character...distinction... 

comfort and long wear. Truly today’s 

outstanding shoe value. And, if it’s efficient 
in-stock service you're looking for, 

look to American Gentleman today! 


Se. 
we 
- 
Se se5 
t-ce 


THE VALUE SHOE 


A FEW STYLES 
SLIGHTLY HIGHER 


AMERICAN GENTLEMAN DIVISION Craddock-Terry Shoe Corp. Lynchburg, Virginia 
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Compare safety — per- 
formance features be- 
fore you buy any X-Ray. 
Write for our new cata- 
logue — no obligation. 


Se 
a 





het 


in 
ADRIAN 


wA-Ray Equipment 


X-RAY 


COMPANY 


Originators of X-Ray Shoe Gilling 


2507 S. HOWELL AVE. 


MILWAUKEE 7, WIS. 
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FA : 
MOUS PARTNERSHIPS IN HISTORY 











De 


THE 
WRIGHT 
BROTHERS 


Orville Wright and Wilbur 
Looking toward the skies, . 
this plane at Kitty Hawk 
To everyone’s surprise. 


Flew 


These two famous brothers, 
First in aviation, 

Proved the way to reach a goal 
Is through cooperation. 


COOPERATION 
PARTNERSHIP AGREEMENT. Through the 
tary agreement, both parties pledge t 
with the finest footwear obtainable. The result is ex 


his customers and the manufacturet. 


Kushins Inc. 1s the West's largest manufa 


and boots.. footwear that is outst 
are the products which make it possible for 
customers with the finest W 


prices at which they are sold. 


Kushins 


It will pay you t© investigate the d 


KUSHINS-DEALE 


Representative about it, Of write Kushins Inc., Sant 








KRashews, Nc. 


SANTA ROSA, CALIFORNIA 





AS 
STURDY AS THE REDWOODS 
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is the cornerstone of the famous 
provisions of this volun- 


o work together to provide active men 
tra benefits for the dealer, 


cturer of men’s work shoes 
anding for comfort, 


ork boots and shoes that c 


etails of the progressive 20 


R PARTNERSHIP AGREEMENT. Ask yout Kushins 
a Rosa, California. 
















NS 


KUSHINS-DEALER 


wear and value. These 
dealers to provide theif 
an be made for the 


d profitable 


Santa y fe ee 


wo 
RK SHOES THAT WEAR BETTER 


QLALI 
TY WORK SHOES FOR ACTIVE MEN 


CAL-O-PEDIC BRAND 


a SCIENTIFIC SHOES 
R MEN WITH PROBLEM FEET 











Style 1002 Brown 


.. (non-marking) 
Style 1001 Black 


This new GRO-CORD CORD-ON-END de- 
sign, with matching heel, makes a most 
attractive bottom stock for “Little Gents’,” 
Boys’, and Misses’ shoes. The long wearing 
and non-slip qualities of these soles and 
heels build real customer satisfaction. 


Style 1542 __..._.. Brown : “ 


(non-marking) There is no finer sole Tough natural 


Style 1541 ...______. Black fase and heel than NEO- rubber impreg- 
— - =) CORD! This outstand- nated with gen- 

ing NEO-CORD sole vine cork. This 

and heel is made of light weight sole 

Du Pont Neoprene is waterproof, 

combined with stout will not pick up 

cords. Non-slipping metal chips, is 


... Long Wearing . . . shock absorbing 
Flexible . . . they re- 


vot sist Oil, Grease, Gas- 
CANADIAN PLANT i oline, Caustic, Acid 


Gro-Cord Rubber Co..of Canada, Ltd. eH Heat. 
TILLSONBURG, ONTARIO | 





MORE REPEAT SALES 


back ! 


WITH GRO-CORD 
SOLED SHOES 

Customer satisfaction . .. and increased For Dad, and for the “tough on shoes” 

repeat buying . . . are the assured results youngster there is nothing “just as good”... 

of the first purchase of GRO-CORD soled and the money saved by their long wearing 

shoes. Sell them by name . . . GRO-CORD quality helps Mother's budget. 


‘ve iginal and ine CORD-ON- 
END i a aig a ~ Genuine GRO-CORD . . . the original and 


leading CORD-ON-END sole . . . is the 

longest wearing and most comfortable sole 

on any work or play shoe. Leading manu- 
TIMES facturers make a wide variety of shoes with 
BEST these soles . . . and the retailer who regu- 


BY ACTUAL | peleremesonnenian 
TEST 


(Leather) 


Write for names of manufacturers supply- 
ing shoes with GRO-CORD CORD-ON-END 


soles. 


An attractive Display Board to 
Help You Sell More Shoes 


This space saving dis- 
play board allows you 
to mount a shoe in it. 


A superior sole 
Its sales appeal will 


for men’s work shoes 
. 2. the new GRO- be of real value in 
CORD CORD-ON-END rn ae your store. These 





sole, with matching heel. The 

buyer’s market is here. Shoes 

with GRO-CORD CORD-ON-END 

soles are your best means of meeting 

the buyer's demand for better values. 

Specify shoes with GRO-CORD CORD-ON- 
END soles and heels. 


KING “B" 


First choice of 
thousands for golf, 
general sports, 
fishing, and hunt- 
ing boots. Center 
sections of sole 
and heel of gen- 
vine CORD-ON- 
END ... won't 
slip, won't mark 
floors. They have 
the smooth edge 
of a dress sole... 
and almost never 
wear out. 


boards are done in 
three colors, and 
yours will be sent on 
request, free of 
charge. Boards avail- 
able for GRO-CORD, 
NEO-CORD or GRO- 
CORK. Specify the 
displays you can use. 
Write today! 


Exelusive manufacturers eof 
Official Bey Seout Seles for the 
United States and Canada. 


== GRO= 
Gcors? 


cl YoMee) 1 101:1:17 maey 
LIMA, OHIO. 

















Style No. 7649 
Men’s Last, 
Sizes 6 to 12 


Style No. 4649 
Boys’ Last, 
Sizes 1 to 6 


Make their 


a 
/ False ‘mutual understanding” 
SON your source of profit 





With the Belleville Line you can sell both father and son...what’s more, you can give 


both a correct fit ...and in matching pairs, if desired. 


Most Belleville styles are made in two size runs ...and what is especially important, 
the boys’ (1 to 6) is made over separate and distinct lasts from the men’s (6 to 12)... to 
insure absolutely correct and accurate fitting qualities. 


For exactness of fit, rugged wear, and exceptional comfort—plus appealing style—in the 
$5.50 to $9.95 retail price range—sell Belleville! May we tell you more? Write: 


BELLEVILLE SHOE MFG. CO., BELLEVILLE, ILLINOIS 


New England Distributor: KREIDER-CREVELING SHOE CO. 602 Atlantic Avenue + Boston 10, Mass. 
BUYERS KNOW: “BELLEVILLE SHOES ARE HONEST SHOES” 
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— shoes sell easier 
SoCo —— 


of 
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preferred since 1922! 
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PAT. OFF. Founded 1837 
Fine Soles for Fine Shoes 









Trim Tred gives you 


Ox Colors 


for a gay new summer shoe wardrobe! 


Destined to be the smartest thing afoot 
this summer . . . dramatic color by Trim Tred 
right out of the artist’s paint box! 


$78 to 410” 


style-ripe SHOES ~——___ 


WRITE FOR THE NAME OF YOUR NEAREST DEALER + ROBERTS, JOHNSON & RAND, DIVISION OF INTERNATIONAL SHOE COMPANY « ST. LOUIS 3, MO. 


as advertised in the fashion pages of REDBOOK and TODAY’S WOMAN in May, CHARM in June. 





APPEARING IN APRIL 4th ISSUE OF 


Bring it back... ALIVE Dont-just shine your ShOCS 


When you Lanolize your shoes with Esquire Boot 
Polish you get a shine so bright, so glistening you can 
see your face in it. And the mere whisk of a cloth or 
brush brings it back alive . . . again and again. Use an 


ordinary polish and you get an ordinary shine. Lanolize rs 
your shoes with Esquire, the stain Polish, and you get SHCIN WF 


a brighter, longer-lasting shine . . . a Looking Glass 


Shine. No wonder more men, women and children use 
Esquire than any other quality shoe polish. 
CONTAINS LANOLIN 


Nature's Own Leather Preservative 


ETAT ET BOOT POUSH 


SHOE STORE, SHOE REPAIR SHOP, DEPT. STORE 
e 


PRODUCT OF KNOMARK MFG. CO., INC., BROOKLYN 11, N. Y. *REG.U.S. PAT. OF 


THERE’S AN ESQUIRE POLISH FOR EVERY SHOE IN THE FAM 









OUR BIGGEST ADVERTISING CAMPAIGN 
means YOUR BIGGEST POLISH BUSINESS 







THIS IS THE FIRST AD IN THE 
EVER RUN IN ANY MAGAZINE OR ANY 
GROUP OF MAGAZINES FOR ANY 25¢ SHOE POLISH 












And it’s only the beginning! This sensational ad will 
be followed by other full page and half pages in color, day after day, week after week, on COAST-TO-COAST 
and a consistent schedule of ads throughout your sell- RADIO participation shows like: “Kay Kyser,” “Abbott 
ing season. Each issue of LIFE-with-ESQUIRE Boot & Costello,” “What's the Name of that Song?,” “Hint 
Polish will tell a total of 27,572,000 consumers to Hunt,” “Ladies Be Seated,” ““Welcome Travelers” and 
LANOLIZE their shoes with Esquire Boot Polish. “Three Alarm.” 


Additional millions will hear about Esquire Polishes 






NEVER BEFORE HAS SUCH A TREMENDOUS DRIVE BEEN 
MADE TO BRING SHOE POLISH PROFITS INTO YOUR STORE 


















LANOLIZE BELONGS TO ESQUIRE POLISHES EVE-APPEAL MEANS SALES-APPEAL 
AND To sell on sight! That’s the aim of every 


ESQUIRE POLISHES BELONG TO YOU package design. That is why we have 
some of America’s foremost package 












No grocery stores, no drug stores, no 5 and 10’s. Nobody, 
NObody but the shoe business can handle Esquire Polishes. 
For shoe polish is shoe business. And that’s your business. 
People must come to you for Esquire Polishes. They will come 


designers create our packages. That is 
why we pre-test the designs on thou- 
sands of consumers. That is why a dis- 
play of Esquire Polishes in anal win- 
to you. They will come back to you. dow or on your counter is a 


2S 

selling unit. 
et NO BETTER POLISHES MADE 
all 


Esquire Polishes are the finest shoe polishes in the world! Our 
staff of chemists is working in cooperation with leading shoe 
manufacturers, constantly creating, developing, and testing 
still better polishes and dressings for every type of shoes .. . 
zeae for every type of leather. 


WE PLEDGE TO MAINTAIN 


Our Selective Distribution Policy. 
Our Aggressive Advertising and Merchandising. 
The Unsurpassed Quality of all ESQUIRE POLISHES. 


1949 WILL BE YOUR BIGGEST POLISH YEAR WITH ESQUIRE POLISHES 





SPEAKING 
OF 


-HOWINe 
anil eility- 








(transverse rigidity, 
that is ) 








makes you 
think of 


onco 
insoles 








A shoe that holds its shape holds its customers—so no wonder Onco’s 
transverse rigidity is a must with manufacturers who look ahead. 


Cushion comfort and wear-defying construction are other plusses .. . combined with Onco’s 
adaptability to your own shoe-making methods with efficient, cost-lowering production the result. 
You'll construct a better shoe and build a better shoe business with this outstanding 
insole—remember the Onco name when you specify. 


ONCO S BASE 
for sock Linings and Heel Pads — 


ONCO PLUMPER STOCK for backing 
and reinforcement purposes—all are 
products of 


BROWN COMPANY 
500 FIFTH AVENUE 
NEW YORK 18, N.Y. 








ONE-COMPANY CONTROL FROM RAW MATERIAL TO FINISHED PRODUCT 











INTHROP 


TO KEEP WINTHROP 


ALWAYS FIRST WITH ALL THAT‘’S NEW 
ee 


WINTHROP SHOE COMPANY + DIV: INTERNATIONAL SHOE COMPANY + SAINT LOUIS 











Styled hy FRANKEL! World's Finest 
PLASTIC SHOE DISPLAY FORMS 


Tested and Approved by America’s 
Leading Shoe Retailers! 


High, medium or 
low heels. Closed $ 
tops and painted 






toes at no extra PAIR 
cost. 


WOMEN'S 


HIGH HEEL They're many times stronger than 


ordinary shoe forms. Flame-proof! Per- 


manent finish! They fit PERFECTLY! 


CHILDREN'S Plastic 
Shoe Display Forms 


SENSATIONALLY LOW PRICED 


write QRS si. 03 ar 13 


Frankel's Juniorettes,* newest addition to the Frankel family. Form 
up all your children's display shoes, at amazingly low cost. Send for 
a sample order today. 

















See us at the Hotel New Yorker Show, 5th Floor Corridor INFANTS’, SIZE 7, 95¢ PR. 
* TRADE MAREK ws a, 
' See eaanaaae ove Re Oe eo ee eS 1 
FRAN KE L PLAST 8 ot § FRANKEL PLASTIC CORP., 493 7th Ave., New York 18 # 
\ : Please ship ... prs. Forms, Net, F.O.B. N. Y. ; 
3 chan prs. Wom., Fiat. ..... prs. size 7, Infants’. 4 
’ ; H BP Sesto prs. Wom., High. . prs. size 10, Child's. & 
World s Largest Makers of Plastic Shoe Display Forms jie prs. Wom, Medium. . prs. size 13, Miss’. 
Division of Frankel Display Fixture Co. — Established 1888 : Seiee hei : 
' & 
493 Seventh Ave., New York 18, N.Y. Address 

Ci d Stat 

Jack D. Shenker, Sales Manager, Shoe Display Form Division ; ncaa r : 
Ap Re eer es Oe BP OS ese eee 2 em AN me a an 
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...of course! 





TWO OF MANY JOYCES, BuT 





PATENTED FOR SPRING. . . little blacks as highly polished as a hansom 
epplindalh th ote cab, fresh-budding as the first leaf in Central Park. These two from the New Year's 
J = yce ¢ Joyces in black patent leather, each with a bow tied just so! Top, Dancing 
School, $9.95; helow, Best Boe, $10.95. Titt Top Bag, $12.95 plus tax. 
(No mail orders, please. Write, we'll tell you where.) 





COLONIAL TANNING COMPANY, INC. 
BOSTON 11, MASSACHUSETTS 
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Shoe Fatt 


See Our Exkébie at the BY 4 ak vane 608-605 


eres April 3-7, Hotel New 








vild your shoe business and 
outbuild your competition 
in the competitive days 

ahead, by featuring 
famous BATA footwear. 


Made in our own large, 





daylight plant in Mary- 

land, under our strict 

rown 

supervision and employing 7” 
the highest standards of 550 

craftsmanship — BATA 


footwear will help in- 








crease your shoe volume 
through superior quality, 
value and variety. See us 


at the shoe show—or write 








today for samples 
and prices. 

RAIGI 

ST 
Black k 

d and 

, youths, oF tor BOYS "soles. Black P 
boys - a“ a e vikconized Cherry | 

: 

? 5.50 


> 


6 
“S 













| BATA REGIONAL REPRESENTATIVES 


@ Harold Freidin @ Sam G. Solomon 


445 Broadway 189 Madison St. ~ 
well ae | eres New York, N. Y. Chicago, Ill. 
ae 4 ane arctics. @ H. P. Brown @ E. L. Schmitt 

P. O. Box 31 Haas Building 

Meridian, Miss. Los Angeles, Cal. 


0.727 


Brown 





SHOE COMPANY, Inc. * Belcamp, Md. 









Blue 
Suede 


9.50 
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fact 







cht Tan 


own 














Burgundy 
Tan 


$5.50 









No. 044 
Light Tan 
Burgundy 
Brown Kid 


Johnnie Walker 


SHOES FOR YOUNG MEN 


Here is an outstanding group of young men’s shoes that you can merchan- 





lack Kid 
lack Patent 
Cherry Patent 


5.50 


dise to fill the demand for quality shoes at popular prices. Soft, pliable, smooth 
leathers... highly polished uppers ...steel shanks ...ventilated insoles. 


Be sure to mail your order today! 














CHUKKA 





No. 014 
Tan 


No. 015 
Same in lace 


$5.50 


Brown 






Blue 
Suede 


9.50 


Burgundy 
\ $550 


! YOUR ANSWER TO TODAY’S DEMAND 


lal Your Order Zoday/ MODERN SHOE COMPANY 1201 Washington Ave., St.Louis, Mo. 








by WEYENBERG 








<< to stop traffic 


rsa 


and ake sales) G 


er 













™ 


Another style scoop by Weyenberg! 
Attractive. Eye-catching. Created to stop the 
casual window shopper and make him buy. 
The STAG is a perfect blend of 

BRUSHED and smooth leather — 


THE STAG 
mounted on thick crepe rubber soles. Model 3661 

é Brushed Rio Brown 
It is only one of a dozen ingen 


smart BRUSHED leather styles. Brushed Navy Blue 


Weyenberg gives you this hard-hit- 
ting combination — distinctive styling 
and a famous selling name. A team 


that keeps you busy counting sales slips. 

When the going is rough, 

that’s when you appreciate the 

sales power of the famous Weyenberg line! GF 


WEYENBERG SHOE MFG. CO., Milwaukee 1, Wiseonsin 


NATIONALLY ADVERTISED IN 
SATURDAY EVENING POST, 
ESQUIRE, HOLIDAY, and TRUE 
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Yes, m’lady demands smart styling, and that’s 
just what colorful Arrabuk, with its suede-like look, assures. 
There’s no waste in cutting . . . it handles easier 
. . . shapes without cracking, is waterproof, 
wears longer, is washable. Let Arrabuk, with its [> 
20 years of pioneering, sel! “popular price” Cy 
shoes faster. Write for details. 


HOOD RUBBER COMPANY, 
- Watertown, Mass. 
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RIGHT COLORS - RIGHT HEEL HEIGHTS 
| AMERICA’S BEST 
SHOE FORM 
at tHE RIGHT price 
Because they’re so right in every way, UNIVERSAL FORMS are S 
creating a sensation in the Shoe Display World. Large operations, Q 


smaller stores, are doing a better job and a more economical one 

than they ever dreamed of doing—thanks to new UNIVERSAL FORMS. PER PAIR 
UNIVERSA(’s three colors permit more varied and pleasing use with 
the important new Spring shades in shoes. UNIVERSAL’s three heel 
heights fit every type of women’s shoes, slippers 

and sandals and fit them perfectly too. 


Packed 24 pairs to the 
case. Slight additional 
charge for less than case 
quantities. 

When ordering, specify 
colors and heel heights. 


UNIVERSAL FORMS are made of SAME sturdy, non-fading 
plastic acetate material and have the same patent lip-sealing 


feature to prevent breakage, stand hard abuse. 


UNIVERSAL FORMS have SAME non-flammable features and 


are approved by Fire Insurance Underwriters as being per- 
Improved manufacturing facilities 


assure IMMEDIATE delivery. fectly safe from fire hazard. 


No wonder display men are saying ‘‘There never were finer forms at a fairer price.” 


> AN FORM CORPORATION 
4, & 30 EAST TWENTIETH STREET 
NEW YORK, NEW YORK 
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FOLLOW THE FOUR WINDS IN 


Sor TSTRS 


by 
SANDLER 
OF BOSTON 


JUMPIN’ JIMINIES* 

super thick plantation crepe ..eeeseee $7.95 
TIPPECANOE MOCCASIN* 

scoop shell, handsewn vamp ....sse++ $8.95 
DIANA SANDAL* 

barefoot freedom for today's goddess... $8.95 
CRAZY QUILT* 

colors saddie the faithful classic 


MERRY JANES 
child's play for the campus crowd 


pres slightly higher Denver west 
*Original designs, U.S. Pat. Off. 


WRITE IF YOUR DEALER DOES 
NOT HAVE THESE SHOES 





Advertised in full color in CHARM, GLAMOUR, MADEMOISELLE, SEVENTEEN, CALLING ALL GIRLS and other nationa magazines 











rao 


(NK 
UN | \ HA —the precision-assembled and 


moulded structural unit formed to fit the last. . . provides 
the shoe with strength and grace without bulk. 

Makers of Cements, Littheways and McKays in particular 
will appreciate the snug fit at heel seat, waist and ball areas. 
Unishank helps the shoe retain its shape, hold its proper 
tread, provides proper support to the foot and makes pos- 
sible superior heel anchorage. Cement sole attaching is 
simplified because a wider lasting margin may be 


retained through the shank area. 





ticulars about adapting Unishank to your operations. 


aay onal Leave wtheit Bell 


VITA-TEMPERED STEEL SHANKS. sms,’ 


Your United representative can provide full par- When clean, tough, hard, uniform VITA-TEMPERED 
STEEL SHANKS ore used in Unishank assemblies, 





+ 


What UNISHANK Adds to Shoes 


FiT — last measurements preserved through waist. 
COMFORT — firm, snug-fitting waists. 
STRENGTH — without bulk. 
APPEARANCE — top lines preserved — helps shoes 
hold shape until worn out. 
BETTER HEELING — cuts returns due to “run under” 
and/or “kick back” heels and 
torn Louis Heel flaps. 
UNIFORMITY — shanks accurately located preserve 
last contour. 


it’s a combination hard to beat. 


UNITED SHOE MACHINERY CORPORATION, BOSTON, MASSACHUSETTS 








WHAT VALUE MONEY 


it AIN'T HAY 








—One day in mid-August, according to Chemi- 
cal Bank and Trust Company’s “Trends”, 
turnover on the New York Stock Exchange 
aggregated 460,000 shares, or an investment 
of $12,706,000. 


—On the same day, August 16, money bet on 
horses aggregated an estimated $65,925,889, | 
even though no local New York race track | 
was open. 


—The biggest day the New York Stock Market | ls eo @ A eS 
has had in eight years was May 14, 1948, | NUMPING UAC Si 
when $88,110,000 changed hands. That is less et me a. pe 
by about $2,000,000 than the $90,000,000 FLEXIBLE SHOES FOR y A] Ti p WEAR 
which is daily bet on horses when a New Pree 
York track is open. 


—If I were a philosopher—the kind who digs 
into the causes of all these phenomena of 
human behavior—I might find some explan- 
ation for this discrepancy in dollars in mo- 
tion. 


—But maybe the answer is simple—it’s all just 
a reflection of dollar extravagance that is the 
favorite pastime of our Fiscal Experts in 
Washington. 


—What is a few billion dollars between 
friends? 


FU rine 2 ROCHESTER 3, NEW YORK 


MONETT, MISSOURI + ‘SKOWHEGAN, MAINE 


President 
Boor anp SHOE REcoRDER 
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Open for 6 
Florsheim ventilat 
day-long wear, 


week-end com 


* 
winging a BCS eC be) ly 


relaxation for st 


Try a pa 
the coolest things on two feet 
when it’s 80 in the shade. 


oad 
4 7 
Leese. aber pee® 


~~ 
> 
> 
e* 





The Florsheim Shoe Company « Chicago « Makers of fine shoes for men and women 
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West Coast shoe retailers are looking forward to an increased volume 
of business during 1949, according to J. G. Schnitzer, Commerce Department 
leather and shoe expert, who recently spent several weeks in the western part of 
the country. 


Mr. Schnitzer told BOOT AND SHOE RECORDER that retailers on the West 
Coast expect pairage sales to increase during 1949, although dollar volume may 
be off slightly. The anticipated drop in dollar volume is a reflection of the 
emphasis on lower priced lines and the possibility of price reductions. 


With one important exception, Mr. Schnitzer feels that the West Coast 
expectations can be applied to the shoe business throughout the country. The 
exception is the amazing emphasis on casual footwear in such states as 
California. While casual footwear has gained increasing acceptance in all 
parts of the country, casuals are worn to a much greater extent in the West. 
They are worn by people in every income group and for all occasions, according 
to Mr. Schnitzer. Price and comfort are two of the important factors which have 
helped to boom casual sales. The result is a confident prediction from West 
Coast retailers that their 1949 sales of casual footwear will be greater than 
the volume attained last year. 
































Again reflecting conditions throughout the country generally, West 
Coast sales during January and the first half of February were greater than had 
been anticipated, but, unlike some sections of the country, bad weather did not 
hold back the buying public. 








Mr. Schnitzer also found that there was a general realization among 
shoe retailers on the Coast that merchandising efforts must be stepped up—again 
reflecting a nationwide attitude. Increasing emphasis on coordination of 
advertising and displays with stocks on hand and instructions to sales personnel 
was also noted. 














West Coast retailers were also interested in comparing their costs of 
doing business with those prevailing in the East, apparently believing that their 
wage scales are higher. 


On the matter of wages, the Washington problem which seemed uppermost 
in the minds of Coast retailers had to do with Administration efforts to amend 
the Wages and Hours Act so as to bring under the overtime provisions most 
employees of retail stores. However, it does not appear that this problem is a 
very serious one, since it is most unlikely that Congress will go along with the 
Administration on blanketing this class of employees. 


= & &£ €= & 


Canadian production of leather shoes last year amounted to about 
31,000,000 pairs, which is 135 per cent lower than the 1947 total and 28 per cent 
below that for 1946, according to the Department of Commerce. This decline is 
due largely to a return to peacetime trade rather than to a depressed market. 
Wholesale footwear prices in Canada have risen substantially since the end of 
1947. The index average for that year was 136.5 (1926-——-100), while it stood at 
approximately 161 between July and September 1948. Higher prices for leather, 
together with larger operating costs, are responsible for this increase. 
Production of footwear in the United Kingdom amounted to 108,000,000 pairs 
during the first 10 months of 1948. This exceeded 1947 production by more than 
ll per cent. 
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Go for 


‘Golfabout” 








Golf-About Model eee : 


Duplex Tru-Stance Turfhugger Sole with 
removable, replaceable spikes. 8/8 
Leather Hee! with Turfhugger Top Lift. 


SIZES 
4.10  AAA-AA 
3-10 ABC 


Brown and White or all Bown j§é§ / °#£«'|  ieumeencnaee 





-on ee? 







E 
i 


ONE OF MANY with every famous feature 
LAZY-BONES ~~ "'G 


f FL HAN LAZV-BONES | 
STYLES 2 UEXIBLE STK penne 


with removable, replaceable 


/ N - S TO # K spikes for on or i 


off the course. This, plus Lazy-Bones urjined softness 





Reg. V. 5. Pet. Off one Conede AY 


in the following sizes and retail prices ond barefoot flexibility, mokes it a ‘‘must’’ for 
LAZY-BONES CRADLE STEPPERS every wardrobe. In white and brown, or all brown. 
5',- 8 BCD $4.95 
LAZY-BONES JUNIORS 
Bl/-12 ABCD $5.45 
12!/2-3'/2 ABCD $5.95 
SENIOR SIZES 
3'/2-10 AAA-C $6.95 & $7.95 
All genuine Goodyear Welts. For Sports, 
wrench Street 
included or Golf 


LAZY = BOWES sever loaf on your shelf 


REG. U. S. PAT. OFF. AND CANADA 


No mark-downs, no close-outs. Made in many styles and sizes from tots to grown-ups. Using our in- 
stock service and frequent size-up plan, LAZY-BONES' steady four or five time turnover boosts your 
profits. If interested, write us. lf franchise is available, we will have our salesman call without 


obligation. 
L&ZY-BINES 


A DIVISION OF 


"THE JUVENILE SHOE CORPORATION 


OF AMERICA 
Tenth Floor —Shell Building —1221 Locust Street —St. Louis 3, Missobri 
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The most important retail price today in 
women’s fashion shoes of quality is $10.95. 
The MODE ART lines are complete . . . at 
this price . . . and with better than 


average profit for the retailer. 


MOULTON-BARTLEY, INC. 


710 North 12th Street St. Louis 1, Mo. 
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bye the 4, 


PROFESSOR MALCOLM P. Mc. 
NAIR of the Graduate School of 
Business Administration, Harvard 
University, told a recent N.R.D.G.A. 
convention: 

“These are difficult times to in- 
terpret. We are in the midst of 
transition from postwar boom to 
some kind of period of leveling off 
or readjustment. In itself this is 
difficult enough; but the situation is 
complicated by the fact that we are 
also in transition to a new phase of 





the cold war, a period of greater 
preparedness to defend ourselves, 
greater expenditures to organize 
and sustain the peace-seeking na- 
tions. On top of this, furthermore, 
we are seemingly in transition to a 
second phase of the New Deal, with 
increased eraphasis on social bene- 
fits, with increased government tax- 
ing and spending, and with the 
threat, at least, of substantially in- 
creased government controls of in- 
dustry. 

“In view of this total situation 
some readjustment in business, par- 
ticularly some drop in prices, is to 
be regarded as healthy. If with the 
business boom going full tilt we 
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were to take on the jobs of aug- 
menting our armament, rearming 
western Europe. restoring European 
productivity and. at the same time 
conferring vast new social benefits 
and special subsidies in the do- 
mestic economy, we should indeed 
find ourselves in a precarious situa- 
tion where the rapid imposition of 
controls would be inevitable. Hence. 
some business readjustment is a 
necessary safety factor. But in this 
period of readjustment it is vitally 
important that business should not 
lose courage and slink back into the 
doghouse. I say to you as emphat- 
ically as I can, that our social sal- 
vation and the preservation of our 
liberties depend in no small degree 
on business at this particular junc- 
iure keeping itself strong, vigorous, 


and healthy.” 


* * * 


L EE SMITS. news commentator 
over Station WXYZ Detroit, for the 
Michigan Consolidated Gas Com- 
pany, told his listeners: 

“People of the United States are 
not appreciative of shoes as they 
should be. Today I received a book- 
let from the Boot anp SHOE Re- 
CORDER called The Shoe Industry, a 
Review and Preview. It said that 
the factory cost of shoes had 
slumped in May, recovered in Sep- 
tember, but that demand was off. 
The report said that shoes had not 


RECORDER 


WME 


enjoyed in 1948 the prestige and the 
status they deserved. 

“Well, all I’ve got to say is that 
shoes enjoy the same high prestige 
with me that they've always had 
since | started to wear ’em the year 
round and kind of got into the shoe 
habit.” 


* * * 


GEORGE M. PIKE, manager of 
one section of the women’s shoe 
department in the Boston Store, 
Providence, R. I., says: 





“Everything looks like a good 


Spring season for shoes. The year 
itself is off to a very good start 
and the weather is very good. 
Easter is about three weeks later 
than iast year which will give a 
extra amount of time for Easter 
promotions. However, as always, 
the Spring season offers a greater 
challenge to shoe buying and con- 
tains more risk than the Fall sea- 
son. There is more uncertainty as 
to what styles will be the best 
sellers, in addition to a greater 
variety of materials, colors, etc. 
The seasons move along faster with 
the Easter period, the spectator 








season and the white season follow- 
ing each other closely. 

“The Spring season requires a 
great deal more thought on the 
part of the manager or buyer be- 
fore arriving at a balanced stock 
to meet all needs and conditions. 
The Spring season contains more 
risk but it should be good for the 
buyer who studies all angles and 
orders a balanced stock.” 


= 7 * 


PAUL KAY, manager of Bette 
Rand, Inc., Providence, R. I., says: 

“In spite of the talk of price re- 
sistance. we have found this a neg- 
ligible factor in our store through- 
out last year. Our shoes, retailing 





at $18.50 to $29.95 have all shown 
2 marked increase and we are doing 
a good business, that is constantly 
increasing. 

“Our experience is that people 
will pay for what they really want. 
We have five well-known style lines 
of shoes of expert quality manufac- 
ture. These names are known every- 
where as synonymous with the new- 
est and latest in fine stvling and 
people are willing to pay for them 
without hesitancy. 

“We opened this store about a 
year and a half ago and the growth 
of our shoe business has been out- 
standing. Our experience has been 
that well-known names offset price 
resistance. We play up these names 
and give the customer an informa- 
tive sales talk on quality of shoe 
craftsmanship. Good names, efhi- 
cient salesmanship, backed by ag- 
gressive advertising are important 
factors in offsetting price thinking.” 


= * * 


HARRY J. WESCHLER, president 
of Weschler Company, Inc., Erie, 
Pa., says: 

“We have had a very successful 
year. We have retained our volume 
and good will. We haven’t made 
too much money but we are happy 
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with the results. For the first time 
in a long time, we have some empty 
shelves waiting for the arrival of 
new merchandise. You can readily 
see that we have our inventory well 
in hand.” 


SYLVIA F. PORTER, Financial 
Editor of the New York Post-Home 
News, addressed a Fashion Group 
luncheon recently. Speaking on “In- 
coming Fashions in Income,” she 
said: 

“What does ‘normalcy’ mean to 
business? It means learning to buy 
scientifically — merchandise _ tested 
for attractiveness; concentrating on 
specials you know you want; turn- 
ing down goods you recognize as 
underquality and overpriced. It is 
learning again how to advertise a 
price tag—giving us prices as well 
as handsome displays; catering to 
our price consciousness as an ad- 
vantage instead of a disadvantage 
to yourself. It is learning again the 
virtues of merchandising, treating us 
as customers rather than intruders 
when we enter your place of busi- 
ness; making us feel pleased rather 
than resentful that we bought from 
you. It is learning again how to 
trim the corners that cry out for 








trimming—getting advice from ex- 
perts if you can’t figure it out alone. 
Making a profit has been easy but 
in 1949 and 1950 it is not going to 


be easy.” 


LOU JOSEPH, in charge of mer- 
chandising for Joseph’s Shoes. 
Chicago, IIl.. says: 

“The apparel market has a far 
greater influence on the sale of shoes 
than many retail shoe men are will- 
ing to admit. There is no denying 
the fact that women buy shoes suit- 
able for the clothes in their ward- 
robe. Because of the wide range of 


(il 


beautiful prints the dress manufac- 
turers are bringing out for Summer, 
pastel and colored shoes should be 
very much in demand as Summer 
shoes. Multicolors, greens, yellows 
and royal blues should be favored 
colors. Spectator business will con- 





tinue good.” 














“Tell the boss his wife dropped in with his hot lunch.” 
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VARIETY sno STYLE APPEAL 
ov FALL LEATHERS 


New Shades and Surface Finishes Developed to Serve Requirements 


of Coming Trends in Fabrics and Costumes 


LeaTHERS and colors for men’s, women’s and chil- 
dren’s Fall shoes seen at the Leather Show held by the 
Tanners’ Council at New York’s Waldorf-Astoria Hotel, 
March 8 and 9, offer unusual variety and style interest. 


New Browns for Women’s Shoes 


In the official women’s colors there is a new dark 
shade known as Promenade Brown which is darker than 
Cafe Brown and lighter than Town Brown. This is 
especially good in suede, but will also be used in smooth 
calfskin and kidskin and in certain kinds of sports leath- 
ers with reversed and grain finishes. Another new 
brown. Cognac Brown, is a new lighter shade. 

The new taupe, Town Taupe, was seen primarily in 
suede. but interpretations in reptiles and smooth leathers 
are also expected to be important. There is a new use 
for taupe as an all-over color for casual shoes in suede 
finished leathers and new soft grains. 

Two colors. not on the Color Card, Topaz, Cinnamon, 
and the carried-over color Brown Almond made up a 
group designed especially for fine suedes which can be 
worn equally well in town or country. Copper Rust 
which is on the Color Card, is specifically a polished 
ieather shade, but it was seen also in alligator and in 
lizard. It is especially adapted for wear with the colors 
in Fall clothes. This color and the new range mentioned 
at the beginning of this paragraph are especially good 
with the naturals, greys in yarn dyes and mixtures in 
Fall ready-to-wear. They look well with the new tweeds. 
checks and combinations of unrelated fabrics in cos- 
turnes. 


More Interest in Blues 


Considerably more interest in blue was evident; three 
blues were offered for the coming Fall season. Admiral 
Blue is repeated. In addition, there is a darker blue for 
dressy afternoon shoes—so dark that it looks black by 
artificial light—to be worn with the midnight blues in 
clothes. There is also a lighter version of Admiral Blue 
which was especially attractive in calfskin, grain leathers 
and certain suedes in casual shoes. Blue will be impor- 
tant for college girls because of the fact that Tartans 
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tu be featured this Fall will have a good deal of blue 
in them. 

Grey for this coming Fall was shown by many tanners, 
Slate Grey, a continued grey, and a misty grey which is 
good for casual shoes. Dark Continental Green, a town 
color, is repeated. A new medium light green has been 
added for smart town and country type shoes, tailored 
shoes that look well with tweeds. This green is used in 
the same way as is Cherry Red. 


Natural Shades Important 
A new beige has been added, Palomino Blond, de- 


signed especially for casual shoes for the Southwest. In 
addition is a group of naturals in camel tones for 
reversed leathers and soft unlined leathers to be’ used 
in softies on platforms and wedge heels. These are 
expected to be very important because of the availabil- 
ity for the first time of camel’s hair coats in popular 
price ranges which put them within the college girl’s 
clothes budget. 
smoky grey tones, colors with middle values to be worn 
with tweeds. There is a greyed violet, a greyed duck 
blue and a dark smoky grey. These are newer than the 
high shades usually associated with casual shoes and 
mark a departure for the casual shoe business, for they 
remove the casual from the strictly country type to the 
category of shoes which may be worn smartly in town. 
Another new group consists of two greens, a moss green 
and a dark lichen green. These are being used in calf. 
kid in smooth finishes and soft grains, in suedes and in 
genuine snakes. 

It is to be noted that there was less wine shown than 
for previous Fall seasons. In general, there was less 
stress on red and more prominence given to green than 
in former years. Colors, even the dark ones, are rich 
and full. This is true of the dark brown and the taupe 
which has a brownish cast rather than a grey. Browns 
of an olive tonality have been avoided and are warmer 
to go with the warm red or golden brown in ready-to- 
wear. Black, it is considered, is going to be a little off 
in volume because of the extensive color ranges, but 

[TURN TO PAGE 102, PLEASE] 


Another new group comprises the 
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Sergeant Richard Schmidt, Test Observer, reports 
mukluk data to David P. James, Footwear En- 


gineer as others look on. 


PFC Walter Barker gives a permeability checkup 

to ski socks. The weight of the socks after use, 

compared with the weight at issue tells Footwear 

Engineers how much perspiration has been allowed 
to escape through felt boots and mukluks. 





SHOULD it become necessary for American troops to 
engage in maneuvers or combat in the sub-zero temperatures 
of the Arctic, they will be issued clothing, shoes and mate- 
riel designed and made expressly for the rigors of that 
climate. 

High on Mount Washington, last month in temperatures 
that often dropped well below zero, and lashed by gales that 
reached 90 miles an hour, a small compact unit of the Quar- 
termaster Corps comprised of officers, enlisted men and 
civilian employees of the Quartermaster Board, subjected 
shoes, clothing and other equipment to prolonged and excit- 
ing tests. Insulated clothing, sleeping bags, tents and shelters, 
new type pack sleds, snow shoes, and skis, and the adaptabil- 
ity of G.I. clothing and equipment for emergency use by 
WACs all made intereesting copy for syndicated articles in 
the nation’s press and excellent human interest material for 
newsreels and telecasts. 

Less glamorous on the surface, perhaps, but vitally impor- 
tant to OQMG and to the shoe industry, were tests conducted 
on improved types of Arctic footwear, ski socks, felt boots, 


Below, Shoe store Arctic style; Headquarters Footwear 
Testing Division, Camp Dodge, N. H., base of operation 
for QMB tests at Mount Washington. 














Tests in Effort to Secure Best Possible Specialized Footwear for Services. 


mukluks and gloves. These tests have been in progress 
for several months and will continue well into the Spring 
and are being conducted by the Quartermaster Board, 
one of whose functions is products testing for the Quar- 


Atop Mt. Washin 





QMB Test Detachment Subjects New Sub-Zero Weather Footwear to Grueling 





ity of the Mount Washington area as a proving ground 
for larger scale operations next Fall and Winter, or from 
the results of these tests to plan larger scale operations 
of a similar nature at some place in Alaska. 


by JOHN REILLY 
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Warm, comfortable, easy to don and doff mukluks and felt boots 






Not trained ski troops, but average GI’s, many of whom never saw 


get QMB workout in Arctic trials. Sleighs so light that two men 


snow until they arrived at Mount Washington, test felt boots. 
can pull them fully loaded are tested with Army footwear to de- 


mukluks and ski boots in QMB effort to determine virtues and 





faults of Arctic footwear. 


termaster Corps. Army and civilian personnel for the 
tests were drawn from the permanent headquarters of 
the group at Camp Lee, Virginia. 

Major James E. Barnhill is the Camp Commander. 
Steven A. Bilyj, Detachment Commander; Lt. Carl Ash- 
line Test Officer; Major Andrew A. Aines, Footwear 
Testing Division, QMB: and David P. James, Footwear 
Engineer, are conducting the footwear tests with Ser- 
geant Richard Schmidt acting as Field Observer. 

This operation is a pilot test designed to permit QMB 
to observe at first hand, if in a limited sample, the 
performance of Quartermaster Corps materiel in the 
field. From it they hope to discover the acceptability or 
faults and limitations of that materiel and the adaptabil- 


termine what happens when men must “mush.” 








QMB testing procedure is as orderly as it is practical. 
To the Quartermaster Board Headquarters at Camp Lee, 
Virginia, the office of the Quartermaster General sends 
experimental models of clothing and equipment under 
consideration for purchase with a directive that they be 
tested under varying conditions. A test plan is then 
drawn up by the QMB outlining specific procedure for 
these tests which usually start at the Camp Lee testing 
grounds and laboratories. Then tests are conducted 
in the field under conditions which approximate very 
closely those during which the items would be used with 
a limited number of test subjects, in the case of shoes, 
usually 36. Careful records are kept of the various tests 
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THIS SUMMER. 
Fashionwise awn Comfortwise 


CHERRY BLOSSOM time. Washington South. and the 
return to warm weather 30 to 60 days later in other 
parts of the country will mark the start of what well may 
be the most active “COOL” shoe selling season we have 
seen in years. Practical shoe men, looking at annual 
pairage figures, scratch their heads and wonder what 
has happened in recent years to what used to be a most 
important source of extra pair volume. Now. while 
lingering cold and snow enable us to view the matter 
with some perspective, it seems an excellent idea to try 
to analyze the possibilities for reviving sales of this 
smart and practical type of footwear. 
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Some 15 years ago no well-dressed man would think 
of wearing Summer, tropical and linen suits in town 
with heavy brogue street shoes or thick soled country 
types. Light-weight flexible street shoes and combina- 
tion sport shoes simply were taken for granted for wear 
with this apparel. The advent of the ventilated shoe 
enabled the retailer to sell an extra pair in addition to 
flexible welt and sports shoes. In recent years, not only 
have the sport shoe sales diminished, but the light-weight 
flexible Summer street shoe. itself, is rarely seen. The 
slacking off of interest in these two types should normally 

[TURN TO PAGE 112. PLEASE] 
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SMART 


TO BE 


COOL!.. 


Left: Always a fine dress-up Summer shoe, 
improvements in materials and shoemaking 
techniques make mesh shoes more desire- 
able than ever. Patterns Illustrated left to 
right: Bostonian, Division Commonwealth 
Shoe and Leather Company. Nunn-Bush 
Shoe Co. and Winthrop. Division Interna- 
tional Shoe Co. 





Right: Most important shoe in the “cool” 


classification is the punch-through or venti- 
lated shoe. Attractive in monotone, it is What's Become of the Summer Shoe Business? Light Weights, 


doubly so in combinations of varied tone : = ws : 
calfskin. Ilustrated left to right: Patterns Flexibles and Sport Shoes Are Among the Missing, Making a 


from Freeman Shoe Corp. and Albert VW ein- Sag . . 
brenner Co. “COOL” Shoe Promotion Timely and Important. 


Creative designing and 
ingenuity in shoemaking 
have increased the appli- 
cation of the woven vamp 
principle to all types of 
Summer shoes. Il!us- 
trated at left are a V -front 
plug oxford with a run- 
around, a strap leisure 
shoe with interesting gor- 
ing treatment, both from 
Freeman, and a strap 
model from Weyenberg 
Shoe Mfg. Co. 











. Thomas givesa talk on styles, showing his staff just how this particular type of shoe should be fitted 
and with what costumes it should be worn. 
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Teaching GI's to Sell Shoes... 


A thoroughly experienced salesgirl, Mrs. Leoda Ham- 

marstrom, explains to the staff the uses for the shoe 

she is holding. The display island has brought many 
sales to the department. 


NEVER has it been so clearly called to the attention of 
the shoe buyer and department manager that there is a 
new trend in shoe selling which makes training sales- 
Not the least important 
part of this training is that which must be given to 
former GI’s who have entered the business. 

New styles and new lasts have made it imperative that 
every salesperson on the floor know exactly for which 


people of great significance. 
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by FRED G. THOMAS 


Shoe buyer, Barnard, Sumner, Putman Co. 
Worcester, Mass. 


each is intended and for what type foot each last is 
suited. Buying by the public has undergone a tremen- 
dous change, and selling must meet this change if a shoe 
department is to remain successful. 

During my teaching of veterans, I inaugurated an 
entirely new idea for the training of salespeople. This 
made me draw up a systematic plan which took the 
learner through every step of the way, from stockboy to 
sales manager. so that he might have a clear conception 
of every part of shoe salesmanship. I found this method 
so successful that I now employ it with all my salesforce, 
old-timers and new employees. Not only have sales in 
my department increased, but innumerable new cus- 
tomers have come to deal with us. 

Each new employee is placed in the stockroom where 
he learns at first hand the entire stock we carry. He 
stays there for a week, at least, and then he enters the 
receiving department so that he may learn how shoes are 
received and billed and stored away in the stockroom. 
Next he goes into the shipping range and learns inven- 
tory control. The learner spends four weeks in the 
first stage of his training. 

The second stage also takes four weeks and consists of 
learning about shoes, style, sizes and widths, prices and 
stock arrangement. The third stage covers learning 
ebout leathers. He is now ready to go on the selling 
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Most Shoe Retailers Have Found. That Inadequately Trained 


Salespeople Are a Liability in These Days of Customer Selectivity. 


Here’s How One Shoe Man Solved the Problem of Sales Training. 


floor where, using one of the staff members, I begin the 
teaching of fitting. 

This is the most important part of his training. This 
stage of teaching is divided into a 20-week period in 
which the student is taught to distinguish between lasts 
and patterns, until he knows what each is best suited 
for. Teaching of fitting begins with fitting of children, 
and the necessity for careful fitting is stressed through- 


out this part of the training period. The fitting of men’s | 


shoes follows. Here he must learn that both fit and 
comfort are demanded, and he must also know the type 
and style of shoe which is suitable for the particular 
foot he is fitting. 
women’s shoes, he is taught corrective and prescription 
fitting. 

I then spend four full weeks on the art of selling 
shoes—and this really is an art. The first thing a sales- 
person must learn is a pleasant customer approach. 
When the customer is seated, the psychology factors are 
considered. What type of person is this? As much as 
possible is learned by skillful questioning before any 
shoe is shown. 

Next, the measurements of the foot are taken. Mea- 
surements are taken both in length and width, and in 
the length of both the ball and the heel, so that the 
salesperson knows exactly which last and type of shoe 
should fit the foot perfectly. : 

Students are taught stock numbers as they learn fit- 
ting and also the proper way to make out all types of 
sales slips. When I feel the student has all these points 
at his command, I introduce him to the art of display. 
Here he is shown the best methods to be used for interior 
display and just how each shoe can be shown to the best 
He is taught the technique of window dis- 


After a similar session on fitting 


edvantage. 


Here Mr. Thomas shows trainees how a properly 
fitted shoe should hug the heel, while providing plenty 
of room for the foot. 


play. He is shown not only how to place a display in 
the window, but what to display. and what backgrounds 
to use. After a week or so, most students have excellent 
ideas on both interior and exterior display. I encourage 
this and have them install the complete display as they 
have planned it. 
touched nor anything added, and the ideas are strikingly 

original. 
After display is learned, the student is introduced to 
[TURN TO PAGE 102, PLEASE] 


Usually not a single item need be 


Mr. Thomas poses with his complete sales force. Three new GI trainees are included in the group. Mr. 


Thomas is fourth from the right. 






























Actress Dorothy Barrett, help- 
less in her costume for a scene 
in Samson and Delilah. gets a 
helping hand from Assistant 
Director Ed Salven, on the set 
in Hollywood. The slave girl’s 
anklet needed fixing! 





At the Army’s eight training in- 
stallations in the United States, re- 
cruits are learning to become 
peacetime soldiers. Photo shows 
how accurate foot measurements 
are made before footwear is issued. 


Marianna’s father last year could not buy 

her shoes in Ludwigshafen, Germany. A 

child is allowed a pair every two years. 

American Friends Service Committee asks 

American manufacturers to help provide 
for European footwear needs. 


Chuck Share, 6'11” star of the Bowling Green, Ky., basketball 

team, on a recent visit to Boston found a pair of size 15’s in 

Curtis Shoe Company’s store. Naturally he was elated, since he 

had tried unsuccessfully to find his size in many cities. Here he 

relaxes, satisfied that he could walk in off the street and pick 
up a pair of shoes to fit him. 


Left: Lois Mae Hamm, 15- 
year-old Whitney, Neb., 
4-H Club girl, receives a 
special award from Harry 
Schwarz, Acme Boot Co., 
after her Hereford steer, 
Cupid, was judged grand 
champion of the Junior 
Show at the National 
Western Livestock Show. 
She received a pair of 
gold inlaid cowboy boots, 
made by hand from the 
hide of her winning ani- 
mal. Other winners re- 
ceived similar awards. 


Right: A young Berliner 
serves as model during a 
demonstration of the uses 
of rabbit fur at “Green 
Week” exhibition in the 
British sector of the city. 
Notice the high shoes 
which she is wearing. 





William Henry Cook, 16-year-old bellboy aboard 

the British liner Caronia. brought his sister Peggy 

a pair of shoes as a present when he returned from 

his trip to America. Peggy’s expression reveals 
her satisfaction. { 





a a 
President Henry W. Boyd, Jr.. General Shoe Corp., joined 
employees of the company recently when they christened a new 
radio show advertising Cedar-Crest work shoes. Left is President 
Boyd with Cowboy Copas, star of the show. With them are 
Caroline Boyd, daughter of the president; Billy Cook. son of 
Assistant Vice-president Charles W. Cook; Phillip and Henry 
“Buzzie” Boyd, Jr., sons of Mr. Boyd. 





Right: George Buik, 
Chicago laundryman, 
demonstrates how he 
made an $80 transat- 
lantic telephone call 
to speed up delivery 
on a pair of Argyle 
socks to match the 
prized kilts he is 
wearing. Notice that 
his shoes are in true 
Scottish style—ghillies 
and all 


Left: Corporal Tom 
Woods of Wolver- 
hampton, gives a last 
minute polish to the 
boots of Corporal 
Arthur Rowlinson of 
London at Knights- 
bridge Barracks, Lon- 
don. Both cre mem- 
bers of the Life 
Guards who recently 
paraded in full dress 
at the Horse Guards, 
in Whitehall. 


Below: Jane Russell, dressed for her 

role opposite Bob Hope in The Paleface, 

found a moment to relax between shots 

at the studio in Hollywood. She retired 

to her dressing room to do pencil sketches 
of foot detail. 





Right; Although tired 
from 11 consecutive 
days of competitive 
golf, Jimmy Demaret 
grins jubilantly as he 
removes a shoe after 
defeating Ben Hogan 
in the $10,000 Phoenix 
open golf tournament 


playoff recently. He 

collected $2,000 first 

money for his three- 
stroke victory. 





THERE'S GOLD IN 
DANCE SHOE BUSINESS 


THE professional dancer does not 
usually expect to go to a shoe store 
or shoe department to buy dance 
shoes. But a mother, whose child is 
studying ballet, is very glad when 
she can go into her local shoe store 
and outfit that child. The store that 
carries a fine brand of dance shoes, 
recommended by teachers, will ben- 


efit by the extra customers that are 
attracted first by its dance shoes. 
“Dance shoes are a must for juve- 
nile shoe stores,” says Jimmy Selva, 
one of the three brothers of Selva & 
Sons, manufacturing and retailing 
dance shoes. 

The retailer, going into this busi- 
ness for the first time, has several 


things to learn. For the first few 
years, the young ballet student. 
preferably around 8 or 9 years of 
age, will need soft toe shoes to de- 
velop the arch. These shoes are 
usually of kidskin, but other mate- 
rials are being tried, for example, 
the gabardine shoe shown here. 
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Besides the Professional Dancer, There Are Any Number of Youngsters 


Taking Ballet and Tap Lessons. All of Them Must Have the 


Right Type of Shoes Correctly Fitted. Don’t Miss a 
Good Thing by Passing Up This 


“Everlast” toe shoe on “rainbow 
arch,” a hard toe satin ballet shoe, 
entirely hand made except for the 
stitching. Available in sizes 10 
small to 8 large, in widths A to 
EE. Advance Theatrical Shoe Co. 


“Moderne Ballet,” soleless shoe of 
glove leather, recommended for 
advanced pupils and professional 
dancers, gives barefoot freedom to 
foot and greater ease in pointing. 
Available in one width, sizes 8 
small to 8 large. Selva & Sons. 


Ready Made Business. 


fy HW 













Soft toe ballet shoe, new version 

in gabardine. Available in half- 

sizes from child's 8 to woman’s 9. 
From Prima. 


Classic tap shoe in patent leather. 
Heel taps built in; lip taps not 
attached. Available in half-sizes, 
814 child’s to 9 woman’s; in me- 
dium and narrow widths. One of 


Whirlers by Gerda. 

















Marina Svetlova, Prima Ballerina 

of the Metropolitan Opera Com- 

puny, wearing a hand-turned Theo 
tie tap shoe by Selva & Sons. 
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Section of the women’s department, the hosiery har, left, and service desk of the new Schmanke’s Shoe Store. 
Chairs in the section are of natural wood and beige leather, while the desk and hosiery bar are blonde oak. 





‘chmanke Store Keeps Pace 
With Kodak Park Growth 


Founded Thirty-three Years Ago, Rochester, New York, Establish- 
ment Has Made Good Fitting Service the Cornerstone of Its Policy 


ONE of the successful family shoe stores in Rochester’s 
Kodak Park area is Schmanke’s, 1480 Dewey Avenue, 
which completed a remodeling program in 1948, provid- 


Sectionalized men’s department provides plenty of 

room for clerks and customers. Stock racks on the 

left are flush with the wall line. Most of the stock is 

confined to the behind-the-scenes area where stock 
clerks help give fast service. 




























ing double the former amount of store space for this 
33-year-old establishment. 

Done in soft, pastel colors, the major motif of the new 
decoration leans heavily toward shades of beige and 
rose. Soft white fluorescent lighting adds to the warm 
colors and provides a restful atmosphere throughout. 

Fully departmentalized, Schmanke’s uses a circular 
bar to separate the men’s section, which is done in rasp- 
berry lattice-type wall paper, from the women’s and 
children’s departments which are attractive in yellow 
background paper. Rose carpeting throughout the store, 
except at the entrance and service desk, where deep 
blue linoleum is used, offers pleasing contrast. The ceil- 
ing is built of acoustic blocks. 

Two full-length mirrors give the store’s customers the 
opportunity to view shoe styles in combination with 
their other apparel. John Schmanke, who founded the 
business, and his son, Ottman Schmanke, are both great 
believers in effective merchandising displays, as well as 
in good advertising. 

Operating for a number of years under the Brown 
plan, the Schmanke store specializes in correct fitting 
and foot service, and the business has grown steadily, 
keeping pace with the development of the Kodak Park 
area. 
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Sound Merchandising or Smart Promotion? 


SPRING is here, or just around the corner, as this mid- 
March issue of the RECORDER is delivered to its readers. 
Straight ahead stretches a new selling season that holds 
all the promise of Springtime, sunny selling weather 
and the urge to buy that.should mark the weeks preced- 
ing Easter. Those are the favorable aspects; on the 
other side of the picture are those restraining influences 
that may accompany a period in which the public is 
becoming increasingly aware of a deflationary trend in 
business, with all that such a trend implies. 

What can shoe merchants do, under such conditions, 
to merchandise their stocks so as to achieve a volume of 
sales that will yield a maximum in net profit? We 
believe that a very large number of retailers are inter- 
ested in the right answer, or answers, to that question. 
In one form or another it runs through many of the 
letters we are receiving from RECORDER readers. And 
naturally it involves the question of what pricing policies 
should be pursued. 


THIS hasn’t been an easy Winter. Cold, stormy weather 
in the West; abnormally mild, unseasonable weather in 
the East. In either case not too favorable for retail 
shoe business and not the kind of conditions for which 
the majority of retailers had prepared. So what did 
they do? A lot of them decided they had to do some- 
thing, pricewise, to relieve the pressure caused by sub- 
stantial inventories on the one hand and lagging sales 
on the other. The result was an avalanche of clearances 
that inundated large areas of the retail shoe business. 

Is that the way to merchandise shoes successfully 
and profitably, particularly in a period of stress such as 
the trade is experiencing today? We don’t know how 
satisfactory the results of this Wanter’s clearance sales 
may have been to the stores that sponsored them. Un- 
doubtedly they provided a considerable stimulus. But 
letters and reports that have come to us from quite a 
number of retailers indicate that they may have also 
created problems that will react against the trade at 
large in coming months. What, for instance, is the 
public going to think of a store that sold branded shoes 
across the board at lower prices during January and 
February and then marked them up again, as many will, 
in the selling period preceding Easter? 

There are other angles of the subject that also provide 
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food for thoughtful consideration. An Oakland, Calif., 
shoe merchant, A. W. Shiverts, of Rocsil’s Shoe Co., has 
suggested some of them in a letter to the RECORDER. 
Says Mr. Shiverts: 

“Shoe merchants are in business for net profits, not 
just volume. For several years I have been preaching 
to our group here in Oakland that we all have an impor- 
tant stake in each other’s business. No matter how care- 
fully any one merchant may buy, he cannot prevent the 
cvihers from overstocking and then holding sales to un- 
load, thereby hurting all shoe merchants. 

‘We should know by this time that there is a limit to 
the number of pairs the consumer can consume, and if 
we fill their needs at lower prices it will affect our busi- 
ness later. This I believe to be especially true at this 
time. For the past few months shoe retailers have been 
offering the most complete runs of styles and sizes at 
sale prices. It did give many stores some extra volume, 
but most of us are now suffering for our generosity or 
whatever word you can find for it. 


“The so-called smart promoter should realize that if 
he continues to overstock and promote, thereby increas- 
ing his volume at the expense of net profits, it may 
eventually act as a boomerang, especially when this kind 
of competition aggravates the problems of other mer- 
chants. After the first World War we had a duplicate 
situation, with the final result that many bankrupt stocks 
were thrown on the market, filling the wants of consum- 
ers at very low prices. Then the smart promoter found 
his promotions no longer produced. I would rather 
do $100,000 a year and make a reasonable profit than 
do $200,000 and wind up with the same profit at the 
end of the year, after all my extra effort and expense.” 


THAT statement represents a viewpoint on the clearance 
sales question which we believe is shared by many re- 
tailers at the present time. It is true, of course, that 


tke legitimate clearance can and often does serve a use- 
ful merchandising function of cleaning up odds and ends 
of broken size ranges and styles that have passed their 
peak of popularity. But to resort to store-wide clear- 
ances in the middle of the season or before, simply as a 
device.for sales promotion, raises the serious question 

[TURN TO PAGE 116, PLEASE] 






Boot and Shoe Recorder 


TELL A SELLING STORY 


IN MARCH HARPER'S 


BAZAAR 





The 
established 
brand 











demand... 
the one it pays to feature! 


Selly Hoes. 


THE SELBY SHOE COMPANY 
PORTSMOUTH, OHIO 





ARCH PRESERVER 

ACTIVE MODERNS « TRU-POISE 
PHYSICAL CULTURE 

TOWN WALKER 

STYL-EEZ « EASY GOERS 
GROUND GRIPPER 

CANTILEVER 





















New York Offices: 3120 EMPIRE STATE BUILDING (Arch Preserver + Styl-EEZ + Easy Goers + Tru-Poise) 
926 MARBRIDGE BUILDING (Physical Culture - Town Walker - Ground Gripper + Cantilever) 
Los Angeles Offiice: 816 HAAS BUILDING 
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This type of ad is 
used by Yard's to dramatize 
the shoes which they carry. 


“NOW is the time to promote busi- 
ness,” says William H. Scharf, buy- 
er of shoes and part-owner of Yard’s 
of Trenton, New Jersey. He points 
out that a few years ago business 
came to the merchant; now it is 
time for the merchant to go out after 
it. “Most stores feel a great need 
for shoes to sell at lower prices, cer- 
tainly under $10.95,” he continues. 
“Some have decided that a substan- 
tial cut in prices is the only way to 
attract business, but we have taken 
the alternate method of making a 
profit. We are maintaining the same 


high quality for which we have de- 
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The shoe salon at Yard's reflects an atmosphere of luxury which acts as a suitable background 


for the quality merchandise which is carried. 


veloped a reputation, and which we 
cannot profitably sell at much lower 
prices, and we are adding drama to 
our merchandise.” 

“Shces Bronzed To Order” are 
featured, in one alcove display in 
the attractive shoe department of the 
Yard’s store. The shoe salon also 
shows a selection of quality mer- 
chandise. It goes almost without 
saying that the appearance of the 
salon is one of luxury, offering a 
suitable background, but it takes 
more than store appearance to draw 
customers today. 

So Yard’s plan to increase adver- 
tising between one and two per cent 
above that used in newspapers last 
year. The copy will continue to 
stress quality and to depend heavily 
upon the pulling power of dramatic 
wording. For instance, “Light-as-a- 
melody shoes . . .” “Shoes with lady- 
like grace. . . .” and other pictur- 
esque phrases add their magnetism 
to the copy of Betsy Barlow in the 
advertising department. Radio, tele- 


ow Is the Time... 


Never Was There a Period When Promotion Was of Such 
Great Importance in Selling Your Shoe Department to the 
Public, Says William H. Scharf, of Yard’s, Trenton, N. J. 


vision, transportation ads, and other 
media have been discarded by 
Yard’s in favor of the increased use 
of newspaper and of direct mail 
advertising. 

During the rush war and immedi- 
ate postwar years, customers on the 
mailing list of Yard’s received some- 
thing in their mail box featuring 
shoes once or twice a year. Now 
they will read about Yard’s mer- 
chandise three, four or more times 
a year. Quality of paper, art work, 
and tone of copy will bear out the 
atmosphere of luxury and drama. 
Here the slogan, “They Do Sell Nice 
Things at Yard’s,” will close each 
page. 

Since such an atmosphere might 
be destroyed by many of the pro- 
motional schemes merchants who 
appeal to the budget-minded cus- 
tomers find profitable, Yard’s must 
select promotions with care. Most 
of them fill a definite, long-felt need 
of the customer—for instance, the 
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... part of yourelling job 


a is lightened 


Du 18 years, the DAREX trademark has come to stand 












for known qualities. With DAREX branded on the insole, 
there is no doubt about its stamina, no question about 


its soft, firm foot comfort. 


Over the years the DAREX name has been impressed on 
the minds of shoemen everywhere. To them the DAREX 
trademark is the sign of an accepted standard of perform- 


ance ... of customer satisfaction. 








DEWEY ano ALMY CHEMICAL COMPANY pg ory Serre: ali 


March 15, 1949 81 





by EDWARD SPASEK 


WHY DO «mall businesses fail? Be- 
cause of (1) Deficiencies in manage- 
ment, (2) Lack of preparation, (3) 
Weakness in financial management. 
(4) Tendency for small businessman 
to be tied up in the immediate op- 
eration of purchase, sales without 
taking time for analysis of his posi- 
tion, (5) Lack of alertness to meet 
the changing situations, (6) Advent 
of severe competition and (7) Exter- 
nal factors like sudden economic 
changes. These causes, based on sev- 
eral studies and interviews, are listed 
and discussed in detail in Small Busi- 
ness: Its Place and Its Problems by 
A. D. H. Kaplan (McGraw-Hill Book 
Company, 330 West 42nd Street. New 
York, N. Y. $3.25). 


= * * 


Dip YOU know that with one-six- 
teenth of the world’s population. the 
United States. produces almost one- 
third of the world’s goods. Isn't that 
impressive evidence of the productive 


power of a free enterprise system? 
* * * 


CHaINs LEAD INDEPENDENTS 
IN STORE SALES, according to the 
latest Department of Commerce fig- 
ures. “Indepeadent stores, on the 
whole, have not been keeping up with 
chains in the postwar period. in spite 
of the considerable increase in the 
number of independent stores that oc- 
curred in every line of trade. (But) 
data by size of store indicate that in- 
dividual chain stores of given size 
showed greater improvement than in- 
dependent outlets of comparable mag- 
nitude, except in drug and shoe lines. 
Chain and independent shoe stores 
had shown almost parallel movements 
in the years immediately preceding 
the war. During the war, the ratio of 
chain stores to total in both groups 
dropped due to material shortages and 
manufacturing restrictions. In the 
past three years, chain shoe stores 
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Step i 


Pertinent Paragraphs on Business Progress, 


Shoewise and Otherwise 


have shown a steady recovery in their 
relative position. The percentage of 
chain to total sales has risen from 
about 47 per cent in 1945 to about 52 
per cent in the last half of 1948— 
though still short of the 56 per cent 
reached prior to the war. Small 
chains are much more common in the 
shoe business where relatively small 
retail outlets may be operated effec- 


tively.” the report concludes. 
* * * 


FISH STORY—Defending the seem- 
ingly large profit reports of big busi- 
ness. Eugene Holman, president of 
Standard Oil Company (New Jersey). 
had this to say, “Merely to say that 
our profit is three times that of 1940 
has no more meaning than saying to a 
fisherman: ‘You caught 100 fish in 
1940 and 300 fish this year, so you 
are three times better off.’ One ques- 
tion to be asked is: ‘What size fish 
were they?” Inflation has changed our 


fish—the dollar.” 
— a 


| F YOU HAVE ANY GRIPES about 
business problems, write to Senator 
Wright Patman, democrat from Texas, 
who is the champion of the small busi- 
nessman. He will be chairman of the 


Small Business Committee if the 
House reappoints it. 
* * * 


F UNNIEST THOUGHT OF THE 
WEEK—A news item in The New 
York Times about the renovation of 
the White House began with this sen- 
tence: “Just imagine the sensation if 
President Truman’s bathtub crashed 
through the ceiling into the midst of 
a White house reception. . . .” 
= * * 


“Fit ‘EM, FLATTER ’EM, FIGHT 
"EM NOT” is the approach used by 
a shoe salesman we met while on a 
trip to Atlanta. It may be an old bit 
of advice, but we thought it would be 


worth repeating. Remember: “Fit 
‘em, Flatter em, Fight °em Not,” and 
you'll make that cash register ring. 

* *¥ * 


A PAT ON THE BACK for the shoe 
industry comes from the writer of 
“The Creative Man’s Corner” depart- 
ment in Advertising Age recently. In 
his column, he pointed out that good 
advertising starts with the product. 
that it can’t do the job all by itself. 
He said, “To the best of (my) knowl- 
edge. the shoe industry has never had 
to combat shoelessness among the 
younger generation—for the simple 
reason that they have designed and 
built shoes young people like to wear.” 
Of course, we doubt that young people 
would necessarily go barefoot, but who 
are we to quibble when a compliment 
is thrown your way. Gentlemen, take 
a bow. 
= * * 


Fir — COMFORT — MATERIALS 
— STYLE — PRICE is the order of 
things a man looks for when he buys 
a pair of shoes, according to a survey 
conducted by the Commonwealth Shoe 
& Leather Company recently. Other 
facts discovered were that the average 
man buys a pair of shoes every 10 
months; young men under 25 buy 
them every eight months. Of the 5855 
men and 288 independent retailers in- 
terviewed in 32 cities,.76 per cent 
knew what brand they were wearing! 


* * * 


No SERIOUS DEPRESSION 
AHEAD, according to the Denver 
Post which recently said that we can’t 
compare 1949 with 1929. In 1929, 
private debt in the United States 
amounted to 185 per cent of the na- 
tional income; now it amounts to 85 
per cent. So it doesn’t believe that 
we are going to have a serious depres- 
sion. 

[TURN TO PAGE 106, PLEASE] 


Boot and Shoe Recorder 


















RO 60 
Brown Alligator Calf 
and Brawn Suede 
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Brown Alligator Cait 
and White Buck 
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All Brown Suede 
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America’s Finest 


TIELESS OXFORDS 


The tieless oxford, as styled and made by Edwin Clapp is 
more — far more — than “another shoe”. Edwin Clapp 
cumulative skills of 90 years place these tieless oxfords 
in company with footwear worthy of the Clapp name, — 
important additions to the world-famous line of 


“AMERICA’S FINEST SHOES FOR MEN” 


EDWIN CLAPP & SON Inc., East WEYMOUTH, MAss. 
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Because it provides the utmost in rigidity, 
¢ 
the Vita-Tempered APEX shank with either Vita- Tempered 


two or three ribs is first choice for work STEEL SHANKS 


shoes and other heavier types of footwear. are Tough, Hard, Uniform 


e Fit like master models 
e Clean, ready to use 
fitted to the shoe manufacturer's run of lasts. © Preserve balanced tread 


And, like all United shanks, the APEX is 


UNITED SHOE MACHINERY CORPORATION, BOSTON, MASSACHUSETTS 
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Priced to retail at 
$1095 e $1195 
Some styles $12.95 

ALSO QUEEN CASUALS $7.95 


QUEEN QUALITY SHOE COMPANY 


March 15, 1949 











is glad to offer you the 
convenience of a complete 


In-Stock Service 


Queen Quality is glad to be able to bring you the merchandising 
advantages of In-Stock service. You will find our In-Stock line in- 
cludes a carefully balanced range in volume selling materials reflecting 
the spring trend . .. lightweight, dress and classic styles, Arch Guide 
Welts and Campus Welts. 

Special attention is called to Queen Quality’s latest addition... 
Queen Casuals... gay, youthful, easy-going shoes for leisure wear. 


Nationally advertised in Ladies’ Home Journal, Cos- 
mo politan, Seventeen, Mademoiselle and Glamour. 


¢ DIV: INTERNATIONAL SHOE COMPANY © ST. LOUIS 














THESE ARE THE MEN Who bring 
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HENRY S. BLACKWOOD RUDOLF HOLLAUS R. S. BROWN, JR. JOSEPH L. STANELLI 


Dist. Mgr., Northeastern States Factory Rep., Metropolitan N. Y. Dist. Mgr., Southeastern States m i 
112-28-69th Ave., Room 701. 1475 Broadway, 3729 Craig Ave., Director of Merchandising 
Forest Hills, L. 1., N. Y. New York 18, N. Y. Nashville 10, Tenn. 


ae 





4 


RALPH C. RUSH ERNEST C. CICHOWSKI LEONARD CANTOR RAY HANSMANN 
E. Penn., S.N.J., Md., Del.,D.C. Conn., R. 1., Western Mass. _‘“V#., Upper N. Y. State, N.N. J. North Carolina 

32 Chambers St., 111 Howard St., 84 Belvedere Dr., P. 0. Box 17, 

Phillipsburg, N. J. Newington 11, Conn. Yonkers, N. Y. Mountain Home, N. C. 





BERT A. CONFER GUS PATRICK CHARLES ERWIN ARTHUR YELMAN 
Ohio, West Vo. Southern Michigan Wisconsin, Northern Mich. Indiana, Kentucky 
459 Marion St., P. 0. Box 1361, P. 0. Box 404, 5229 Ford St., 
Mansfield, Ohio Lansing, Mich. Wausau, Wis. Indianapolis, Ind. 


“OTHER REPRESENTATIVES 


SIDNEY MOSS 
Metropolitan New York City 
50 Lefferts Ave., Brooklyn, N. Y. 


WILLIAM M. BRIGGS 
Southern California 
1640 Scott Road, Burbank, Cal. 
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EDWIN TEKER 
Western Penn., Western N.Y. S 


H. J. ELLENBERGER WALTER E. BLATT J. RACKAM DONALD FROOMER 5640 Hobart St., Pittsburgh 17, Pa. 
Kansas, Missouri Northern California Washington, Oregon Colo., N. M., Ariz., Nev., El Paso 
2940 Forest, Apt. 222, 180 Southwood Dr., 519 W. Fifth Ave., 8415 W. 4th St., 
, Wash. Los Angeles 36, Cal 


Kansas City, Mo. San Francisco, Cal. 
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ROBERT C. PLOTT 


GERALD MONROY JOHN W. BATES C. A. DIBBLE 
Dist. Mgr., Middle Western States Dist. Mgr., Central States Dist. Mgr., West Coast 
Sales Manager ‘Si 6 S. Dorchester Ave., 302 Lumber Exchange Building, 
Chicago 15, Ill. Minneapolis, Minn. 


330 South Grand Ave., 
Los Angeles 13, Cal. 





eT 


JAMES L. KENDRICK 





CLARENCE A. GLYMP HERBERT HOCHSTETTER GEORGE M. STERN 
South Carolina, Georgia Tenn., North Ala., North Miss. Florida, South Ala. Lovisiana, South Miss. 
1607 Wrightsboro Rd., 1025 Eighth Ave., S., 2750 S.W. 31st Ave., 5016 S. Clairborne St., 
Augusta, Ga. Nashville, Tenn. Miami, Fla. 
: “3 


New Orleans, La. 


AD, 


GEORGE A. RYBAK 
Nebraska, lowa 
FOREIGN REPRESENTATIVES 


10 E. 19th St., 
HENRY YOUNG 


Minneapolis, Minn. 
Hawaii age Ti 
N. Y. 1110 Bethel St., Honolulu, Hawaii 


ae 


FRITZ SANGER 





ERNIE 5. BATES 
—_ Milwaukee, V/is. N. D., S. D., Minn. 
5316 S. Dorchester Ave., 
Chicago 15, Il. 
1VES 


302 Lumber Exc. Bidg., 
Minneapolis, Minn. 





HORACE PEREZ 
Cuba 
Cal. 654 Havana St., Havana, Cuba 





JOSE VELA 
v.4 Puerto Rico 
17, Pa. Box 2464, San Juan, P. R. 





RAY C. THATCHER CLIFFORD L. HAYNES, JR. 
idaho, oy ly a Uteh 


G. A. WADDLE JOHN H. BOYLE 
Eastern Mass., N. H., Maine Virginia Okichoma, Arkansas 
Sinto, R. F. D. 1, Skytand Hotel, Merchandise Mart, 
pa dR Wash. Lowell, Mass. Hendersonville, N. C. Oklahoma City, Okia 
March 15, 1949 








A First Sale... 
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z 
brings years of PROFIT Sale soe | 
2 
the sensational new growth ‘ 
¢ Shoes, bri 

, brings your customers § 
Af : back for size changes more jf 
. When a mother buys her first Trimfoot often. For the first time, iten- 5 
g Shoes she buys more than a pair of shoes. ables mothers to see, in their 5 
oe is er re own homes, when children’s 5 

8 = She buys a continuing solution to her p dieie ib culpriins sail to 
Elem of caring for her child’s foot health longer safe to wear. i 
- throughout the growing years. ; 
. Mothers learn the Trimfoot name early... what (eimefoot offers you: ; 
¥ remember it... know it stands for good, ; 
g reasonably priced shoes made especially = or cht a im. - 
s for children... and continue to ask for 3. Recognized health features (Cuddle-Back Heel, Extra Toe a 
— “Trimfoot.” Room). 8 
q z ton? Write fer 4. Accurate fit with the Brannock Device. z 
5 Want more information ? Write for photolog. 5. Exclusive Tell-Tale-Toe service. 3 
5 TRIMFOOT COMPANY, TRIMFOOT TERRACE 6. A consistently advertised name. f 
4 FARMINGTON, MISSOURI 7. Material to tie in profitably with Trimfoot promotion. g 

. . o 


eee ee ee ee 2 ee ee 


88 Boot and Shoe Recorder 








Review-of H RH lx 


CHICAGO STORES ACTIVE 
IN PROMOTIONS 


SPRING promotions now deminate 
the retail shoe picture in Chicago. 
Clearance sales, except for some odds 
and ends or special lots, are now past. 
Fashion windows, main accessory 
aisles, shoe departments and advertise- 
ments are all given over to promotion 
of Spring colors and style trends. 

Black calf and suede are still lead- 
ing in sales with the strap and sandal 
patterns beginning to replace some 
pump sales. Calf is also beginning to 
crowd suede in demand. Blue is gain- 
ing steadily and should soon be first 
in sales, and there is a consistent de- 
mand for grey, red and green. There 
are indications that this season will 
see the heaviest demand for patent 
leather in years. Retailers find more 
women demanding platforms, with the 
half-inch height the most popular. In 
dressy shoes particularly, if it is a 
matter of choice in the same style, 
women choose the platform over the 
regulation sole. 

Sales for February were off con- 
siderably in comparison with a year 
ago. Current stock has not gained 
much sales momentum since the rec- 
ord January clearance sales and it is 
regarded as too early for any sizable 
volume on Spring shoes. As one re- 
tailer pointed out, the business has 
returned to the regular selling of pre- 
war days with a lull between the 
January sales and the rush of Easter 
business. 

The Fair devoted its main State 
Street windows to navy blue apparel 
shown with navy shoes, which were 
also shown in the accessory aisles. 
During this blue promotion, which in- 
cluded all shades ranging from muted 
baby blue to dominant navy, a sample 
of Blue Hyacinth toilet water was 
given away with a purchase of any 
blue item. Marshall Field & Com- 
pany also used a full-page advertise- 
ment with the theme, “It wouldn’t be 
Spring without Navy,” to show twenty 
styles from the fifth floor shoe salon. 

The feature Spring color at Carson, 
Pirie, Scott & Co. is Cinder, described 
as a degree or so lighter than navy 
shadowed with a bit of grey, and “ac- 
cessorized with Navy and copper.” 
Shoes in both of the latter colors were 
prominently displayed in the main ac- 
cessory aisles. 

Bright colors are also in the picture. 
with reptiles getting special play. 
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Mandel Brothers has been stressing 

matched accessories of cobra in red, 

green, brown and multicolor shoes, 

belts, handbags, gloves and umbrellas. 
* aa * 


WIDE COLOR VARIETY 
DISPLAYED IN BOSTON 


THE first two weeks in March found 
Boston’s shoe stores in two distinct 
categories—those which had ended 
their inventory-reduction sales and 
those which had not. The former in- 
cluded all the better grade stores; the 
latter included many of those stores 
selling shoes at volume prices. Almost 
without exception, however, these 
stores as well as the high grade 
stores and departments were display- 
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OF FOOTWEAR 


Gesutiful shoes for your 
beautiful new spring attire 


GENUINE BLUE CALFSKIN 
16° 


Also evatable in black suede 
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205 STATE ST., SOUTH 











O'Connor & Goldberg in Chicago 
stressed the ever-popular blue for 
early Spring shoes in this ad. 


ing, though somewhat tentatively, new 
lines of Spring footwear for which 
there is a fair demand on fair days 
and very little on days when the 
weather is bad. 

Of the lower price stores, the new 
Clyde’s shop on Franklin Street, re- 
cently promoted two pump patterns 
with baby doll toes and spike heels, 
in both black and blue suede at $4.98. 
It was predicted here that blue will 
outsell black by a wide margin when 
Spring business opens in earnest. 
Other stores in the same price class 
in various parts of the downtown shop- 
ping area felt that it would be safe to 
predict blue as the best selling Spring 
color. Although referred to in window 
cards and newspaper advertising as 
Navy blue, it is a somewhat brighter 
blue than the traditional Navy which 
has been a Spring color for many 
years. 

Filene’s Little Shoe Shop on the 
first floor has been displaying a wide 
assortment of suedes in gray, reddish 
brown, green and black; and of 
smooth leathers in red, green, blue 
and black with patterns including 
closed heel pumps with open toes, 
sling pumps and low wedge heel types, 
most of them priced at $7.95; also 
flats of the ballerina type in black 
suede at $5.95. 

Suede is equally important in the 
higher price lines. 

Coleman’s, women’s apparel shop on 
Tremont Street, has been offering 
wedge heel sandal types with ankle 
straps and buckle-ornamented vamps 
in black, blue, cocoa, gray and multi- 
color suedes at $10.95; C. Crawford 
Hollidge, nearby, also a women’s 
apparel store, has featured in recent 
weeks a line of high and medium heel 
styles, mostly ankle strap patterns, in 
blue, browr, cocoa and black suede 
with accents of smooth kid. 

Suede is prominent also at both of 
the Kays-Newport stores in “flattie” 
types. Colors include black, blue and 
gray. The same styles are carried 
also in red and green smooth calf. 

To stimulate the pre-Spring de- 
mand, the R. H. Stearns Company 
recently offered a line of smooth calf 
dressmaker styles at $12.95. Included 
were a cross-strap, open toe pattern in 
black and blue; a lattice pump in 
black, brown and blue; an open heel, 
platform sandal in black, green, blue 
and red; and a closed heel, closed toe 
ankle strap in black only. All styles 
carried moderate heels. 
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SAN FRANCISCO PROMOTES 
SPRING STYLES 


PROMOTIONS of Spring shoe styles 
‘started about the middle of February 
in San Francisco, with the emphasis 
on the new low-cut models. Both open 
and closed toes are being shown, but 
the closed types with a variety of bows 
and straps were getting the most atten- 
tion by early shoppers. Some stores, 
however, are giving equal attention to 
both types and showing a wide variety 
of styles, thus giving the impression 
that they can supply almost anything 
that a customer desires. 

An idea of the keen competition 


S<t a 





that is developing is shown in the ad- 
vertising of one prominent shoe mer- 
chant who stated that he had medium 
priced shoes in open or closed toes, 
slings, platforms, button and bows, 
lattice, wing throat, calf or suede in 
a variety of new Spring colors. Some- 
thing a little different, however, was 
the showing by Livingston Brothers 
of cobra sandals in red, green and 
brown, at $17.95. 

One of the most striking Spring 
numbers was shown by Frank More. 
It was a conservative sling pump with 
a 24-karat gold chain tie priced at 
$125.00. This store also featured a 
series of colored models in purple, 
red, pearl gray, blue, green and yel- 
low. 

Frank Werner made a special drive 
for the men’s shoe trade by featuring 
a February sale of shoes at reduced 
prices, and the Emporium made a 
play for the children’s shoe business 
with a half-page ad in the local papers. 

* * * 


ST. LOUIS VIEWS FUTURE 
WITH CAUTION 


FRoM a spot check of downtown 
women’s shoe departments one gets 
the impression that St. Louis buyers 
look to late March and the month of 
April with considerable apprehension. 
The early Spring selling season has 
been spotty. There have been good 
days and there have been bad. Me- 
dium priced casuals moved “pretty 
well” during parts of February. shoe 
men report. but in most of the better 
known outlets this Spring there has 
been a concentrated movement by buy- 
ers to shift volume purchases to lower 
priced shoes. The average price of 
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A vigor lizard... 
impeccable, durable, 


‘ Anows no season 


Reptiles are important in dress types, 
and The White House in San Francisco 
matches them to equally dressy bags. 





women’s shoes sold at retail this 
Spring thus probably will be lower 
than during the same period a year 
ago. 

But because of this tactic, retailers 
have hope as well as apprehension, 
and many of them think that the lower 
priced lines will enable them to reach 
the level of last year’s sales figures. 
Equaling last Spring’s unit sales, a 
number of retailers have pointed out, 
will be much less a problem than 
equaling the dollar volume of a year 
ago because of lower unit prices, al- 
though the optimists say that they also 
have a good chance of coming up to 
last Spring’s dollar volume. 

Supporting their reasoning, of 
course, is the extended Easter selling 
period, which many outlets here in- 
tend to promote heavily. As a group 
St. Louis retailers do not appear too 
much concerned over any immediate 
relapse in the present tempo of the 
economic cycle. but many of them 
have expressed anxiety stemming from 
a belief that the average women’s shoe 
wardrobe still is pretty large, and from 
the fact that her budget allowance for 
shoes probably will continue small un- 
til such time as the prices of other 
commodities tumble more sharply 
than they have to date. 

* * * 


LIGHT SHADES STRESSED 
IN PHILADELPHIA 


ALTHoucH navy is without doubt 
the best selling color in shoes this 


season, recognized as such even dur- 
ing the slow selling periods, another 
color interpreted in various shades is 
being promoted extensively in Phila- 
delphia store windows and ads. This 
color is honey, beige or copper tone 
and is shown in a wide range of shoe 
styles to complement the dark Spring 
suit or coat. The suggested idea here 
is that the purchaser of a pair of navy 
shoes should also have a pair of lighter 
shoes to go with the same outfit. 

Practically every high fashion win- 
dow on Chestnut Street has given 
window space to shoes of colored rep- 
tile. The leading colors shown are 
red, green and brown, and every store 
has bags to match. The styles are 
mostly plain pumps, and most stores 
offer them in three heel heights. Along 
with the continued popularity of the 
classic pump, fancy leather bows and 
open toes are receiving attention for 
Spring wear. 

Steigerwalt’s believe that “women 
in white” also like to buy new shoes 
for Spring if they are aptly suggested. 
This store has devoted a large portion 
of its high fashion windows to show- 
ing shoes for nurses, aides, techni- 
cians, etc. The full size figure of a 
nurse stands in the corner. To her 
right is a large placard which charts 
the wide range of sizes and widths 
available in these shoes. 

Business seems to be picking up 











slowly but is considerably better than 
just after the January and February 
sales. Most stores have a great num- 
ber of interested “lookers,” but with 
salesmen who help these prospective 
customers to look, many unexpected 
sales are being made. 
# * * 


SPRING SALES SLOW 
IN TWIN CITIES 


Minneapolis. 
A NUMBER of stores have continued 


clearance sales with attention-catch- 
ing markdowns to stimulate sales, 
while business in new Spring styles is 
reported slow in most stores. Snow 
and slush has deterred Spring out- 
fitting. although merchants are push- 
ing stocks with extensive window dis- 
play and newspaper advertising. 
Steadily increasing unemployment 
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SHOES 


Movie-minded women all over 
America look to JOLENE 
Hollywood-Inspired Shoes for 
authentic movieland styling. 
The expensive shoes worn by 
the stars are the inspiration 
for JOLENE’s designers. They interpret the 
styles of the stars for the budget-conscious, 
mass market girl. 
Sell JOLENE Hollywood-Inspired Shoes and 
bring the movie fans into your store. 









Show Stopper 





TOBER-SAIFER SHOE MANUFACTURING COMPANY - SAINT LOUIS 
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does not brighten the picture, al- 
though this serves to spur more ag- 
gressive merchandising. One loop 
merchant expressed optimism because, 
he said, shoes are a necessity and will 
be bought, with business going to 
those who promote heavily merchan- 
dise of quality at a fair price. Me- 
dium price shoes are moving faster 
than are other types. 

Among the many styles for Spring. 
pumps with closed hee] and toe are 
getting most interest. Maurice L. 
Rothscild which recently took over the 
Young-Quinlan Co., is featuring a 
large number of variations of the basic 


pump. 
The shell shoe promises to be 
popular. Incidentally, this style is 


aiding sales of hosiery, since it calls 





for a stocking with reduced width of 
toe reinforcement in order not to 
spoil the line of the shoe. 

For evening and formal wear the 
uncovered look is well liked. Most 
popular are those which have lattice 
work or tiny strips of leather. Gold 
kid worked in with color made up one 
interesting style. Black patent leather 
strips and ankle strap combination 
created interest. 

Combination leathers are being fea- 
tured in high style stores. Two of spe- 
cial interest were blue doeskin and 
blue calfskin and one in gray doeskin 
combined with black patent leather. 

Moccasin style shoes for men are 
moving well for Spring. Luggage 
brown is a popular color. 

* * * 


St. Paul. 


Most noticeable trend in shoe sales 
is the attention that casuals are re- 
ceiving. Shoe stores have been pro- 
moting this type of shoe heavily in 
advertisements. They are being pro- 
moted for women as well as for the 
young purchaser, and this has added 
heavily to sales. 

Smartness with comfort as well as 
reasonable price are selling points. 
Merchants generally feel that sale of 
casual shoes for Spring and Summer 
begins earlier than that of other styles. 
and that pushing them early is a 
fill-in for the period when sales in 
other types are slack. They are of- 
fered in great variety with detail, like 
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buckles, straps and ties, adding a 
fresh look. Many advertisements of 
casual shoes only have been carried. 
with resulting good sales. 

In other types of shoes, black suede 
is selling well, but navy is the leading 
color with brown a cose runner-up. 
Shoes with a bare look promise to be 
favorites. Thin soles are favored, al- 
though the one-quarter to one-half 
inch platform continues in popularity. 


* * * 


BUSINESS SLOW IN 
NEW YORK 


BusINEss has continued quiet in 
New York these past weeks. Teen- 
agers, it is reported, are still in the 
market for shoes provided they can 
find just what they want. The chil- 
dren’s business has been holding up 
pretty well, too, taken by and large. 
and staples continue to be in greatest 
demand. The men’s departments also 
show a consistent call for staple types. 

In many women’s departments, how- 
ever. business continues to be .slow, 
although some departments are ahead. 
Black and navy blue suede and some 
navy calf are the best sellers. One 
high style department reports a pump 
with closed toe and back, but opened- 
up lattice vamp, as very popular, espe- 
cially on an 18/8 heel. This heel 








Lord & Taylor in New York used this 
amusing method to present their 
“casual shoes for every occasion". 


height continues in strong demand. In 
another women’s department, not high 
style, a navy blue suede opera pump, 
made on three heel heights, is num- 
her one best seller. 

Spring promotions in ads in the 
daily papers have begun to include 
reptiles—snakeskins and alligator— 
but it is too early as yet to predict 
how these leathers are being received. 
There is a growing trend toward more 
town walking types. versions of the 
spectator on built-up leather heels and 
other tailored pumps and stepins on 
heels of medium height with a good 
base. Flat heels on all types, casual 
to dressy, are still very much in de 
mand. Casual wedgies continue as 


best sellers. 
* = * 


WHITE A FAVORITE 
AT FLORIDA RESORTS 


THERE is more white in the Miami 
shoe picture this past month, particu- 
larly so far as linen is concerned. One 
shoeman suggests a return to white 
linen because it may be worn white for 
a time, then dyed to match any en- 
semble. White has always been tops in 
this locality and is considered the 
basic shoe for the resort wardrobe. 
Right now many women are looking 
for a pick-up to pep up sagging ward- 
robes. This is particularly true of 





the year-round residents who are look- 
ing for something to wear during early 
Spring. Visitors want the very new- 
est in shoe fashion which they can 
take home and be months ahead of 
the Summer season. But for the 
woman looking for a “pick-up,” a teal 
blue suede or kidskin model will 
bring glamour to a tired frock. Or 
they will select lemon yellow, purple. 
kelly green or fire copper. 

There is no gettmg around the fact 
that color is king in the new resort 
shoe picture. At the moment there 
seems to be a predominance of blues 
and greens, from the pastel tones to 
deep navy or kelly. From the highest 
price bracket to the inexpensive chain 
store models there is a rainbow color 
chart to select from. 

A new note that has been slowly 
creeping in, as noticed at many of the 
fashion shows, is a return of black 

[TURN TO PAGE 111, PLEASE] 
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Ask your shoe man, or write for 
the name of your nearest dealer 


PETERS SHOE COMPANY, SAINT LOUIS 
























































Shoes in the News 


THE British shoe industry is going all-out on style, and 
many new developments, ranging from the conservative to 
the extreme, were on display at the Shoe and Leather Fair 


Platform sandal of black 

suede trimmed with gold 

lizard which caused much 

comment at the British Shoe 

and Leather Fair because of 
its nine-inch heel. 





held at Olympia, London, early last month. Luxury mate- 
rials, particularly leathers, as well as those in more general 
use, marked many of the exhibits. Unusual features such 
as nine-inch heels were also to be seen. 

* * * 


MATERIAL for the most comprehensive promotion ever put 
behind a single Walk-Over style is in the hands of dealers 
throughout the country. It features the Fifi—a “Lady 
Slipper” in the new romantic mood. 

This shoe was selected for special promotion after pass- 
ing many fashion-and-fit tests by the Geo. E. Keith Co. 


The Fifi, shown here in grey 
suede, has cross straps and 
button closing, slenderizing 
“Illusion” heel. Comes in 
two heel heights, opera or 
open to the toe vamp. 





Dealers received a complete package of selling helps in- 
cluding reprints of national advertising, mats of special 
newspaper ads, posters in full color, window suggestions, 
radio scripts, a sheet of “fashion facts” and publicity 
stories for local use. 7 
= * * 

NATURAL tones have been coming up as a number one 
color family for next Summer in clothes, accessories and 





Flat of Madagascar straw 
trimmed with black patent 
which makes it adaptable 
for wear with dark Summer 
town clothes. From Prima. 














shoes. The perfect answer to this demand for natural 
[TURN TO PAGE 100, PLEASE] 
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STYLE 265 
Stacy-Adams Envoy Last 







This STACY-Flex Style joins STACY-ADAMS 
IN-STOCK DEPARTMENT 


SIZE-UP WEEKLY from 30 Famous STACY- 
ADAMS Styles — famous for their remarkably 


Illustrating STACY-Flex Style 265 consistent repeat-business demand — In-Stock for 
. .. . the first STACY-Flex style 2 ° ° * 

available from IN-STOCK. STACY- immediate shipment.* 

Flex process eliminates painful 

breaking-in . . . I hape- 

ee ee Send for new IN-STOCK Catalog 


*Style 265 retails profitably for P 
$22.50 . . . will be In-Stock begin- Zj 7 eR, , 
ning April 15. 


s FORGOTT,;, 


Watch for announcement of more Zo E l 
new STACY-Flex Styles from In- NG AFTER PR 1c 
Stock. 


STACY-ADAMS COMPANY e BROCKTON 62, MASSACHUSETTS 
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RECORDER SURVEY OF CURRENT CONDITIONS IN SHOEMAKING CENTERS 


Maz en Ul tt and Marke {s 


Chicago 

ALTHOUGH some factories are pretty well tied up in pro- 
duction on shoes to be delivered prior to Easter, the ma- 
jority are frankly looking for more business. Reorders on 
Spring shoes are coming in steadily, but for smaller quan- 
tities than a year ago. Salesmen are having to make more 
than one trip through their territories to bring in addi- 
tional business. 

Retail shoe business in Chicago and the Midwest was off 
considerably in February following excellent results from 
January clearance sales. Hence inventories of current 
shoes are not going down fast enough to encourage retailers 
to make any more than the most cautious of commitments. 
Chicago retail business generally was 8 per cent under a 
year ago, and in some instances was even lower in the shoe 
end. This is because of January clearance sales in this 
division which brought good sales in January, but a lull 
in February. 

Prospects are not gloomy, however. A one-pair Spring 
shoe season is expected for this Easter, to be followed by 
a surge of buying in April. This will affect the light weight 
dressy and wa king types in particular. Many houses, spe- 
cializing in conservative or walking type shoes, have 
strengthened their lines considerably in lighter weight 
shoes and expect to benefit in extra sales this Spring. 
Patent leather shoes are still regarded as unpredictable. 
since some quarters which usually sell them in volume 
report little interest, while others have had good early sales. 

Most retailers have already placed their initial orders on 


white shoes. 
St. Louis 


THE consensus of a number of sources of information in 
the St. Louis shoe industry reveals a production cut-back 
during the last few weeks. In contrast to late January. 
this consensus indicates, production has leveled off from a 
near-peak capacity to a plateau ranging from about 75 to 
85 per cent of capacity. Some manufacturers, industry 
spokesmen say, are operating at only about 50 per cent of 
capacity, while a number still are turning out shoes on a 
“full blast” basis. In between these extremes, it appears. 
is the level where most factory output is found. 

Manufacturers point out that while some factories need 
business, producers of casuals in many instances have as 
many orders as they can handle. The reorder business on 
casuals and novelty shoes. said one producer, has been 
exceptionally good this Spring with his firm. Others con- 
firm this view and point out that if the sale of Summer 
whites and late Spring orders progresses as anticipated. 
they can put Spring 1949 down as “just as successful as 
anticipated.” One manufacturer said the early sale of whites 
and spectators had made a strong start. 

Due to lower prices of casual shoes, manufacturers ex- 
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plain, unit sales of most firms making this type of footwear 
are running slightly ahead of a year ago. Producers also 
find encouragement in the late Easter which they believe 
will be a great boost to the Spring selling season. In 
appraising the tempo of the St. Louis shoe industry, how- 
ever, it is interesting to note that over-all, there is no great 
backlog of orders at the time this is written. Nor are most 
manufacturers buying leather and materials on a basis 
other than short term. 


New England 


So great is the demand for women’s play and casual foot- 
wear, that New England factories specializing in those types 
will pause only briefly. if at ail. between the end of the 
Spring run and the beginning of an even longer run during 
which Summer shoes will be turned out. This is particu- 
larly true of factories in the Haverhill and Lynn areas and 
of some in New Hampshire and Maine. Reorders on both 
Spring and Summer types are expecied to keep many fac- 
tories comfortably busy for several weeks longer than is 
usual!y the case. The women’s dress shoe business is not 
quite so good, although staple patterns of the more con- 
servative type are being sold in small lots. Much of the 
manufacturing of the latter is for in-stock since hand-to- 
mouth buying on the part of the merchant is anticipated 
throughout the Spring and early Summer. 

Men’s shoe manufacturers report that medium and ‘even 
lower than medium grades have been selling better, but not 
in sufficient quantities to create backlogs of orders. Most 
in demand recently have been shoes with perforated or 
woven vamps which traveling salesmen say have been more 
popular than usual at Southern resorts and which are 
expected to repeat in the North when warmer weather 
arrives. 

Disappointing to men’s manufacturers in this area was a 
recent letter to the New England Shoe and Leather Asso- 
ciation from Gordon Gray, assistant secretary of the Army, 
who noted that while Congress is on record as favoring 
that a fair proportion of contracts to make Army footwear 
be awarded to small business concerns, “there is grave 
doubt as to whether that provision authorizes the award of 
a contract to a small business concern that is not the lowest 
responsible bidder. The question is now under considera- 
tion in the office of the conmptroller general. Any amend- 
ment to present procurement policies will, of course, have 
to take into consideration the views of the comptroller 


general,” 
New York 


QUALITY for price is becoming the theme song of the 
shoe industry. This seems to be the industry’s answer to the 
price resistance being met on various levels of shee mer- 

[TURN TO PAGE 119, PLEASE] 
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HAILED BY DEALERS- everywhere! 
alo OF DUNMORE 















ONCE AGAIN Golo steals the show! Rave notices . . . and 
a steady stream of reorders . . . from every corner of the 
land . . . proclaim how Golo has smashed all sales and profits 
records! Combining casual comfort and appearance with 
Genuine Goodyear welt fit and wear . . . Golos offer unusual 
quality and value at a price every woman can afford! 





te 


UU 





Tugboat . . . sturdy, lightweight, with springy virgin crepe 
soles for walking ease .. . is just one in the Golo line of “stand- 





outs.” Follow the lead of small family stores ... great depart- Famous built-in quality fea- 
: : tured in 20 fast-selling styles, 
ment stores alike .. . feature the Golo of Dunmore line for a all superb Goodyear welts 


with channelled flexible 
leather insoles. 


steady stream of profits! Write today for full details! 


Golo OF DUNMORE © Division of Golo Footwear Corp. 


v FACTORY: Golo Park, Dunmore, Pa. SALES OFFICE: 129 Duane St., N.Y: 13, N.Y. 
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Army Tests Arctic Footwear Atop Mt. Washington 


replying to detailed questionnaires and 
with test observers furnishing detailed 
descriptions of their own and the test 
subject’s reactions. These facts and 
figures are digested and put into statis- 
tical form, and are delivered to the De- 
partmental Engineer who, after ana- 
lyzing the evidence and the statistical 
material pertaining to it, makes a pre- 
liminary report to the Quartermaster 
Board. 

QMB is comprised of five members. 
Colonel Charles S. Lawrence is the 
president. After the materiel has re- 
ceived further study, the engineer 
usually submits a more detailed or sum- 
mary report which again is examined 
by QMB and is either passed on to 
OQMG for its consideration, or is re- 
turned to the engineer in charge with 
a directive for a retest for more specific 
information on certain aspects of the 
materiel and tests which were made on 
it. After the final test report has been 
accepted by QMB it is forwarded to 
OQMG for their information and guid- 
ance in the placing of contracts. 

Testing methods used by QMB are 
“Controlled Tests” or comparative test- 
ing of an experimental model against 
an existing standard model according 
to a specific plan under the supervision 
of a test observer; the “Semi-Controlled 
Test” or the observation of function of 
an item in the normal pursuit of duties, 
conducted either with or without a test 
observer; and “Observational Type 
Test” which is conducted by an observer 
who takes minute notes and gathers by 
means of a questionnaire the subject’s 
reaction to the item tested, furnishing 
with such observations a judgment or 
opinion of his own on the article’s merit. 

The subjects used by the Quarter- 
master Corps are always enlisted men. 
Test Observers usually are non-com- 
missioned officers. 


[CONTINUED FROM PAGE 69] 


Footwear items which received the 
attention of the QMB during the recent 
Mount Washington tests were two ex- 
perimental models of the felt boot and 
two mukluks with their requisite socks 
and felt innersoles. Testing of these 
models, felt boot Ex 1 and Ex 2 and 
mukluk Ex 1 and Ex 2 were made 
against existing or standard models. 
The new models of the felt boot are 
true bluchers, the strap collar on the 
standard model having been eliminated 
in the new versions, leather backstays 
have been added, the felt welt elimi- 
nated. One model is made of carbonized 
felt, the other woven felt and both have 
oak leather and rubber combination 
soles and heels. They were tested for 
size, fit, comfort and support, water- 
repellency in the case of the carbonized 
felt model, ease in donning and doffing 
and moisture permeability. Tests were 
made in both models against the exist- 
ing standard and boots were worn with 
two pairs of ski socks and two pairs of 
felt innersoles. 

The two new mukluks are canvas 
with molded rubber non-skid soles and 
feature a new D-ring and a nylon draw- 
string lacing device. The mukluks are 
being tested against a standard model 
which is made of canvas with a flesh 
side-out one piece leather bottom. They 
are being tested for ease of donning 
and doffing, speed of drying after wear, 
function of D-ring and nylon and lacing 
device and for support, comfort and fit 
and warmth. The last three qualities 
are being tested with the mukluk worn 
in conjunction with two pairs of ski 
socks, two felt innersoles and a Saran 
or woven plastic innersole. In addi- 
tion to testing these two new models, 
both the felt boot and the mukluk, 
against the existing standard models, 
they are being cross-mated so that a 
further performance comparison can 


be made between each of the experimen- 
tal models. 

The most casual observer could dis- 
tinguish the faults and limitations of 
the standard over the new experimental 
models, although certain deficiencies 
and shortcomings were evident in the 
new experimental models. However, 
the care with which the tests were made 
and the complete lack of preconceptions 
as to which was the superior shoe were 
impressive. 

The shoe industry and the American 
taxpayer have mutually important 
stakes in getting the best possible spe- 
cialized shoe for each branch of the 
service as efficiently and economically 
as possible. The vital work being done 
by this small group of sincere officers 
and men will do much to accomplish 
that laudable purpose. Officers inter- 
viewed were most anxious to convey 
the following thought to the shoe indus- 
try: That the Mount Washington test, 
like other QM tests, is a scientific effort 
by the QMC to produce the most perfect 
models of specialized footwear possible, 
and to eliminate the “monkeys” from 
these models at the earliest phase of 
their experimental state. Off the rec- 
ord, they expressed the opinion that 
there still remains a sizable job to be 
done in familiarizing the shoe industry 
with the reasons for, the scope and 
importance of the planning, testing and 
research behind the various shoes that 
the shoe industry has been asked to 
produce for QMC and which, perhaps, 
it may be asked to manufacture soon in 
unprecedented volume. Test officers ex- 
pressed a warm admiration for the co- 
operation and understanding of the 
shoe industry at large in producing 
these difficult experimental models 
which often require new lasts, patterns 
and techniques necessary for their lim- 
ited volume manufacture. 





There’s Gold in 


Dance Footwear 
[CONTINUED FROM PAGE 76] 


This shoe should be fitted one-half to 
one whole size shorter than street shoes. 
When, after two or three years, the 
student begins to wear the hard toe 
shoe, the same rule of shorter sizes is 
applied, but this shoe should also be 
one width larger than the regular shoes. 
The hard toe shoe should be of satin. 

In order to have the shoes in the 
store at the right time, the retailer 
should order them as far in advance as 
he does his regular shoes. He should 
bear in mind that the dancing season 
starts in September and that September 
to December is the big selling season. 
The strong interest in ballet as a form 
of physical education unexcelled for 
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giving poise and grace stems, in part 
at least, from the importance of the 
ballet as a form of entertainment. Not 
only the several ballet companies which 
have regular seasons in many large 
cities, but such a movie as The Red 
Shoes, continue to increase the general 
interest in this form of art and exer- 
cise. 

Tap dancing also has a strong appeal 
for youngsters, augmented by the beau- 
tiful work they see on stage and screen, 
and is a sure-fire opportunity for extra 
business. Here, too, careful fitting and 
right timing for the busy Fall and Win- 
ter seasons are essential selling factors. 





Customers’ Parking Fines 
Paid by Shoe Store 


La SAtLe, ILuL.—Henry Goot, shoe 
store owner, builds a lot of good will 


among patrons by offering to pay the 
overtime parking fine of his customers. 

A sign in the store says, “take plenty 
of time in making your purchases. Fines 
assessed for overtime parking while 
shopping at Goot’s will be paid by the 
management upon presentation of 
tieket .. 7 : 

The averagejovertime parking fine in 
La Salle is 15 cents. 





Sells Interest in Shoe Store 


WINSTON-SALEM, N. C.—C. R. Sim- 
mons who, with E. E. Stanley, has oper- 
ated the Simmons-Stanley Shoe Com- 
pany here for the last 28 years, has 
sold his half interest to the latter who 
will continue to run the business under 
full ownership. For the time being the 
name of the store will remain un- 
changed. Mr. Simmons plans a long 
vacation. 
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THE FINISH IS JUST THE 
BEGINNING 


Y ou can be confident that a properly 
finished shoe will retain its eye-appeal . . . as 
it begins its journey to the shoe store . . . as it 
helps make sales for the retailer. 

Finishing materials must first provide the 
desired degree of lustre and character. In 
addition, they must produce and maintain a 
uniform finish on a variety of tannages. 

A suitable combination of materials and 
methods for your shoes can be demonstrated 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 


A New Formula for Heels 
and Edges 


It's NEW BOSTON HEEL 
& EDGE STAIN 


Better Fill 
e Easier Working 
* Uniform Color Coverage 
° High Wax Content 
“ Rich Mellow Lustre 
© One or Two Set 


finishes. 
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and the Return of 3 Old 
Favorites 
SUPERFIL NATURAL EDGE STAINS 
SUPERFIL EDGE BLACKINGS 
SUPERFIL HEEL BLACKING OF 
¢ The preferred pre-war edge finishes. 
¢ More wax — more fill than other edge 


® We've never sold finer black and nat- 
ural edge and heel finishes. 























by a United Finishing Specialist. And, to insure 
the continuation of uniform results, you can 
count on him to check back regularly. 
There’s a United Finishing Specialist in your 
locality who can bring you this worthwhile 
assistance. He’s available on short notice. 
Call or write the nearest United branch office. 


VMITED 


rials 


BB CHEMICAL CO. 


FINISHES FOR UPPERS 
BOTTOMS * HEELS © EDGES 

























| Shoes in the News 
| [CONTINUED FROM PAGE 94] 
5 | ¢ | colored accessories and shoes are linen, raffa, sisal and 


| straw. Linen, natural color, is slated to continue and prob- 

ably to be stronger than last Summer when white linen was 
| extremely good. Raffia and straw are slated to be equally 
as popular as a year ago; some think much stronger. A 
newer arrival on the style scene is straw, specifically Mada- 
gascar straw. This was carried by a very limited number 
of high style stores last year. For Summer, 1949, it is 
slated to sell in all price brackets with matching handbags 
and belts. 


* * * 


A HAT, a bag. a shoe, some article of apparel made of 
the same material as the costume always has high style 
| appeal. It is the idea of something “specially designed 
for” that is pleasing to the customer, attracting the style- 
conscious woman in the same way that any custom-made 





Street boot combining lea- 
ther and wool, designed by 
Grace Powell and made by 
M. Wolf & Sons. Kee Zipper 
used in an off-side effect. 
Checked wool from same 
material as an Anthony Blot- 
ta costume, the two worn 
together at a recent show. 











article does. For years now, Paris dressmakers have shown 
shoes with their collections of clothes, the shoes especially 
designed for the clothes and often made with some of the 
same fabric as the costume. The war interrupted this, but 
now the Paris couture has revived the idea. High style 
American designers have long liked this kind of coordina- 
tion and, from time to time, have introduced shoes made of 
the same fabric as the costume. 


= & @ 


ORIGINAL styling, together with extreme comfort, have 
made the soft shoe one of the industry’s leading types, and 
new developments are constantly being made to enhance 
these two features. In the style field, developments which 





retail 





Sandabs, introduced recently 
| onthe West Coast by Laurel. 
| Made of glove leather, with 
durable yet pliable sole by 
| Morrison Glove Co. Hand- 


THE HEAVIEST ADVERTISED)“ " 
MOCCASIN IN AMERICA 





WRITE FOR NAME OF NEAREST DISTRIBUTOR combine the best of the dressy and the sport interpretations 
make these shoes suitable for wear in both town and coun- 


Huskies Division | try. In the interests of comfort, attention has been focused 


Hussco Shoe Company, Honesdale, Pa. | on increasing the softness of the shoe and its wearability— 


all of which spells increased demand for these types. 
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ff / 
; * hey are! 
¢ 


the golf shoes of the year . . . of any year! 
. with the Arch Preserver features, of course. 
The number is 334. . . in hand-stained 
walnut brown, with extra-heavy 
sole and new, large, replaceable 


spikes . 


. . These sturdy shoes are in 





stock . . . and are nationally advertised 


in Holiday and Time. 


E. T. WRIGHT & COMPANY, INC., ROCKLAND, MASS. 
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Variety and Style Appeal in Fall Leathers 


[CONTINUED FROM PAGE 67] 


this prediction may be changed by economic conditions 
aud black may retain big volume importance. 

In leathers for men’s shoes for Fall, Oak Brown was 
cesignated as the big volume color, and was seen in 
smooth, pebbled, grained and reversed leathers. British 
Tan was mentioned as especially important in calfskin. 
Tawny Tan, a golden tone, was seen in smooth and side 
leathers, and was designated as especially good for 
antiquing. In the Southwest it is expected to find favor 
in grains and smooth leathers, with much antiquing. In 
the finished shoe it resembles British Tan, because it is 
usually polished or stained darker by the consumer. 
Golden Harvest, shown in both smooth and pebbled and 
soft grained unlined leathers, was specified as good for 
town shoes in smooth leather versions in the South and 
West, but better in pebbled grains for sport and college 
wear in both East and West. This shade, too, is some- 
times stained. Desert Sand was also shown in smooth 
and grained finishes in side leather, elk and calf, espe- 
cially for wear in the South and Southwest. 

Two reddish tones, Cherry Tone and American Bur- 
gundy, were considered very important in the volume 
grade. These two shades represented 60 to 75 per cent 
of the volume in side leather in 1948. Both shades are 
liked by younger men for very rugged types of shoes. 

Grey, in a shade resembling the Slate Grey for 
women’s shoes, was also seen in a number of lines. 
Brushed leathers were shown in grey, as well as in 
Bermuda Brown (which is also good in smooth leather 
for sport wear) and in Midnight Blue. 

Promotional colors for men’s shoes included Jet 
Green and Ebony Blue, both very dark tones. and a very 


dark brown. These colors were shown primarily in 
brushed leathers, but there is strong fashion reason for 
their promotion in other leathers, in smooth and soft 
boarded finishes. This dark brown is the brown which 
is usually slated for wear with navy. The dark green 
was specifically adapted to wear with green, and was 
seen in patent leather, alligator and alligator grain calf. 
The Ebony Blue was shown primarily in fine dull fin- 
ishes for men’s evening shoes to be worn with midnight 
blue dinner suits. 

In leathers for juvenile shoes, six colors were shown 
for the misses range: a lizht Admiral Blue, a new Forest 
Green, Cognac Brown, Cherry Red, Slate Grey and a 
misty grey carried over from Spring. Light tones for 
girls and for some college promotions were seen. Palo- 
mino Blond was considered good, but not particularly 
for wear in the North. Again the camel tones in shoes 
were slated to be worn with camel's hair coats. For 
certain college promotions more sophisticated colors like 
the smoky glen tones which pick up colors in the glen 
plaids were shown. These included a greyed violet, a 
greyed duck blue and a dark smoky grey. 

Wine was not shown in quantity, because it has not 
held its own in previous Fall seasons. Two substitutes 
for wine were seen, Blue Plum and the new Red Plum. 

Brown has been of increasing importance in shoes 
for little girls and boys, and a selection of browns rang- 
ing from the Tawny Tan to British Tan and Oak Brown, 
all from the men’s color card, were shown for use in 
shoes in the size ranges 4 to 8, 844 to 12 and 12% to 3. 
'n leathers for infants, pink, blue, yellow and mauve elk 
were seen in addition to the traditional white. 








Teaching GI’s to 
Sell Shoes 
[CONTINUED FROM PAGE 73] 


advertising. Here he is shown costs, 
outlays, cuts used, copy that appeals, 
spaces where advertising pulls the most 
and the size and kinds of type used. By 
this time the student has a full knowl- 
edge of the work of both salesperson 
and manager, but there still is one thing 
lacking. That is the actual buying of 
stock. Taking the GI’s with me on my 
buying trips, I learned a lesson worth 
passing along. I found that in watch- 
ing me do my buying they got a much 
better idea of what a shoe is meant for 
than if I had spent weeks trying to ex- 
plain it. The learned first hand why 
each type and style was bought, what I 
intended to do with it, why and when 
it should be worn. 

When I feel the GI has had his full 
training, I hold a meeting of the entire 


102 


staff and go through the actual selling 
and fitting process and talk about the 
styles which I am about to offer the 
public. During this meeting new shoes 
are placed on the floor and each mem- 
ber of the staff studies them and con- 
tributes to the discussion. After this 
meeting of the entire staff I can vouch 
for the competence of any new em- 
ployee. And this training has been a 
godsend to us, for we were desperately 
in need of intelligent and willing sales- 
people. I was agreeably surprised with 
the results obtained from this train- 


ing. 





Central Pennsylvania Shoe 
Group Plans Outing 


READING, PAa.—The golf committee of 
the Central Pennsylvania Shoe & 
Leather Association is actively engaged 
in plans for the association’s Spring 
outing and golf tournament. This pop- 
ular affair will be held at the Hanover 


Country Club, Abbotstown, Pa., June 17, 
1949. 

The committee is hard at work under 
the capable chairmanship of Archie C. 
Mudge of The Hanover Shoe Company. 
Activities galore are planned for non- 
golfers—horse racing, swimming, cards 
and horseshoes, to mention a few. The 
association golf championship, with 
prizes for all flights, is being organized 
with much enthusiasm. 

Assisting Mr. Mudge are Roy Baker, 
Progressive Service Company; “Bob” 
Bedford, Bedford-McClarin Company; 
“Tom” Carfagno, Hanover, Pa.; “Gene” 
Dellinger, Dellinger Sales Company; 
“Bob” Devine, Gordon-Brawley Associ- 
ates; Clyde Gerberich, Gerberich-Payne 
Shoe Company; and Louis Gross, Car- 
men Shoe Company. 

This group of shoe manufacturers 
and suppliers now has nearly 500 active 
members from all sections of the 
country. 
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Cat Yinto...0 _ 


NEOPRENE CREPE ADDS COLOR AND 


DURABILITY TO SOLES OF !! 
















Courtesy: Roberts Johnson & Rand 
Division of International Shoe Co. 


These ‘‘Scamperoos’’ have the 
smart lines that mean sales... 
plus built-in comfort and long life 
that turn new customers into old reliables. They’re de- 
signed to make profitable use of neoprene’s properties— 
by picking up the bright color of the uppers in neoprene 
crepe soles—and by using neoprene on the heel and sole 
surfaces where wear is greatest. 

Neoprene crepe can be compounded to offer a rainbow * PERMANENT SHAPE—soles retain shape and smart appearance. 


* BRILLIANT COLORS—can be produced in almost any hue. 
of beautiful shades. At the same time, it assures a tough, * LONG SERVICE LIFE—resists oil, grease, softening, abrasion. 


HOW WELL DO YOU KNOW 
THESE ADVANTAGES OF DU PONT NEOPRENE CREPE? 


resilient wear surface which retains a sharp, neat profile. FREEDOM FROM TACKINESS—cuts down tracking and grit pickup. 
Contact with oil, grease and hot pavement has little de- EXCELLENT UNIFORMITY — your assurance of dependable quality. 
teriorating effect on Du Pont neoprene. That’s why more beso not _ into the possibilities of neoprene crepe for your line? 

: : t means styles that sell . . . and a sole material that builds confi- 
and more designers arta t ng to neoprene crepe . . . for dence in the quality of your shoes. For more information, see your 
profitable new styles in campus, sports and casual shoes. sole manufacturer or send in the coupon below. 


Tune in Du Pont “Covaleade of America,”” Nonday nights—NBC coast to coast. 


For Style... Color...and Shape...use — 
DU PONT CREPE --: Seno FoR NE 

Ni REN FREE BOOKLET 
Si Position ——<—<—_—— 


i ini TT, 
RES. u 5. Pat OFF & Firm 
BETTER THINGS FOR BETTER LIVING ( » ieathaiponenrnNO NE rc barr s.0n' 
\ Address i —~ yp 


---THROUGH CHEMISTRY ‘\_} 





mours & Co. (inc.) 
ot n R-3, Wilmington 98, Del. : 
“Neoprene Crepe Soles. 
. data on 


E. 1. du Pont d 
Rubber Chemicals Divisio 


5 booklet * 
; new illustrated 
| Please send me your 






1 properties - 
full inform: n neoprene’s unusua P 
containing tu 
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you need 
all four vitamins 
for a healthy 


children’s shoe business! 


a brand that mothers 
know and respect j 


(\ construction features 
you can promote 
a((°) perfect fit 


for every foot ‘ 


one resource 
for tots through teens 





lf youre missing one or more of i 
these 4 “vitamins” with your pres- 
ent brand or brands, Pollyannas can 
stimulate your children's shoe busi- 
ness! Send for our salesman to 
prove it! 


STYLE No. 8828 


| 








A. &. KREIDER SHOE CO. ANNVILLE, PA. 


NEW YORK CITY SHOWROOM Maorbridge Bidg., 47 W. 34 St. 
West Coast Representative: J. R. Hamelin, 219 W. 7 St., Los Angeles 


; | Remodeled Hess Store 


Designed for Efficiency 


BaLtimore, Mp.—When N. Hess’ Sons, here, remodeled 
their men’s sture at 8 East Baltimore Street, recently, they 
demonstrated that careful study and reorientation of avail- 
able space could not only improve the appearance of the 
store, but could actually increase the working space con- 
siderably. On the remodeled main floor combined with 





Remodeled first floor of the Hess store. Notice the cobbler 
at work in the balcony window in the rear. Ample facili- 
ties for display are provided. 


the enlarged balceny of this store, stock capacity has been 
doubled, and there is now room for six additional chairs. 
A new dropped ceiling was installed, making it possible to 
install cove lighting as well as to extend the balcony with- 
out subtracting from the selling space. 

The new first floor is simple and masculine, yet its func- 
tional quality is an important addition to its attractive 
appearance. As the customer enters from the street, an 
open display of socks and accessories greets him on his 
right. This open type of display has been found most 





Second floor department has a casual sport atmosphere to 

suit the merchandise which is featured there. Hanging 

display in the center is eye-catching. Fireplace at the rear 
was built by the organization's display department. 


effective; not only can customers see the entire selection 
which the store carries, but they can touch the merchandise, 


| and the tactile suggestion thus provided stimulates the 
desire to buy. On the left of the entrance is a shoe shine 


stand, long a tradition with Hess. Flooring at the entrance 

is of rubber tile in a brown and yellow block pattern. 
Directly before the customer as he enters the store is an 
unimpeded view of the balcony which houses a custom 
[TURN TO PAGE 109, PLEASE] 
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Now Is the Time 


[CONTINUED FROM PAGE 80] 


Sub-Deb Penthouse on the fourth floor. 
A former office and storage space has 
been decorated with gay, hard-wearing 
materials into a den or gathering place 
for girls of high school age. Many of 
the local high school students live in 
apartments, today’s typical small houses 
and in homes at some distance from 
each other. Gathering in their respec- 
tive homes has thus become a problem. 
School lunchrooms and student lounges 
have helped to some degree, but to 
many girls a change of atmosphere is 
important. 
cated Yard’s store is ideal for gather- 
ing. Tables and chairs of metal and 
overstuffed couches of leather on an 
asphalt tile floor allow eating, dancing 
or chatting in a cozy atmosphere, free 
from the adolescent’s constant head- 
aches—the fear of “breaking up the 
place,” and the resentment of “style- 
cramping” chaperones. Since the Pent- 
house is next door neighbor to the 
glass-enclosed credit office, and since 
men are not admitted to this girls’ 
recreation center, the expense and re- 
sponsibility of such an overseer is un- 
necessary. A juke box which supplies 
free music for dancing or listening at 
the push of a button, and a “coke” 
vending machine, plus a few magazines 
keep the girls occupied. There is a 
powder room adjacent for convenience. 
And a glass protected bulletin board 
with pictures of seniors from each of 
the six nearby high schools and other 
approved notices supplies a wall decora- 
tion of constant interest to the cus- 
tomers. The users of this Penthouse, 
and through them their families, are 
most assuredly customers, for any 
young girl who makes a habit of pass- 
ing through the displays of shoes and 
other merchandise on the first floor to 
get to the Penthouse will usually in- 
crease her purchases from the store. 
In connection with the Penthouse the 
store now prints a four page newspaper 
called Deb Data. The front page of 
this paper is devoted to news of the 
store which would interest those of 
high school age. Recently the notice 
of a fashion show for the younger 
crowd appeared here. During this 
show, the paper reported, “A complete 
preview of back-to-school clothes was 
presented” to a young audience at a 
local theater. Penthouse debs partici- 
pated, and their pictures and a brief 
account of their help were included. A 
column for. answering letters, sugges- 
tions and questions about the Pent- 
house, a feature column about a “girl 
of the month,” illustrated with her 
picture, poetry and other works con- 
tributed by students, some advice on 
such matters as complexion care, and 
pictures of debs participating in the 
many store-sponsored activities, com- 
plete the paper which is distributed 
free to a selected mailing list. A fash- 
ion board of girls from the surrounding 
high schools helps to get contributions 
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For all the centrally lo- | 


RETAILER 


PROPOSES to 


BETZY CROSS 


It was love at first sight in this romance. “Your line is divine.” 


Betzy Cross . . 


love—and higher PROFITS! 





CROSS STRAP 
Intant’s, Child's 
& Misses’ 
Patent, Blue elk, 
Red elk, White 
elk, Green elk 














~ 





wrote he. “Such style and quality is for me.” 


Thousands of retailers across the country feel the same way about 
. they worship her line and go for her styling! 


Yes, in the Spring a retailer’s fancy, also, turns to thoughts of 


See to it that you get your share of 


the profits being made on the popular Betzy Cross line. 


TWO GOOD REASONS FOR BETZY'S SUCCESS! 





OPEN GHILLIE 
Infant's, Chiid's 
& Misses’ 


Red elk, Biue elk, 
Green elk, Brown 
elk, Waite nu-buck 


An unusual collection of sparkling; new 
colors and styles for Spring. 


WRITE FOR FULL DETAILS 
FREE Merchandising Aids are available. 


BETZY CROSS DIVISION OF 


WEARWELL SHOE COMPANY 
138 DUANE ST. * NEW YORK 13, N.Y. 








of literary works by students and to 
edit the paper. 

This fashion board is also a tremen- 
dous selling force and a guide to buyers, 
since it passes judgment on all new 
clothing and merchandise to be sold 
for young women in the store. 

In addition to these new junior pro- 
motions and increasing advertising to 
attract them and the seniors, Yard’s 
places special emphasis on window dis- 
plays. With the increase of available 
materials and merchandise, Yard’s 
decorators are striving for an atmos- 
phere of elegance. 


Now is also the time to expand, espe- 
cially into the field of casual shoes 
which are making tremendous strides 
in popularity, says Mr. Scharf. Soon 
the shoe salon of this store will be en- 
larged, and a new alcove will feature 
casual shoes to retail for about ten to 
twelve dollars. The new shoe section 
will maintain all the atmosphere of lux- 
ury and quality which the shoe salon 
and children’s shoe department radiate. 
And casual shoes will be promoted with 
the same idea that “Now is the time to 
fight hardest to promote business.” 














“9 out of 10° 


means repeat sales for you 


9 out of every 10 men who buy Matrix come back to 
buy Mairix Shoes again. Smart good looks . . . and 
the supple, supporting comfort of ‘‘your-footprint-in- 
leather’’ make Matrix their favorite! That's why the 
Matrix franchise is so valuable to you! 


Illustrated: The Brookwood, 
style #123. In stock for immedicte de- 
livery. Send for new In-stock catclogue. 


Matrix Shoes 


BY HEYWOOD 


THE HOUSE OF HEYWOOD, Worcester 4, Mass. « Makers of Men’s Fine Shoes Since 1864 




















Step by Step 


[CONTINUED FROM PAGE 82] 


1948 BUSINESS roundup in brief 
. . . Our national income for the year 
was around 225 billion dollars. Total 
production 256 billions. Industry’s 
profits after taxes approximately 2 
billion dollars—2 billions above 
1947’s_ peak. Employment reached 
61,600,000 at Midsummer. Our har- 
vests had one of the biggest years: 
the best corn crop in history, the 
second best wheat crop, and a large 
cotton output. Seven billion dollars 
of goods were imported from other 
countries—25 per cent more than in 
1947. Business spent almost 19 bil- 
lion dollars on expansion and im- 
provement—also a record. 

But—there were plenty of bank- 
ruptcies, clean-outs of marginal firms 
and inexperienced businessmen dur- 
ing the year, according to Sylvia F. 
Porter, financial columnist of the New 
York Post. She sums up prospects 
for 1949, “We may look for buyer’s 
markets to take hold through the en- 
tire economy—even in automobiles 
as 1949 progresses—and the return of 
the consumer to his prewar position 
of great power and crucial impor- 
tance.” She makes a wise statement 
when she says, “Economics is not an 
exact science. An abrupt change in 
our international relations, a sudden 
shift in the crop outlook — other 
events that cannot even be dreamed 
of now—-can make mince-meat of all 
generalizations and predictions. But 
—by any and all standards the world 
over, our outlook should be termed 
‘prosperity’.” 

2:2 * 


M ORE THAN one million new busi- 
nesses were started during the 1945- 
1947 period, the Survey of Current 
Business reports in an article titled 
“Capital Requirements of New Trade 
Firms.” This large influx of new 
businesses, says the magazine, was 
one of the outstanding features of 
the postwar expansion in economic 
activity. 

The average initial investment of re- 
tailers was approximately $9,500. A 
breakdown of the estimated seven 
billion dollars of the initial capital 
requirements of all new trade firms 
shows that it was supplied for the 
most part (in decreasing order of im- 
portance) by personal savings (63 
per cent), bank loans (14 per cent), 
personal loans (11 per cent), sup- 
plier credit (8 per cent), capital 
stock subscriptions and mortgage 
loans. 
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Yes, and they are demanding molded or suction- 


soled canvas top shoes like Big Brother wears. 


Newest LaCrosse quality profit-maker is the 














TOPSCORE — designed especially for this growing 






outdoor molded-sole market. This sturdy molded- 
sole shoe gives them a full suction area. Lighter 
throughout than the famous LaCrosse ‘“‘Sure-Stop” 


basketball shoe, but still retaining its rugged features. 


Ready now for immediate delivery — men’s and boys’ sizes. Under 


the LaCrosse merchandising plan it can be resold at a popular price. 


LA CROSSE RUBBER MILLS COMPANY 


LA CROSSE, WISCONSIN 





March 15, 1949 107 














SAFETY... 
Choose 
Simpler. 


The ORIGINAL 
X-RAY Shoe Fitter 











For nearly 30 years, the pioneer of visual fitting has developed 
and advanced the standards of safety in fluoroscopic X-RAY Shoe 


Fitting Equipment. 


Today, Simplex embodies every possible 


structural and electronic feature to protect your customers and 


salespeople from harmful exposure to X-Radiation . . 


. from the 


possibility of electric shock . . . and from fire hazards. 








Since 1939 every 
Simplex X-RAY Shoe 
Fitter has carried the Seal 
of Underwriters Laboratories, 
Inc., attesting to its safety from 
fire . . . and from personal in- 
jury through X-Radiation. Simi- 
lar approval has been accorded 
by the Canadian Standards 
Association. 









For complete information on 
Simplex Safety, ask the Sim- 
plex Representative who calls 
on you, or write— 


X-RAY SHOE FITTER, Inc. 
3533 N. Palmer St., Milwaukee 1, Wis. 


> SAFETY CERTIFIED 3 WAYS 


A SIGNED STATEMENT, 

with each machine, certifies 
that Safety Tests established by 
the American Standards As- 
sociation have been applied. 


STANDARDIZATION CHARTS, 
prepared by a Registered Physi- 
cist, showing the X-Radiation 
produced by Simplex machines, 
will be sent you upon request, 
in the form of facsimile copies. 


Successful Store Carries 


| Large Sizes Only 


DETROIT, MicH.—Kay’s in Detroit has 
found a particular field of shoe selling 
that entitles it to be called a real spe- 


| cialty shop—in larger sizes of women’s 


| shoes. 


The store was established some 
eight years ago, and recently moved to 
enlarged quarters in the Fine Arts 
Building, facing Grand Circus Park, in 
a building housing mostly various spe- 
cialty shops and professional offices. 

The business done by the store is now 
about evenly divided between local and 
national patronage, with the latter han- 
dled by mail order selling. The market 
for the larger sizes is obviously limited, 
and experience at Kay’s indicates that 
a city like Detroit with a three million 
population in the metropolitan area is 
too small to support such a store by it- 
self. In fact, as far as known, no other 
store in the country caters to just this 
special field in the way that Kay’s does 
—and this accounts for the possibility 
of developing a business that regularly 
pulls orders from New York City and 
the West Coast. 

Stock is carried regularly in sizes 
9 to 13 and widths AAAAAA to D, and 
a few size 14’s are to be added in at 
least one line, in a wide range of styles 
and types. 

Inventory is about 2,000 pairs nor- 
mally. This relatively low figure is 
possible, because the range of sizes is 
very short. Their catalog typically car- 
ries 33 different styles available. 

The man back of Kay’s is Stephen 
A. Wyrock, formerly a traveling sales- 
man for Endicott-Johnson Corporation. 
Assisting him on the floor is John J. 
McGarvey, while additional salesmen 
are employed an week-ends. 


The store is of the salon type, fin- 
ished in dark green trim, with red 
leather chairs and fitting stools. All 
stock is concealed. A small display cor- 
ner table with a lamp suggests special- 
ties, such as galoshes. A regular office 
desk for the receptionist is located near 
the door. The general atmosphere of 
the shop is informal. 





| Correction 


In the Feb. 15 issue of BOoT AND 
SHOE RECORDER there appeared a news 
item released by Lane Bryant of New 
York City, in which, announcing the 
appointment of Simon Weinstein as 
manager of the new Lane Bryant store 
in Pittsburgh, it was stated that Mr. 
Weinstein had been associated for six 
years with Conformal Shoe Co., divi- 
sion of International Shoe Co. This 
statement having been challenged, in- 
vestigation has shown that Mr. Wein- 


| stein had been associated not directly 


with the company but with the retail 
selling of Conformal shoes, first with 
a Conformal agency in Brooklyn and 
later with another Conformal agency in 
Corona, L. I., a store which he helped 
to open. 
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Remodeled Hess Store 
Designed for Efficiency 


[CONTINUED FROM PAGE 104] 


shoemaker busy at work. Sight of this man acts as an 
animated ad for the custom shoemaking department of the 
store, as well as providing atmosphere. 

Walls of the main floor are lined with leathery panels. 
These are fashioned so that they may be removed quickly 
and easily whenever a change in the color scheme of the 


department is desired. On each wall are two semi-circular | 


niches in which are hand-drawn pictorial maps of Mary- 
land. These decorative sections’are used as backgrounds 
for display. Two central units. used entirely for display. 
can accommodate up to 80 styles. In addition. a circular 
two-level display table in the center of the floor, covered 
with leather matching that used in the chairs, bears addi- 
tional styles on display. Medium green carpeting contrasts 
with terra cotta paneling. The dropped ceiling which 
carries cold cathode lighting and spotlights at strategic 
intervals, makes for a comfortable non-glare atmosphere in 
which the shoes show up to advantage. 

All stock is concealed at the back of the store. The main 
floor and the balcony have their compact stockrooms for 
immediate needs; one pair of each size carried in brown 
is in the first floor stockrooom, and a similar selection in 
black is on the balcony. An electric dumbwaiter serving 
all five floors makes service quick and easy. and a speaker 
to the second floor makes it possible to order a single pair 
of a particular style or size from the reserve stockroom; the 
shoes are sent down to the main floor by a chute. 

The second floor houses the department in which sport 
shoes, slippers, rubbers and boots are sold. Oak paneling 
lines the walls. At one end is a stimulated brick fireplace 
built entirely by the window display department of the 
Hess organization. A hanging display in the center of the 
floor, held in place by stirrups, catches the eye of the pros- 
pective customer. Hunting scenes above the paneling in 
shades of green, red and tan, stuffed birds, stag horns over 
the fireplace, add to the masculine atmosphere. 

Behind the scenes on this floor is the shipping and re- 
ceiving room where an electric conveyor brings cases of 
shoes in from the rear entrance. The reserve stockroom 


serving this floor and the one below is located here, as | 


are the executive offices of the firm. 

The third floor houses the cashier and offices. A tube 
system like those used in department stores makes the 
handling of cash easy and efficient. 
the custom shoe factory and the repair department. 


rooms. lunch rooms. coat rooms and leather stockrooms are 
located on the fifth floor. 


The entire Hess store is designed to increase the efficiency | 


of its staff and to make buying of shoes a pleasant experi- 
ence. From the quick servicing of shoes from the reserve 
stockrooms to the attractive appointments of the selling 
floors, the stress is laid on ease of service and comfort for 
the customer. 





To Open New Store 


Brusu, Coto.—Mr. and Mrs. Wallace Salzman. recently | 
moved here from Waupun, Wisconsin, plan to open a | 


family shoe store about April 1. The interior of the build- 
ing to be occupied by the new store is being completely 
remodeled and will be modern in every respect. Nationally 
advertised brands will be carried, Mrs. Salzman, until she 
and her husband moved here, was a partner in and man- 
ager of the Rothenbach Shoe Store of Waupun. 
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On the fourth floor is | 
Here | 
cleaning, dyeing and gi'ding services are rendered. Rest | 








ett BUILDERS 


OUTSTANDING SHOE 
VALUES! 


UNSURPASSED FITTING 
QUALITIES! 


HIGHEST QUALITY 
LEATHERS! 





Style GENE 
Armour's Brown Kip 
Upper Leather, Straight 
Tip Bal Oxford, Natural 
Grain Leather Quarter 
Lining, 9/2-lron Oak 
Bend Outsole, Half 
Rubber Heel, No. 8 Last. 

Style STAN 

Same as GENE in 
Black Kip 
A. 242- Cz. 
Ac Be 
BS .. 65? bi; 
EEE . . 5-12 





5-12 
5-12 
5-12 


RETAILERS SERVED THROUGH 40 TRADE 
BUILDER STOCKS 

More thon 6,000 shoe merchants are served by these 
40 TRADE BUILDER wholesale distributors with same 
dov or overnight deliveries. 
MORE SALES WITH LESS STOCK INVENTORY 
Your selling stock is kept at maximum efficiency with 
a minimum of stock investment. 

ABSOLUTE STOCK CCNTROL 
This mos! convenient, reliable and unparalleled service 
soves you time, effort and money by giving you daily 
control] over your selling stock. 
MORE PROFIT FOR EVERY TRADE BUILDER 


DOLLAR INVESTED 
The TRADE BUILDER method of distribution means 


greater profits for you. IT’S ALWAYS MORE PROFIT- 
ABLE TO TIE UP WITH TRADE BUILDERS! 


Mich. 


M. T. SHAW, 


INC., Coldwater, 
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Magazines! © 
Farm papers! 
Newspapers! _ 
Radio! Street- 
cars! Buses! 

All carry 


CAT-TEX 


Thi 


advertising \ 5; 
constantly! 
y 


¥? 


Not Rubber! Not Leather! Not Plastic! 


The name and fame of CAT-TEX soles is 
nation-wide! Powerful ads in top magazines con- 
stantly keep CAT-TEX before millions. As a re- 
sult, the country-wide call today is unquestionably 
for CAT-TEX! 


Remember, CAT-TEX wears 
longer, is lightweight, water- 
proof and non-slip! CAT-TEX 
soles will get an open-arm samples 
reception from your retailers! ° 

— PAW ave CO., Inc. & details 
Warner & Ostend Sts; Baltimore; Md. now ! 


Made by the makers of famous Cat's Paw products 
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Service Policy Builds Shoe Store’s 
Business 


Lincotn, Nes.—‘Serve the public” may be a hackneyed 
expression but it still remains the basic precept upon which 
to build a successful shoe store, believes James A. Shane, 
buyer at Wells & Frost, Inc., which recently completed the 
most successful of its 52 years in business at 128 North 
10th Street, and claims to have had the largest volume of 
sales of any family shoe store in Lincoln. 

The service policy to which Mr. Shane believes his store 
owes its big volume and a phenomenal repeat-customer 
business, includes good quality merchandise, fair pricing, 
consistent personal attention to customers and specializa- 
tion in fitting. The latter includes a reputation which has 


WELLS & FROST COMPANY | 
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HOW TO ORDER SHOES BY mal. | } 








Order blank used by Wells & Frost for their mail order 
business. A tracing of the outline of the foot enables the 
store to supply the proper size. 


made hundreds of families from Lincoln and trade area 
steady cus:omers principally because they are confident that 
their children will be properly fitted. 

Noteworthy among the special services that mark Wells 
& Frost as an outstanding shoe store is a mail order service. 
A system for ordering has been worked out and this, along 
with the firm’s reputation, now accounts for an average of 
five or six mail orders per day throughout the year. 

A sheet of paper contains a size scale graduated from 
three to 15, and a printed legend, “How To Order Shoes 
By Mail!” An arrow points to the back of the size scale, 
with the notation, “Place heel here.” Further instruction 
says “Place stocking foot lightly on paper and trace outline 
with pencil held perpendicularly to paper.” 

The store is located across the street from the main 
Lincoln post office, and while the fashion center of the city 
has moved about two blocks East, it still is ideally situated 
to get the farm trade and the work shoe business, along 
with the traditional patronage in children’s shoes. About 
50 per cent of the business comes from Lincoln residents 
and the other half from farmers in the Lincoln area and 
smal] towns throughout the state. 

Store policy is to keep the department manager on the 
floor at all times to greet customers the minute they enter 
the department. He seats the customers, finds out what they 
want, and calls a salesman to wait on them. If the sale 
requires orthopedic attention, a specialist or the most ex- 
perienced salesman is called. Mr. Shane finds that at busy 
periods the customer cheerfully waits if he has been greeted 
and knows he will be taken care of in his proper turn. 

In addition to its reputation for fitting, the store is known 
for its large stocks and wide range of sizes and lasts. Sales- 
people are instructed not to close a sale unless satisfied 
that the fit is right. All salespeople are paid a salary in- 
stead of commission in order to avoid any temptation to 
sell a misfit just to make a sale. 

Salespeople also carry out the family shoe store idea by 
waiting on all customers. Thus one salesman can wait on 
the man, wife and child with no interruption or shunting 

[TURN TO PAGE 114, PLEASE] 
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Review of the 
Retail Trade 


[CONTINUED FROM PAGE 92] 


patent. While for some time black 
accessories with a white dress have 
been frowned upon, at one of the 
showings there was a striking sailor 
hat of black patent, while from Del- 
man’s came high heeled, ankle strap 


Americon F E,Lil makes 


a good shoe better / 








1. HEEL PAD FELTea=— 
2. BOTTOM FILLING FELT. 
3. DOUBLER FEL 


black patent sandals. Some dealers 
are predicting black patent shoes. 
bags and other accessory items as a 
fashion must for the coming Summer 
season. It is still too early to confirm 
that, but there are trends which point 
that way. 
Suede continues to be very active. It | 

is available in many exciting colors— 











Billions of shoes have been made 
with American Felt in them; mil- 
lions of people are walking around 
happily today, comfortable and 
satisfied with their shoes because 
they are good shoes made better 
with the help of shoe felts supplied 
by American Felt. The public 
doesn’t know (and why should it? ) 





Other AMERICAN Felts 
saner sole Insole 
Tongue lining 
Collar binding Outeole 
Slipper 


ill, these 
In the Factory or the Mill, 
FELTS: Shoe Roll, Heel Polish- 
ing, Staking Felts, and Bolsters, 
also Vibramounts for control of 
| vibration. 











GENERAL OFFICES: 







that our felt is in their shoes, but 
the shoe manufacturers do, and are 
glad indeed. For many, many years 
we have supplied the shoe industry 
with felt for every purpose, and 
today, as always, you can get from 
us the finest felts in every price 
range. For shoe felts, come to 
American. 


American Felt 


Caled 


GLENVILLE, CONN. 


ENGINEERING AND RESEARCH LABORATORIES, 
Glenville, Conn.—PLANTS: Glenville, Conn.; 
Franklin, Mass.; Newburgh, N. Y.; Detroit, Mich.; 


Angeles, Portland, Seattle, 





tomato red, avocado green. sapphire 
blue. sun copper and others. 

One of the biggest bits of news in 
the shoe picture here is the naked 
look sandal, created especially fer 
wear with resort costumes. Intricate 
leaf and heart cut-outs are attached 
to a sole. Grecian ankle straps, ties. 
straps of many kinds, all are used to 
hold uppers and soles together. 

Platforms continue to be in the 
picture. They are dying hard, and it 
may be that the exotic numbers shown 
this season will be the needed shot to 
revive their popularity. They are seen 
in everything from a half-inch to three- 
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‘nch height. Sometimes the platform 
is most unobtrusive, but again it may 
be elaborately decorated with beading 
or hand embroidery. 

Ankle straps continue to be in de- 
mand. For the most part the wanted 
straps are very narrow, although some 
wider models are shown. 

In Palm Beach a colorful display of 
shoes for Spring and Summer is in 
evidence, and while there is some 
white—more than for several years 
past—right now it looks as though it 
will be a technicolor season. 

There appears to be a growing de- 

[TURN TO PAGE 117, PLEASE] 








Another 


6 
pug - ji EXCLUSIVE 


PURE GUM RUBBER FOOTWEAR 


Beautiful amber translucent natural rubber material. 









So transparent the rubbers blend perfectly with 
shoes of every style and color. The ulti- 
mate in lightweight, flexible, cush- 
ioned comfort. 


Minimum inventory! Two 
sizes of footholds fit 
shoe sizes 3% to 9%. 


These footholds snug-fit all lasts from opera pumps 
to medium heeled walking shoes, including platforms. 
Especially designed to cling to the 






back strap of open heeled shoes. 


Retailers who have seen these new 







rubbers are now enjoying amazing 
sales. Join them. Order your stock 
of pure gum clogs, sandals and 
footholds today. 











TINGLEY-RELIANCE RUBBER CORP. 
RAHWAY, NEW JERSEY 









It’s Smart 
To Be Cool! 


[CONTINUED FROM PAGE 70] 


mean stimulated sales of ventilated or 
cool shoes. Obviously, young men can’t 
wear heavy bruisers the whole year 
’round. 

Now, if we were able to introduce, 
promote and sell in volume a new type 
of footwear such as the ventilated shoe 
in competition with both light-weights 
and sport shoes, as we did in the late 
twenties, why can’t we fill the gap exist- 
ing today, when neither light-weights 
nor sport shoes are selling, with these 
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same ventilated shoes. When they were 
first introduced, ventilated shoes were 
anything but attractive, but they had a 
strong promotional gimmick in the fact 
that they were new and served a real 
purpose. Perforations were applied 
haphazardly to existing types without 
any consideration as to whether the 
pattern or last was correct for this 
application. As a result ventilated 
shoes were notorious for stretching, 
fraying of stitches and collapsing of 
toes. This was true, as well, of the 
woven shoe, and with mesh shoes which 
came still later. Before very many 
seasons passed, however, ugly duckling 
ventilated shoes took on a refinement of 


pattern and shoemaking to become real- 
ly attractive. The basic idea behind 
them was always good. Improved meth- 
ods of welting woven shoes were found, 
newer and better materials gave stimu- 
lus to the acceptance by men for trim 
shoes using mesh. 

From a standpoint of shoemaking as 
well as attactiveness of pattern, con- 
temporary “COOL” shoes are great im- 
provements over those shoes we sold 
in volume years ago. All that is lack- 
ing, apparently, is the old promotional 
gimmick which gave their predecessors 
their strong send-off. 

Comfort still sells shoes, perhaps as 
no other quality does, but we seem to 
have lost the knack of telling the com- 
fort story, particularly the “COOL” 
comfort story. Remember the attractive 
windows and promotions we used to see 
come May and early June—“20 degrees 
cooler inside,” electric fans blowing 
through pieces of mesh and perforated 
and woven leathers suspended in front 
of them. Golf tees and feathers often 
were stuck in their openings for further 
attention value. At one time, if mem- 
ory serves us right, the Air Condition- 
ing Institute sought to discourage the 
use of the phrase “air condition” to 
describe ventilated shoes. Here was an 
example of a major appliance industry 
resenting the use of its ammunition by 
a competitive consumer goods item. 

That’s the sort of initiative and in- 
spiration we need to sell ventilated 
shoes in volume again. Certainly the 
time has come to do it if we ever expect 
tu do so. 

To summarize, the time is right for a 
“COOL” promotion. Too many heavy 
shoes are being worn year ’round. Cur- 
tailed volume in light-weight Summer 
street types and sport shoes indicate 
that there is a place for the venfilated 
shoe. Summers are becoming increas- 
ingly hot. Promotion of hot weather 
clothing will reach new highs this Sum- 
mer with many of the larger mills pro- 
ducing new and more practical weaves 
for warm weather apparel. Patterns, 
construction and the materials from 
which they are made make 1949’s cool 
types more desirable than ever. Let’s 
get off to an early start and really 
play cool shoes for all they are worth 
this Spring and Summer. 


Shoe Department Under 
New Ownership 


DENISON, TEX.—The shoe department 
in Noel’s Store here was purchased re- 
cently by Noel Boothman, owner of the 
store. 

The department had been under lease 
to Sam Cockrill and T. French Snelling 
since the store opened in 1943 under the 
name of Linxmiler Store. Boothman 
purchased the store last October and 
changed the name to Noel’s. 

Boothman will be manager of the shoe 
department which has the exclusive 
franchise here for Bostonian and Mans- 
field shoes. 
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see what the BIG Wy) popular price market will do! 


The “BIG 92” of the nation’s shoe industry again 
depends upon the Popular Price Shoe Show of 
America to shape its Fall buying and merchandising. 


TIMING: May 23rd through 26th. The perfect dates— 


not too early—not too late. Make your reservations 
now. 


CONCENTRATION: 800 display rooms conveniently and 
sensibly arranged. Only two hotels — The New 
Yorker and McAlpin. 





RETAILERS: The one Show you can’t afford to miss! 
Watch for details of streamlined PPSSA Fashion 
Show and Display Contest. Write for list of hotel 
sleeping rooms to PPSSA, 51 East 42nd Street, New 
York 17. 


MANUFACTURERS: Over 1500 top retailers register at 
the PPSSA. Here’s an opportunity to reach concen- 
trated buying power of the “Big 92”. For exhibit 
space application write immediately to PPSSA, 210 
Lincoln Street, Boston 11, Mass. 


*92% of all shoes sold in U.S.A. will retail under $10 in 1949 
according to estimates by U.S. Department of Commerce. 


Hotels New Yorker and McAlpin —May 23 to 26 
Popular Price Shoe Show of America 


Sponsored Jointly by: National Association of Shoe Chain Stores... New England Shoe and Leather Association 
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Service Policy Builds Business 
[CONTINUED FROM PAGE 110] 


back and forth between sections. People like this feature, 
Mr. Shane has found. 

The shoe department is now operating on a 3.3 annual 
turnover, or slightly higher than before the war. The man- 
agement has a rigid policy of maintaining adequate stocks 
at all times, but the buyer during the past year or so has 

















No. A510 GLIDER 
TYPE FITTING STOOL 


1’ chrome tubing. Rubber 


covered foot rest, upholstered been putting in more staple types and medium price shoes. 
ake $1 1s .. The street floor department has 16 chairs in a 25 x 135- 

11 Sea foot space. Work shoes and rubber footwear do about 25 
No. A301 SPRING per cent of the total business and are carried in the base- 
SEAT ARMCHAIR ment, where the selling section takes up about one-third of 
Oval back, “no-sag” spring the floor space and the rest is devoted to storage. On the 
cushion seat. 1” steel tube main floor. shoes are carried in open shelving on two sides, 
frame, butt-welded for extra =| with storage back of one side. 


strength, triple chrome 


plated. $4735 * 


The sales force includes 18 people besides Mr. Shane. 
Two men take care of the basement department. Additional 
part-time help is used at times. Emphasis is placed upon 
staple items rather than on high style. Around September 
1, the salespeople suggest galoshes and other rubber foot- 
wear to each customer, and keep this up throughout the 
Winter season. Hosiery is always suggested to women cus- 
tomers. 

Mr. Shane commented that his merchandising policy has 
always been to play up brand names in frequent small ads 


rather than to use large-space copy. Seasonal promotions 


better Selling equipment! are not used except for the traditional January and July 


clearances, rubber footwear at the beginning of the Fall 
season and during stormy periods, and the back-to-school 
promotion for children’s shoes. A small folder which is 
distributed from a “Take One” compartment near the front 
entrance and with the monthly statements to customers, is 
printed from time to time. 





..and for the best in modern, 
shoe store equipment, look to 


KORRECT-WAY/- ) > 

stom im rue nest ciacues | Cverywhere— The store is working on a closer mark-up percentage 

DISPLAYS now than ever before in order to hold prices as low as pos- 

ys ecitecest 0?.\ ettows. ac sible, while the regular mark-up is somewhat lower than 

that of the department stores, since the overhead is lower 
DISTRIBUTORS IN ALL PRINCIPAL CITIES than for an “O” Street location. 

Two show windows are used for display and are changed 
every two weeks. One window is for men’s and boys’ shoes 
and the other for women’s and children’s plus hosiery. 
| The store, which was established in 1897, was remodeled 
and expanded just before World War II. Air-conditioning 
was added in 1941 and fluorescent lighting in 1942. 

With an eye to the future, Wells & Frost in 1947 pur- 
chased a two-story-and-basement 50-foot frontage near 12th 
and “QO” Streets in the heart of the department store section. 
| It is now being leased. and Fred N. Wells, president. has 
not decided whether or when he will move to the new loca- 
tion. If he does move, however, he plans to maintain the 
same type of stocks, although expanding lines considerably. 
Mr. Wells is a director of the National Shoe Retailers Asso- 
ciation. 

Mr. Shane started with Wells & Frost in 1925 while a 
freshman in high school. He became buyer in 1938. 




















Ne. A204 ARMCHAIR 
“No-sag”™ spring cushion seats. 
Upholstered in Duran or Tolex 
in a variety of colors. In 
Frosted Oak 

or Walnut $9950 “. 
Ne. A501 WOOD 

FITTING STOOL 

Rigid construction, upholstered 
in Tolex or Duran in colors to 
match other equipment. in 


Frosted Oak or $4485 - 


Walnut. 





Reports Good Business 


SEATTLE, WAsH.—Good business is reported by Norman 
O'Neal. one of the owners of the new Raff retail shoe outlet 
which opened its doors to the public recently. 

Mr. O’Neal is well known on the West Coast, and was 
formerly associated with Olds & King of Portland, Oregon. 
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U.S. Hide Supply 


Seen Lower in “49 


New YorRK.—Declining domestic sup- 
plies of raw hides and skins and an un- 
favorable imports picture that is 
attributed in part to effects of ECA 
spending are important factors in the 
present shoe materials supply situation, 
according to Edward L. Drew, econo- 
mist of the Tanners’ Council of 
America. He addressed members of 
National Shoe Manufacturers Associa- 
tion at a meeting March 7 at the Roose- 
velt Hotel, here. 

Production of cattle hides will pro- 
bably show a decline in 1949 of 5 per cent 
from the 1948 figure, while domestic calf 
supplies will be down seven per cent and 
sheep and lambskins down 9 per cent. 
Mr. Drew also discussed at some length 
the problems facing importers of raw 
materials for shoemaking. 

“We believe there will be as many 
hides and skins available in world mar- 
kets in 1949 as in 1948,” said Mr. Drew, 
“but please note that this is an estimate 
of potentiality, not an estimate of how 
many will flow to the United States.” 
The Tanners’ Council economist said 
that the imports picture was clouded by 
the shadow of currency instability and 
“hocus pocus,” foreign export quota 
systems, cartels, barter arrangements 
and other obstacles to normal free trade, 
making it impossible to appraise foreign 





hide and skin supplies as a source for | 


American tanners. 


Another factor adding to the difficulty | 
of securing adequate supplies of raw | 


materials at prices the tanners can 
afford to pay, Mr. Drew told the manu- 
facturers, is the influence of ECA dollar 
funds on market prices in many areas 
of the world. “There would seem to be 
increasing evidence,” he said, “that 
many European interests are more con- 
cerned with inventory 


accumulation | 


than with the social and economic well | 


being of their countries.” He urged mem- 


bers of the trade to make available to | 


ECA authorities any information com- 
ing to their attention showing misuse of 
ECA funds. 

J. O. Moore, president of the H. C. 
Godman Cc., women’s shoe manufac- 
turers, gave an interesting talk on the 
situation confronting the shoe industry 
and the need for more efficient man- 
agement if the industry is to hold its 
place in today’s highly competitive 
economy. He estimated that last year’s 
shoe consumption amounted to approxi- 
mately 440,000,000 pairs and said the 
total should be increased to 500,000,000 
if the shoe industry is to operate at a 
satisfactory level. This can be accom- 
plished only if each segment of the in- 
dustry does its part, tanners and shoe 
manufacturers by producing more effi- 
ciently and lowering costs and retailers 
by better selling. 

John Patterson, economist for the 
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in stock for at 


WIDTHS SIZES 
AAAA 6 to 10 
AAA 5/2 to 10 
AA 5 to 10 

4/, to 10 
8 4 to i0 
4/2 to 10 


Order this shoe today ond send 
for our latest in-stock folder. 


expert 


FOOT REST. 


SHOES 





E 
CRietexis! 


Order NOW while complete 
sizes and widths are available 





National Shoe Manufacturers Associa- 
tion, pointed out that consumption and 
production are at the present time hold- 
ing steady at approximately an aver- 
age level, which is to be expected ex- 
cept in periods of extraordinary boom 
or deep depression. He predicted this 
average level will be maintained 
through 1949. 

Edwin L. George, of Dun & Brad- 
street, discussed the broad business 
outlook and took a generally favorable 
view, seeing no serious indications of a 
severe recession unless either the na- 
tional product or consumer spending is 


once delivery... 


<< 














Here is a shoe featured in our national adver- 
tising* which has proven consumer demand. 
Designed and made in the 77-year Krippen- 
dorf tradition of excellent materials and 


workmanship for women’s fine foot- 


wear exclusively. 


THE KRIPPENDORF - DITTMANN COMPANY 


CINCINNATI, OHIO 


New York Showroom: Marbridge Building 


“Makers of Women’s Fine Footwear 


since 1872” 


* NATIONALLY ADVERTISED IN VOGUE, LADIES' HOME JOURNAL, GOOD HOUSEKEEPING, 
COSMOPOLITAN, AND WOMAN'S DAY 


greatly retarded. William W. Stephen- 
son, executive vice-president of NSMA, 
presided at the meeting, and President 
Lawrence B. Sheppard spoke briefly. 





Store Being Remodeled 


ToLEeDo, O.—Florsheim Shoe Store at 
418 Adams Street, Toledo, is undergo- 
ing a $5,000 remodeling and alteration 
program, under the supervision of 
Ralph Hamilton, manager. The project 
will include a new ceiling, new light- 
ing, interior decorations, hosiery bar, 
and new front display windows. 
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= aa Ay -_ | Bombed-Out English Shoe Store 
= “5 : Stages Come-Back 


—— BirMINcHAM, Enc.—Although it has taken a long time, 


$ M 0 iN the work of remodeling and rebuilding the twice bombed-out 





| Walk-Over store here has finally been completed. 









SWAN 





=4670— 
Lounger— 
kid/cape. All 
colors, also in 










satin. 









#5070— 
Puncho— —— . . 
kid/cape. All Bronze sun blind contrasts with grey granite in this new 






English store front. 


colors, also in 






satin. 







The George E. Keith British Stores are under the general 
management of Stuart Whattoff, and the manager of this 
Birmingham store is J. Palmer. 





HERE are your two best sellers for 
Mother’s Day promotion —two slippers by 
Swan—so good looking they outsell any 
slippers you display. They have won popu- 
larity from coast to coast because of their 


Editorial Outlook 
[CONTINUED FROM PAGE 78] 


| as to whether the shoes were bought right in the first 


place or whether they may have been overpriced when 
first they were offered for sale. 


SWAN SHOE CO. | | Addressing 300 members of the American Marketing 
Curtain and Aiken Streets | Association at a recent meeting in New York, Q. Forrest 
Baltimore 18, Md. | Walker, ecoonmist for R. H. Macy & Co., pointed out 
_ that there is an increasing disposition on the part of 
| the public to wait for better values and lower prices. 
“We must find ways to meet this new demand that grows 
more insistent day by day,” said Mr. Walker. At the 
same time he warned against placing too much emphasis 
on mere lowness of price. “There is a vast range of op- 
portunity to improve quality, style, eye-appeal and util- 
ity of merchandise with little or no substantial addition 
tu cost.” said Mr. Walker. Study should be made of 
the most productive price levels and buying planned 
accordingly. In other words. buying and merchandis- 
ing should both be rendered more efficient. 

By such means, perhaps, shoe merchants and depart- 
ment managers could avoid some of the costly errors 
that result in drastic store-wide price reductions in the 
middle of the season. Eliminate or at least control such 


| costly markdowns and you raise the level of competition. 
conserve profit margins and avoid a whole train of 


troubles that follow when normal markets are disrupted. 





good styling and glove-like fit. Order today. 


116 Boot and Shoe Recorder 











Review of the 
Retail Trade 


[CONTINUED FROM PAGE 111] 


mand for linen here, as well as in 
Miami. Some shops are offering 
pumps only in a natural tone, while 
others feature linen in many shades. 


* * * 


BUSINESS UP 
IN PROVIDENCE 


RETAIL shoe business in Providence 
for the past weeks has surprised most 
dealers, and has run consistently 
ahead of last year. Price promotions 
built up the volume in most stores, but 
people seemed to be in a buying mood. 
The mild Winter weather helped the 
shoe business immensely. 

Black suedes are, of course, the big 
sellers followed by calf. In addition 
to black calf, some dealers report 
brown and green leathers somewhat 
popular. Closed or open models con- 
tinued to be a discussion to which 
there seems no hard and fast answer. 
While some dealers say women are 
going in for closed models very defi- 
nitely, others are vigorous in their 
findings that any open model is pop- 
ular. 

Popular at one store is an open 





PRIMA 


YOU CAN EXPECT STEADY PROFITS WITH 


DANCE FOOTWEAR 


The only line with Parent's seal of approval! 
Here’s the shoes that practically walk out of your store by any 
themselves. They're your “‘bread-and-butter”’ styles that 
are the same year after year. Never a mark-down needed ‘4+ 
with these steady sellers—and for a traffic builder, there's 
none better! They offer a minimum investment with 
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atleast 
La 











satisfactory profit, due to our large 
in-stock department. 





World’s largest 
dance footwear 
manufacturer 
and 





ADVANCED PLEATED-TOE BALLET 











distributor! 











e KIWI 


=e (KEE-WEE) 
SHOE 





POLISH 





It’s Going 
Like a House Afire! 


1, KIWI is by far the top-quality shoe 
polish in America! 
2. The favorite of millions of serv- 
icemen who tell their friends! 
3. Eye-catching, high-frequency 
KIWI advertising in leading 
newspapers and magazines! 

4, For your customers-—§8 rich colors 
—plus transparent dressing! 


THE KIWI POLISH CO. PTY. LTD. 
836-844 South Swanson St., Philadelphia, Pa. 
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ACROBALLET SANDAL 











Soft, split elk sandal in 
fawn, black, white, red or 
green suede. Style l, 
$ .75. Style 8C, same as 
Style 1 with6-iron natural 
crepe rubber sole, $1.25. 


Soft toe ballet in black or white colt, unlined, 
with soft non-skid pearl split sole. Style 10, 
$1.90. Style 10X, same as Style 10 with lighter 
weight construction, and packed in kraft en- 
velopes instead of boxes, $1.80. Style 12, same 
as Style 10 only lined, $2.15. Full sole student 
ballet (not illustrated) in black or white colt, 
unlined, with soft non-skid pearl split sole. 
Style 11, $1.90. Style 11X, same as Style 11 
with lighter weight construction, and packed 
in kraft envelopes instead of boxes, $1.80. 
Sizes small 8 to large 3 furnished with 34° 
elastic goring across instep at no extra charge 








THEO TAP TIE 











Theo tap tie with improved “‘Feather-flex” 
construction, Prima over-the-toe, profes- 
sional-type “Master taps” included, un- 
attached. In black patent or white leather. 
Style 17—Child’s, 5'2/12, M width, $2.50. 
Misses’, 12'2/3, A & C widths, $2.75. 
Girl's, 342/9, AA & B widths, $3.00. 








HARD TOE BALLET 


Writ 


for our new, FREE 
catalog of PRIMA 
dance footwear! 


HANDMADE 








PRIMA, Ine. 


705 Ann Street 
Columbus 6, Ohio 


18, $4.00. 


pairs of a style. Terms—net 30 days. 





Hard toe ballet in pink satin, with new “Feather- 
flex” construction; no breaking in required. Style 


HAND-LASTED 


There is a service charge of 15¢ per pair on orders for less than 12 





"Ballet Makes ta the Wow Generation * 








model, with one strap and half-inch 
platform sole, in calf. This store re- 
ports two very good numbers for wear 
with suits and tailored dresses, one 
being a moccasin style pump with 
high throat, one strap across the vamp, 
with fine stitching, and the other a 
black suede with calf trim, in a per- 
forated oxford type. 

One of the newer numbers is a 
three-strap pump in black, brown or 
green calf. with notched sole and 
closed toe and heel. A popular pump 


at another store is a completely open 
style, with triple criss-cross straps. 
Another is a medium heel anklet pump 
with perforations on the vamp. 

Walking types and corrective foot- 
wear are selling well. Evening foot- 
wear has been in good demand, al- 
though this trend is decreasing as the 
social season advances. Casuals and 
all sorts of play shoes are very good. 
Accessory sales are good, with hand- 
bags, hosiery and slippers in good 
demand. 
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proven 
sellers 
that 
keep on 


selling 


Commuter 





ALWAYS IN STOCK FOR 
IMMEDIATE DELIVERY 







GENUINE ALLIGATORS 
$8.30 Less 5% 


ALLIGATOR-LIZARD 
$7.60 less 5% 


ALLIGATOR GRAINS 
$5.40 less 5% 


all available in black, brown, red 


| 
or green AAAA to C, sizes to 10 


MERRIMACK SHOE MFG. CO.. LOWELL, MASS. 


sitet pilenill tae 





NSI Plans Special 
Promotion Projects 


NEw YorK—Promotion projects cov- 
ering foot health, casuals for both men 
and women, the National Shoe Fair and 
a special slipper promotion for Novem- 
ber and December were discussed 
March 2 at the National Shoe Insti- 
tute’s weekly meeting. These subjects 
were presented to a Joint Promctional 
Committee session of the Institute on 
March 7. 

The Joint Committee also received a 
review of the National Shoe Institute’s 
promotional efforts to date. It was de- 
cided that a special effort will be made 


to develop the Institute as an authority 
on foot-care news and feature material 
which relates to proper selection and 
use of shoes. Sports stars, as well as 
movie stars, will be used in an experi- 
mental effort to develop further men’s 
shoe promotion. 





San Antonio Store Moves 


SAN ANTONIO, TEx. — The Baker 
Shoe Store recently moved from 308 
E. Houston Street to new and larger 
quarters at 506 E. Houston, the move 
having been completed just in time for 
the holiday trade. 


Sole Leather Prices Off; 
Upper Stock More Active 


Cuicaco—In keeping with the times 
and conforming to the downward trend 
of the hide market, leather prices were 
reduced to some extent within recent 
weeks. One of the most significant 
changes was in sole leather, with all 
selections dropped anywhere from 2 to 
3 cents, and sole leather offal marked 
down a penny. This may place tanners 
in a better position to combat alterna- 
tive materials, which have taken a 
heavy toll of the leather business. In 
any event, sole leathers are now priced 
more nearly in line with synthetics. 

Kip side quotations declined another 
cent or two, and extreme side leather 
prices also were lower. 

While leather sales have been spotty, 
there is some improvement in orders 
for Spring and early Summer. The 
bright shades continue to get good call 
in both calf and kid for women’s shoes. 
One very important consideration is 
the prompt shipment of leather with 
most orders. Buying is on a cautious 
basis, with shoe manufacturers buying 
for replacement and their inventories 
are not high. 


Kid Suede in Demand 


The kid leather market continues to 
hold up, and has been the most stable 
of all the leather markets in late 
months. Generally speaking, kid leather 
sales have been good in comparison 
with other types. Kid suede in parti- 
cular has found a ready market. 

Spring is the season for patent 
leather, and as a result this item has 
also been going better. 

There have been some downward re- 
visions in calf leather quotations, and 
it is encouraging to note that some 
sales are being made all the while. It’s 
this steady stream that is enabling tan- 
neries to keep running. Some observers 
are of the belief that sales in women’s 
calf leathers will improve from now until 
mid-Summer. 


Spring Styles Selling 
Despite Blizzards 


CHEYENNE, Wyo.—Despite the bliz- 
zards which so far this year have great- 
ly hampered business, Cheyenne women 
have shown some preferences in new 
Spring shoe styles, it was reported at 
the Cheyenne Shoe Store, 202 West 
17th St. 

Among the most outstanding, accord- 
ing to Proprietor Richard L. Chaney, 
have been a closed pump in suede and 
iguana lizard which has a black doeskin 
vamp while the rest of the shoe, in- 
cluding slender spike heel, is in black 
and white genuine iguana; and a flat, 
low casual made of suede leather in a 
new brown. The latter shoe also has 
sold in black and green. It is open at 
the toe and heel, with ankle strap and 
cut-away vamp. 
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Manufacturing and Markets 
[CONTINUED FROM PAGE 96] 


chandise. Competition is rapidly growing intense, and 
the manufacturer who makes a quality shoe that is priced 
right will do business, it is explained. 

Reports on the production front ranged somewhere 
between good and bad. Several manufacturers were oper- 
ating on a part-time basis, others slightly behind last year 
and still others around 80 to 90 per cent of capacity. They 
were working on March and April deliveries. Generally 
speaking, production was not particularly booming, be- 
cause buyers were buying close to the vest, one manufac- 
turer remarked. “They're buying moderately and buying 
more frequently and rebuying as they sell. This short 
term buying makes it difficult to plan operations, all the 
way back to the tanner,” he explained. Buyers, as a 
whole, were still definitely cautious. 

Competition has become very keen. “It’s the survival of 
the fittest,” one manufacturer put it. “Brand names,” he 
said, “are assuming a very important role in shoe mer 
chandising. People are more brand conscious than ever 
before.” 

Shoes are going to be colorful for Spring. There will be 
lots of white and lots of beige and tans—these neutral 
colors, a manufacturer said, would be popular because 
women’s wardrobes are now well-stocked with blacks and 
blues, though they will, of course, continue to be perennial 
favorites. Three-color combinations will also be seen dur- 
ing the Easter season. Tone on tone, calf or kid on suede, are 
combinations that will be seen. Fabric and straw shoes 
are in demand, especially in resort areas, and will prob- 
ably find a good market in other areas. 

Open toes continue to see the light. Platforms and ankle 
straps are being widely used with this type of shoe. Sling 
pumps are very much in the picture, too. 

Some of the manufacturers’ comments on industry con- 
ditions emphasize that quality is one of the important fea- 
tures in shoes today. The following quotes will illustrate 
this. “Quality counts today more than ever,” one manufac- 
turer said. “The public is conscious of the quality of shoes 
at every price. The quality sales customers still want the 
best shoe at sales price. They don’t want a cheaper shoe. 
but a better shoe. They are more educated on the impor- 
tance of quality. Shoes are finding their level now. 
Branded lines are being paid allegiance to by the mer- 
chants.” 

Another pointed out, “Honest merchandise is getting 
good consumer reaction. Shoes are better today and are 
worth more in actual dollars and cents. The shoes that are 
styled right and are tirnely are selling. Public wants value 
for dollar spent.” According to this manufacturer, “Prices 
have now more or less stabilized. Women want quality 
with price being very important. They are willing to pay 
more for what they want, however. They are looking for: 
quality—fit—style—price; in that order. Manufacturers 
must promote a new shoe and give a story behind the shoe 
and why women should have it in their wardrobes.” 


Store Name Changed 


KenosHa, Wis.—The name of the Thomey Shoe Store 
at 6306 Twenty-second Street, this city, has been changed 
to the Kendall Shoe Store. Proprietor and manager is 
Ernie Kendall who purchased the Thomey store September 
1, 1947. A complete line of men’s, women’s and children’s 
shoes is carried. 
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STYLE 485 


Style 485 Brown and White 
466 Red and White 
481 Black and White 
482 Green and While 

S'zes 34 to 11 AAAA to C 





Favored on and off the cam- 
pus—by high school and college stu- 
dents—for their style, wearability and 
color. Genuine Goodyear welts with 
quality in every inch. 16 Iron sole with 
reduced shanks. Priced right to sell 
on sight. Write for cur catalog of 
juvenile shoes. 


“Look Well-Fit Well-Wear Well” 


NEW ENGLAND DISTRIBUTOR 


KREIDER-CREVELING SHOE COMPANY 
602 ATLANTIC AVE ° BOSTON, MASS. 





KREIDER’S SONS 


=» MANUFACTURING COMPANY 





Palmyra Pennsylvania 
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White one of these mosquitoes is just the 
ordinary summer nuisance, the other is the 
man-killing Anopheles . .. dreaded carrier of 
malaria. But only an expert would quickly know 
the difference! 


Matching leather soles also calls for expert 
ability to tell “which is which.” At England 
Walton, trained craftsmen instantly spot 
ever-so-slight differences in fibre structures 

. and FIBRE-SORT soles accurately, for 
paired fiexibility and longer, more even wear. 


\ } Here’s extra value in shoes that means { 
‘ pleased purchasers, steady repeat sales, big- 
ger profits. Get this plus feature . . . for your 
customers and yourself . . . with England 
Walton FIBRE-SORTED SOLES. 


"34813 ay2 UO sI OIMbsoy sajaqdoup au], 


id 


Wwe. Wh ich 


\ 


is Which? 


If You Can Tell Jystantly, 


You're an Expert! 


Three greatly magnified cross-sections of sole leather. A and B 
are similar in fibre structure; C is noticeably different. England 
Walton experts will pair A and B, and find a matching fibre- 
structure for C. 





Cngland Wallon 
FIBRE-SORTED SOLES 


Cut soles and sole leather . Pure oak bark tanned 
England Walton Division 


A. C. LAWRENCE LEATHER COMPANY 


Boston « Camden + Peabody +« NewYork + St.lovis + Columbus + Milwaukee 
les Angeles . San Francisco © Ashland, Ky. . Newport, Tenn. . Hazelwood, N. C. 
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foe News 


RECORDER REVIEW OF CURRENT HAPPENINGS IN THE SHOE TRADE 


Leather Prices Hold Firm at Tanners Show 





Outlook for Season’s Business Better Than Exhibiting Tanners Had 
Anticipated. Interest Shown in New Leathers 


New YorK—Measured either by in- 
dications of activity or by the expres- 
sions of participating tanners, the Fall 
Leather Show staged March 8 and 9 at 
the Waldorf appeared to be an eminent- 
ly satisfactory trade event. 

Hotel reservations, the only accurate 
gauge of attendance, were reported 
greater than at either of the successful 
shows in 1948. The atmosphere and 
tone of the gathering appeared to be 
more optimistic than the general feel- 


ing of business has been in the past two’ 


months. The volume of business indi- 
cated at the show was reported sub- 
stantially greater than most of the 
tanners had expected. 

The leather shows have never been 
regarded primarily as buying events. 
They provide an opportunity for the 
official opening of lines for the advance 
season and for the showing of new 
colors, finishes and types of leathers. 
There is usually some buying and con- 
siderable sampling. Tanners this time 
reported that buyers showed marked 
interest in their leathers, and were 
sampling, looking or buying with price 
and inventories the most discussed 
topics. 

Tanners said they could not see a re- 
duction in the prices of leather at this 
time because of the high cost of raw 
materials and labor. They pointed out 
that the much-heralded decline in raw 
materials prices of the past two months 
related mainly to heavy cattle hides and 
not to the calfskins, kidskins and 
lighter weight hides used for shoe 
uppers. It was also stated that raw 
goatskins have increased 15 per cent, 
putting a price squeeze on the goat 
leather tanners. 

Cautious, short term buying 
tinues to be the policy of the shoe 
trade. This was attributed by some 
to the existing attitude of confusion 
and uncertainty on future business. 
But the atmosphere of the show was 
definitely not one of pessimism. There 
was a constant movement of traffic 
through the exhibition hall, with 
attendance estimated to be between 
seven and eight thousand. 


Trades spokesmen in all segments of 
the shoe and leather industries at- 
tribute the current favorable position 
of these industries to the policy of cau- 
tion followed by them for a period of 


con- 
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many months, according to Irving R. 
Glass, executive vice-president of the 
Tanners Council, which sponsored the 
show. This policy gave clear recogni- 
tion to the fact that the only reliable 
test of demand for leather or finished 
leather goods was the movement from 
retailer’s hands to consumer’s. As a 
result, most individual concerns have 
intensified efforts to closely coordinate 
production with retail sales. In this 
manner tanners, shoe manufacturers 
and retailers have avoided accumula- 
tions of excessive, unwanted mer- 
chandise which might otherwise have 
hung over the market and acted to the 
detriment of the trade. 

While shoe production in each of the 
last three years has been slightly 
higher than the estimated consumption 
of footwear, much of the margin be- 
tween production and retail sales was 
necessary to fill out retail inventories 
depleted by war shortages and ration- 
ing. Manufacturers’ in-stock depart- 
ments were similarly in need of added 
pairage. It is believed that both re- 
tail inventories and manufacturers’ 
stocks of footwear are still somewhat 
below prewar levels. Moreover, per 
capita production of shoes of all types 
in 1947 was 3.25 pairs and in 1948 only 
3.17 pairs, in contrast with a 1936-1940 
average of 3.15 pairs annually. These 
figures clearly indicate that shoe pro- 
duction has not been out of line with 
reasonable per capita requirements. 

One fact is seen as reacting to the 
benefit of the producer of quality 
leather footwear, Mr. Glass declared. 
Wartime experiences brought home to 
the consumer a new recognition of the 
inherent value of leather. In the year 
ahead when consumers are expected to 
insist upon maximum value in their 
purchases, he believes the fact that 
leather is recognized as a symbol of 
value will be an important factor in 
the merchandising of footwear. 


Mr. Glass indicated that one disturb- 
ing factor in the overall picture is the 
matter of raw material supplies and 
costs. As always, tanners must depend 
upon a substantial proportion of their 
raw materials coming from other areas 
of the world. Nineteen forty-eight 
saw increasing difficulties in securing 
these necessary materials at price 

[TURN TO PAGE 158, PLEASE] 


Blizzard Responsible for 
Heavy Sales 


YAKIMA, WASH.—“This snow is going 
to stick around,” forecast the weather- 
man in Yakima, Washington, following 
the city’s multi-inch snowfall recently, 
and evidently Yakimans believed him, as 
5000 pairs of all types of snow-time foot- 
wear were whisked from Yakima shoe 
dealers’ supplies in four days’ time. And - 
this figure does not include rubber boots 
and heavier Winter footgear. 

Crowds of snow-shy, would-be custom- 
ers had to be turned away from Yakima 
shoe stores as, following the earlier de- 
mand, several shoe stores had not re- 
ordered heavy supplies, while other 
stores were quickly relieved of as many 
as four shipments of Winter footwear 
during the four-day rush. 

This unprecedented rush for rubber- 
wear was attributed by shoe men to the 
fact that in recent years there has been 
very little snow in Yakima, plus wartime 
shortages of protective footwear. Many 
Yakima shoe stores report that men 
were in the majority during the big 
sale. 





Sales Tax Proposed 
In Nebraska 


LINCOLN, NEB.—Shoe merchants in 
Nebraska are watching with interest a 
two per cent sales tax bill recently in- 
troduced in the state legislature. 

The sales tax measure would apply 
to all sales over 15 cents, effective July 
1, 1949, and would raise an estimated 
$20,000,000 annually. Retailers would 
be required, wherever practicable, to 
add the tax to the retail price of mer- 
chandise, and would have to get a sales- 
tax license from the State Tax Com- 
missioner, who would administer the 
tax. Goods purchased outside of 
Nebraska fer use in the state would be 
subject to the levy. 

Also of vital interest to shoe deal- 
ers is a bill introduced providing that 
it shall be considered deceptive and 
misleading advertising if sales are ad- 
vertised at less than cost. 





International Shoe Given 
Combat Boot Contracts 


NEw YorK—The New York Quarter- 
master Purchasing Office here an- 
nounces the award of contracts to the 
International Shoe Company covering 
the manufacture of two lots of russet 
combat service boots—one of 275,000 at 
$5.86 per pair; and a second, 156,006 
pairs, at $5.91. 
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Active Sampling at Allied Show 





Manufacturers Definitely Interested in New Treatments and Materials 
Though Price Is Still a Factor 


New York—Active sampling com- 
bined with some buying was encourag- 
ing to the 70 exhibitors at the 16th 
Semi-Annuai Allied Shoe Products and 
Style Exhibit which was held on three 
special exhibit floors of the Hotel Bel- 
mont Plaza, March 7 to 10. 

Exhibitors, as a whole, reported con- 
siderable traffic and interest on the 
part of buyers, although caution and 
price consciousness were in evidence. 
One exhibitor said he thought smal! 
manufacturers were being more cau- 
tious than large manufacturers. Price 
with quality continued to be the com- 
bination most sought by buyers. Many 
of them were looking for new ideas for 
new promotions to stimulate business. 

Last manufacturers reported that 
Canadian business was pretty good at 
the show, which was well attended by 
Canadian representatives. Domestic 
business saw a lot of sampling, with 
several exhibitors reporting satisfac- 
tion with orders picked up. Pessimism 
about the shoe industry outlook did not 
seem to exist. 

Last men were displaying pullovers 
on tailor-type, closed toe lasts to go 


with suits for the Fall, in all sorts of 
square toe and wall variations and in 
smooth leathers. Softies are expected 
to be good, the last men said, but open 
toes will still be in the picture. 

Nylon mesh, particularly in men’s 
shoes, was shown; and a new promo- 
tion in knitted taffeta ribbon on either 
elasticized or firm backing for women’s 
dress shoes was featured by one manu- 
facturer. Another exhibitor said he 
thought fabrics would come back into 
fashion. Polka dot, domestic linens, 
genuine Irish linens and certain types 
of printed fabrics were popular fab- 
rics. High fashion color was shown in 
ribbons, with narrow, fine braids re- 
ceiving attention. A new type lumi- 
nescent nylon thread with a rich color, 
said to be two to ten times brighter 
than regular thread, attracted interest. 

It was believed that new treatments 
in shoes would create a demand for 
buttons and buckles. 

Exhibitors unanimously expressed 
approval of holding the Allied Show 
at the same time as the Leather Show 
at the Waldorf-Astoria across the 
street. 





Jarman Raises Some Prices; 


Average 35¢ Under Year Ago 


NASHVILLE, TENN.—Maxey Jarman, 
chairman of the board of directors of 
General Shoe Corporation, on March 3 
announced the corporation’s price poli- 
cies for its Fall lines in the following 
statement: 

“To properly reflect current market 
conditions, we are advancing prices on 
some shoes from ten to fifty cents a 
pair, and on certain other shoes in a 
few lines reducing prices from ten to 
thirty-five cents a pair. There will not 
be any further changes in our prices. 

“Since October 15, when our Spring 
lines were first announced, calf and 
kip have advanced about 20 per cent, 
and light native cows, adjusted for 
cuality, are up about 8 per cent. Heavy 
Winter hides, which are poor quality, 
have dropped about 20 per cent but in 
our grades of shoes we cannot use 
these poor quality hides. 

“Our average prices are about 35 
cents a pair less than a year ago, al- 
though raw stock prices are higher in 
nearly every category than a year ago 
with the exception again of the poor 
quality heavy Winter hides. Our pro- 
duction was increased in the late Fall 
for some large military contracts, most 
of which have now been completed. We 
are reducing our working forces on 
military production but are increasing 
our production on civilian shoes. 

“Our orders from retail customers 
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are currently showing a nice increase 
in comparison with last year, and have 
been showing increases for some time. 
Our own retail stores have shown con- 
sistent increases this year. 

“We find a good demand for better 
grades of merchandise that is styled 
right for the wants of the trade. Our 
size-up orders from dealers are running 
over double last year and we look for- 
ward to a strong retail demand during 
the coming Spring months.” 





Remodeled Store to Carry 
Children’s Shoes 


HUTCHINSON, KAN.—V. M. Wiley, 
president of Wiley’s store here, has an- 
nounced that the extensive remodeling 
program started by the store two years 
ago, will be resumed in the immediate 
future. 

A complete children’s section, includ- 
ing a shoe department, will occupy the 
rear of the second floor, Mr. Wiley 
said. Merchandise there will range 
from shoes for infants through the 
teen-age size run. 





New Women’s Store Opened 


CorRAL GABLES, FLA.—Krell’s Shoes, 
owned and operated by Fred Krell, has 
recently opened for business here at 126 
Miracle Mile. The store, of the salon 
type, handles women’s good grade shoes 
exclusively. 





Dates to Remember 


Spring Showing, Associated Shoe Trav- 
elers, Hotel Wisconsin, Milwaukee, Wis. 
March 20, 21, 22, 
Shoe Manufacturers’ Fall Opening, Man- 
agement Eugene A. Richardson Asso- 
ciates, Hotel New Yorker, New York. 
April 3, 4, 5, 6 7, 
Shoe Show, Tri-State Shoe Travelers As- 
sociation, Hotel Statler, Buffalo, N. Y. 
April 24, 25, 
Fall Style Show, St. Louis Shoe Manu- 
facturers' Association, Statler, Lennox 
DeSoto and Mark Twain Hotels, St. 
Louis. April 27, 28, 29, 30, 
Shoe Show, Northwestern National Shoe 
Travelers’ Association, Hotel St. Paul, 
St. Paul, Minnesota. 
April 30, May !, 2, 3, 
Michigan Monthly Shoe Show, Michigan 
Shoe Travelers’ Club, Hotel Statler, 
Detroit, Mich. May |, 2, 3, 
Advance Fall Showing, Southeastern 
Shoe Travelers’, Inc., Sheraton Bon Air 
Hotel, Augusta,Ga. May |, 2, 3, 4, 
Fall Shoe Show, Centrol States Shoe 
Travelers, Hotel Muehlebach and Phil- 
lips Hotel, Kansas City, Mo. 
May |, 2, 3, 
Fall Shoe Show, Mid-Continent Shoe 
Travelers Association, Biltmore Hotel, 
Oklahoma City, Okla. May I, 2, 3, 
Advance Fall Opening, Guild of Better 
Shoe Manufacturers, New York. 
. Week of May 2, 
Fall Shoe Show, Pennsylvania Shoe Trav- 
elers’ Association, William Penn Hotel, 
Pittsburgh, Pa. May 7, 8, 9, 10, II, 
Fall Shoe Show, Southwestern Shoe Trav- 
elers Association, Adolphus, Baker and 
Southland Hotels, Dallas, Tex. 
May 8, 9, 10, II, 
Fall Shoe Show, lowa Shee Travelers As- 
sociation, Fort Des Moines Hotel, Des 
Moines, la. May 8, 9, 10, 
Grand Rapids Shoe Fair, Michigan Shoe 
Travelers’ Club, Pantlind Hotel, Grand 
Rapids, Mich. May I], 12, 13, 
Shoe Show, West Coast Shoe Travelers 
Associates, Hotels Plaza, St. Francis 
and Sir Francis Drake, San Francisco. 
May 15, 16, 17, 18, 
Shoe Show, Shoe Travelers’ Association 
of Chicago, Hotel Morrison. Chicago. 
May 15, 16, 17, 18, 
Shoe Show, Ohio Shoe Travelers’ Club, 
Hotels Gibson and Netherlands Plaza, 
Cincinnati, O. May 15, 16, 17, 
Fall Shoe Show, Midwestern National 
Shoe Travelers Association, Paxton 
Hotel, Omaha, Nebr. 
May 21, 22, 23, 24, 
Foot Health Week May 21-28, 
Shoe Show, Pacific Northwest Shoe Trav- 
elers, Portland and Benson Hotels, 
Portland, Ore. May 21, 22, 23, 24, 
Popular Price Shoe Show, National As- 
sociation of Shoe Chain Stores and 
New England Shoe and Leather Asso- 
ciation, Hotel New Yorker, New York. 
May 23, 24, 25, 26, 
Fall Shoe Show, Indiana Shoe Travelers’ 
Association, Hotel Severin, Indianap- 
olis, Ind. June 5, 6, 7, 
Shoe Show, Boston Shoe Travelers’ Asso- 
ciation, Parker House, Boston. 
June 6, 7, 8, 9, 10, 
Baltimore Shoe Fair, Baltimore Shoe 
Club, Baltimore, Md. 
July 23, 24, 25, 26, 27, 
National Shoe Fair, Chicago, Ill. 
October 31, November |, 2, 3, 
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Retailers to Help Boost St. Louis Show 





S#. Louis retailers met recently with officers and committeemen of the St. Louis 
Shoe Manufacturers Association at Hotel Lennox to discuss plans for promoting 
St. Louis Shoe Week. Seated at head table are: (clockwise) M. M. McCain, Swope 
Shoe Co.; Paul H. Burwald, Senack Shoes; E. W. Morris, Victory Shoe Co.; Carl 
Mischlispy, Peacock Shoe Shop; Morris Kalmon, Paramount Shoe Mfg. Co.; E. R. 
Rison, Tober-Saifer Shoe Mfg. Co.; Jack Jacobs, Samuels Shoe Co.; Harry Bennig- 
son, Hamilton Shoe Co.; F. J. Cornwell, Brown Shoe Co. and president of the 
association; Harvey Kopp, Boyd's; Paul Atkins, Winthrop Shoe Co.; Robert Depen- 

dahil, Boyd's; A. J. Brauer, Jr., Brauer Bros. Shoe Co. 


St. Louis—Leading merchandise men 
from St. Louis shoe departments and 
specialty shops have promised enthusi- 
astic cooperation in promoting “St. 
Louis Shoe Week,” scheduled here to 
coincide with the St. Louis Shoe Manu- 
facturers Association’s Third Fall 
Showing, April 27-30. Shoe Week was 
officially proclaimed by St. Louis Mayor 
A. P. Kaufmann in recognition of the 
service rendered by one of the city’s 
top industries, and will run April 25-30. 

Window displays and special promo- 
tions featuring St. Louis shoe lines will 
be the chief contribution of local re- 
tailers to the city-wide publicity that 
will be accorded this event. Individual 
stores and departments will work out 
their own made-in-St. Louis themes, 
many of them to be built around the 
official slogan for the showing: “St. 
Louis—America’s Show Case of Shoes.” 

Merchandise men present at the 
luncheon meeting were: Marcus Rice, 
Famous-Barr Company; H. E. Jolley, 


Scruggs-Vandervoort-Barney, Inc.; A. | 


J. Pauley, Stix, Baer & Fuller Com- 
pany; M. M. McCain, Swope Shoe Com- 
pany; Carl Mischlispy, Peacock Shoe 
Shop; Harvey Kopp and Robert Depen- 
dahl, Boyd’s; Joseph Fortner, Queen 
Quality Shoe Company; Roy Bowen, 
Nusrala-Bowen Shoe Company; and 
Paul H. Berwald, Senack Shoes. 


Representing the association at the 
meeting were: Harry Bennigson, Ham- 
ilton Shoe Company; A. J. Brauer, Jr., 
Brauner Bros. Shoe Company; E. W. 
Morris, Victory Shoe Company; Morris 
Kalmon, Paramount Shoe Mfg. Com- 
pany; Paul Atkins, Winthrop Shoe 
Company; Eugene R. Rison, Tober- 
Saifer Shoe Mfg. Company; Jack A. 
Jacobs, Samuels Shoe Company; J. G. 
Jones, Jr., Rice-O’Neill Shoe Company; 
A. V. Wheeler, Pennant Shoe Company; 
L. K. Kane, Boyd-Welsh, Inc.; F. J. 
Cornwell, Brown Shoe Company and 
president of the association; and A. H. 
Gale, secretary of the association. 





Vets Taught to Make 
Custom Shoes 


PITTSBURGH, Pa.—The art of making 
shoes by hand, once a great industry it- 
self, isn’t completely lost in today’s 
world of mass production. It’s making 
a comeback in Pittsburgh, at the Somers 
Trade School, Hill District, where 20 ex- 
G.I.’s are learning to build new shoes 
from the sole up, as well as to repair old 
ones. 

This advanced course was started re- 
cently after it became apparent to school 
officials that well-paying jobs are plen- 
tiful these days for good shoemakers. 
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“There is a general demand today for 
hand-turned shoes, and especially for 
orthopedic and other health footwear,” 
said Henry J. Browne, the school’s prin- 
cipal. “We hope to meet both that de- 
mand and the demand for shoe repair- 
men, and at the same time help bring 
back the art of making shoes.” 


Building shoes is the advanced part 


of the regular 18-month course in cob- 


bling. As final projects in the course, 
each student makes two pairs of shoes 
for himself. All materials are furnished 
by the school at a cost of approximately 
$10 per pair. 











PUT 
Sun Protection 


inside 


YOUR WINDOWS 


vith Muffeca- Cham 


TRANSPARENT SHADES 


...and get complete protection against 
sun fading—with no hiding—no 
weather wear—no costly upkeep! 


REFLECTED RAYS 
bounce under 
awnings—fade 
goods. Weather 
wear adds an- 
other cost. 


WINDOWS HID- 
DEN by shabby 
canvas conceai 
your best adver- 
tising—cost you 
many sales. 








INFRA-CHEM Transparent Shades fit 
neatly inside—give top-to-bottom side- 
to-side protection from fading rays,both 
direct and reflected! Yet shoppers get 
full visibility! Safe from elements... 
easily operated from inside, too! * For 
more profits, see a// the facts on amaz- 
ing Infra-Chem! Mail coupon TODAY! 
SAMPLES 
FR a a BR OCHURE 
ESTIMATE 











i YES— Rush me new brochure, generous Infra- t 
Chem test samples, and estimate data. All 

f without charge. ; 

- Witt POSITION 3 
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~ AODRESS TS-238 (457) t 


RANSPARENT SHADE CO. 
501 N. Figueroa St., Dept.63-D ” 
los Angeles 12, California 
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THE FASTEST SELLING SANDAL LINE 
IN THE POPULAR-PRICED FIELD! 


Men’s, Boys’ and Children’s Styles 


NATIONALLY ADVERTISED! 
Write for 1949 Catalog. 


RECORDIA MFG. C0., INC. 


142 WEST 14th STREET ° 


NEW YORK 11 
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Third Neighborhood Store Opened by Geuting’s in Philadelphia 





The two windows in Geuting’s new neighborhood store 
are each divided into two parts, thus giving individual 
display space for men's, women's, and children's and teen- 


PHILADELPHIA—W hen Geuting’s plan- 
ned to open their third neighborhood 
shoe store as one of the group of new 
City Line Center stores at City Line 
and Haverford Avenue, Philadelphia, 
they decided that it would have to be as 
modern as the large residentia! sections 
served by this group of about twenty- 
two one-of-a-kind stores. 

The store has a 40-foot front and a 
60-foot depth. There are two large dis- 
play windows on each side of the Her- 
culite glass door. Each window is di- 
vided into two parts, thus providing 
individual display space for men’s, 
women’s, children’s, and teen-agers’ 
shoes. 

Structural glass trim enhances the 
entire setting. In order to give the store 
a larger appearance, a very effective 
lighting system was devised which 
brightens every corner of the store. 
Cove lighting in abstract shapes utilizes 
both fluorescent and incandescent tubes 
and bulbs. 


The men’s department, on the right 
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of the entrance, has black oak and dark 
red panels. Black game birds carved on 
the red panels add a touch of masculine 
artistry. The leather chairs are in red. 
The women’s and teen-agers’ section is 
on the left. The woodwork here is in 
natural maple and the seats are char- 
treuse. The wall is in off pink. The 
children’s section in the rear of the 
store is in robin’s egg blue. All wood- 
work except that in the men’s depart- 
ment is of bleached white oak grain 
filled with zine. Attractive shadow 
boxes are used both for display and 
decorative purposes, one in the men’s 
section, two in the women’s section, and 
three in the children’s which are de- 
signed to represent guard houses with 
miniature soldiers. 

To separate the different colors of 
the walls, a row of wooden discs runs 
down each line where the colors meet. 
The discs are painted variously in gold, 
blue, pink, and white. 

All stock is completely hidden behind 
a plaster wall along the sides and back 


PTS 








agers’ shoes. Effective cove lighting gives the appearance 
of spaciousness. Color is skillfully used to separate one 
department from another. 


of the store, which is air conditioned. 

The store has the services of a visit- 
ing orthopedic consultant from the 
Chestnut Street store. Any customer 
who wishes to continue fitting children’s 
shoes from a written report can easily 
do this. Inter-office communication 
makes it possible to transfer any such 
filed record from the Philadelphia store 
to City Line Center. 

Accessories such as handbags and 
hosiery are carried. Robert Anthony 
Geuting, nephew of the company’s 
founder, is manager of the store. 





Florsheim Reduces Prices 
On 54 Styles at Retail 


New YorK—Florsheim Shoe Co. has 
reduced retail prices one dollar a pair 
on 54 styles in different price brackets. 
The base price bracket is now $15.95 
and several additional shoes have been 
added to that price group. 
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PPSSA Display 
Space a cas | 


New YoRK—More than fifty per cent 
of all display space at the Popular Price 
Shoe Show of America has been as- 
signed in the two weeks since applica- 
tions have been mailed, it has been 
made known by Maxwell Field and 
Edward Atkins, co-managers. The 
PPSSA Fall market week, under the 
joint auspices of the New England Shoe 
and Leather Association and the Na- 
tional Association of Shoe Chain Stores, 
will be held May 23-26, 1949, at Hotels 
New Yorker and McAlpin, New York. 

‘‘All sample rooms on the fifth to 
eighth floors at the New Yorker and all 
suites have been allotted,’’ the co-man- 
ager said. They noted that display 
rooms are still available on the ninth 
to fourteenth floors of the New Yorker 
and that rooms are also available at the 
Hotel McAlpin where popular priced 
branded lines will be shown. 


A number of the leading “general” 
shoe lines already have applied for dis- 
play space at the PPSSA, including In- 
ternational Shoe Company, Brown Shoe 
Company, General Shoe Corporation 
and Endicott-Johnson Corporation. 


The shoe buying price pattern of the 
public this year will run close to the 
three-year pre-war average, with 92 
per cent of all footwear purchases to 
be made at less than $10 a pair, accord- 
ing to an estimate made recently by the 
U. S. Department of Commerce, for 
PPSSA. In 1948, volume in the under- 
$10-per-pair category amounted to 85 
per cent of all sales, and in 1947 it was 
82 per cent. The three-year pre-war 
average was 95 per cent. 


The figures, according to shoe men, 
graphically show that the shoe industry 
is reverting to its pre-war pattern, in 
line with other leading industries, in the 
race to increase unit sales through pric- 
ing merchandise at levels acceptable to 
the public. 

Shoe manufacturers and retailers are 
making every effort to get costs down 
to the floor in order to accelerate pur- 
chasing by consumers, Frank S. Shapiro 
and Mark Edison, co-chairmen of the 
PPSSA, have pointed out. Mr. Shapiro 
is president of Consolidated National 
Shoe Corporation, Boston, and Mr. Edi- 
son is vice president of Edison Brothers 
Stores, St. Louis, one of the largest re- 
tailers of shoes in the country. The 
Popular Price Shoe Show of America, 
they added, is an important part of the 
program, reducing trade buying ex- 
penses since retailers, in a single mar- 
ket trip, can obtain clarification of style 
trends needed to complete purchases that 
otherwise would entail trips to several 
widely separated markets, with at- 
tendant pyramiding of costs. 

“Not only are popular-priced shoes 
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New Ballerina g 

Elk Leather or Suede g 
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6180 — Black Elk 
6380 — Black Suede 
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ma 6480 — White Elk wy, 
¢ 6680 — Red Elk ty 
% 6780 — Green Elk 4 
a Sizes49  M Width 4 oA 
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4, Samples on Request & e 
& Packed in attractive Za 
a Galure boxes. s 
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Write for Catalog Cz. 
Y Truly the tops in fashion, the new Ballerina, in plump elk or suede, by Gerda, yy 
4 _ is just the shoe you need to increase your sales. An all around shoe for street Y 
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House of Hits, where 
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wear, dancing or the beach. Light, gay and so irresistible that your customers 
Another sales promoter for you—from Gerda, the 
“prices are down and volume is up.” 









now close’ to the pre-war proportion of 


‘the shoe business,” Messrs. Shapiro and 


Edison pointed out, “but the pre-war 
figures probably will be reached or ap- 
proached during the last quarter of the 
year. Today’s shoe values, in relation 
to current purchasing power of the 
dollar, actually are better than those of 
the pre-war years because of tanner-to- 
retailer cooperation, fostered by the 
PPSSA program. Every drop of ‘water’ 
in production, merchandising and dis- 
tribution has been squeezed out by this 
forthright industry action designed to 
keep production at high levels. 

“The related divisions of the shoe 
industry are succeeding in achieving 
their parts in the over-all national pro- 
duction effort that will assure a healthy 
economy and keep employment at maxi- 
mum levels.” 


Proposed Trucking Increase 
Protested by NESLA 


BostoN—The New England Shoe and 
Leather Association, represented by Ex- 
ecutive Vice-President Maxwell Field 
and counsel, protested vigorously at an 
all-day Interstate Commerce Commis- 
sion hearing recently, proposed in- 
creases in shoe trucking rates averaging 


20 per cent submitted by the New En- 
gland Motor Rate Bureau. 

The Auburn Shoe Manufacturers As- 
sociation was recorded as in opposition 
also, by its secretary, Julius Muller. 
Frank Fosman, representing the Hub- 
bard Shoe Company of Rochester, N. H., 
testified as a shoe expert in opposition 
to any increases. 

“The rate bureau had proposed these 
increases last July, and the commission 
had suspended the higher rates until 
next March and April in approving a 
petition for this action filed by our as- 
sociation,” Mr. Field pointed out. “A 
decision by the commission is expected 
soon as to the new rates for trucking 
shoes from factories located in Maine 
and New Hampshire to Boston. 





Minimum Wage Scale Is 
Advocated in New Hampshire 


ConcorbD, N. H.—A bill introduced in 
the legislature here by Rep. George W. 
Angus of Claremont would establish a 
minimum wage scale of 75 cents an 
hour. The measure is similar to na- 
tional legislation recently put before 
Congress and would include farm and 
domestic labor, as well as industrial 
workers. 
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Proof Positive 


OVER 1000 
BUYERS WILL 
SEE OVER 500 
LINES of 
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Henry C. Flynn Dies 

SCARSDALE, N. Y.—Henry Christian 
Flynn, New York representative of The 
Krippendorf-Dittman Company of Cin- 
cinnati, O., died March 3 at his home 
here, at the age of 47. He had been 
with the company for twenty-five years. 

Mr. Flynn, a native of Xenia, Ohio, 
and a graduate of the Wharton School 
of the University of Pennsylvania, is 
survived by his widow, Mrs. Margaret 
Kelly Flynn; two daughters, Kathleen 
K., and Margaret E. Flynn; two broth- 
ers, Frederick and Edward Flynn; and 
three sisters, Doris and Elizabeth 
Flynn, and Mrs. Archibald Webster. 
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Store Has New Manager 


AMARILLO, TEX.—Paul A. Rodgers 
has assumed management of the Ken- 
yon Shoe store, women’s and children’s 
shoes, at 818 Polk Street. Mr. Rodgers 
was formerly with the Jones Roberts 
Shoe Store, Lubbock, Texas. He suc- 
ceeds the late Kermit A. Bliss. 





Navy to Buy Overshoes 


NEW YORK.—The Navy Purchasing 
Office here has asked for bids on 93,000 
pairs of men’s rubber overshoes, delivery 
to be made in three equal parts during 
April, May and June. 


Shoe Man Commissioner of 
N.Y. State Insurance Fund 


NEW YorK.—The New York State 
Senate has confirmed Governor Dewey’s 
nomination of Samuel G. Staff, as a 
commissioner of the State Insurance 
Fund. 





SAMUEL G. STAFF 


This Fund was created in 1914 by the 
State Legislature as a workmen’s com- 
pensation carrier. In 1948, 40 million 
dollars in premiums were handled. In 
the same year, 20 million dollars in bene- 
fits were paid, (15 million dollars for 
compensation, 5 million dollars for 
medical). The board sets policy and is 
in charge of investment for the fund. 

Mr. Staff, president of Julius Gross- 
man Shoes, manufacturers and retailers 
since 1870, is a native New Yorker and 
is widely known throughout the shoe 
industry. He is president of the Shoe 
Retailers League, an organization of 
unionized employers comprising 200 em- 
ployers operating more than 900 stores 
with 2,000 employees in the five boroughs 
of Greater New York, Nassau and Suf- 
folk County. 

Mr. Staff is also a trustee of the Retail 
Shoe Health Commission, an insurance 
fund which pays health, accident and 
death benefits to the aforementioned em- 
plovees and their families. He also served 
as chairman for the shoe industry of the 
United Jewish Appeal, the Red Cross, 
and many other charitable drives. He is 
a trustee of the Foot Clinics of New 
York, a director of the Petroleum Sol- 
vents Corporation, and a member of the 
Economics Club of New York. 





Contracts for Pumps 
Awarded by Army 


NEW YoRK.—The Army Quartermas- 
ter headquarters here has announced 
the award of contracts covering the man- 
ufacture of two lots of women’s service 
pumps, one of 26,000 pairs of black and 
one of 12,000 pairs of white. Both con- 
tracts were awarded to the Craddock- 
Terry Shoe Corporation, the former at 
a price per pair of $4.34; the latter at 
$4.87. 
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Frank Rich Vice-President 
Of B. Rich’s Sons 


WASHINGTON, D. C.—F rank H. Rich, 
son of Herbert Rich, president of B. 
Rich’s Sons, has joined the firm as vice- 
president and will be in charge of mer- 





FRANK H. RICH 


chandising and promotion of women’s 
shoes. For the past three years Mr. Rich 
has been associated with the Hecht Com- 
pany, Washington department store, and 
for about a year prior to severing his 
connection with that organization he 
held the position of customer service 
manager. He served in the Army in 
World War II and held the rank of major 
at the time of his discharge in January, 
1946. 

Milton Brook, who had been in the em- 
ploy of B. Rich’s Sons for 51 years, dur- 
ing which he was well known as a suc- 
cesssful buyer of women’s shoes, has 
recently retired and has been succeeded 
by Mrs. Helen Wheeler, who prior to 
1944 was women’s shoe buyer for Wood- 
ward & Lothrop of Washington. 

S. Roger Gibson, who left the Rich firm 
in October, 1948, to take a sales position 
with A. E. Nettleton Co., returned Jan- 
uary 1 to his old position as buyer of 
men’s shoes. 

Walter O’Bannon, women’s shoe sales- 
man, retired as of January 19 after 49 
years of service with the Rich organiza- 
tion. 














BY CARPENTER 





AL Seclf‘Starters 


Shoe Kea — 


| HERE’S YOUR LUCKY NUMBER! 
IT’S CARPENTER’S SELF-STARTER No. 80 


We say lucky 
particular “first walker” is now IN STOCK FOR 
IMMEDIATE DELIVERY. Secondly because 
you need stock only this one style in sizes 
1 to 6 including half-sizes, widths C and E in 
order to fit any normal baby foot perfectly. 


for two reasons. First because this 


This popular Self-Starter No. 80 is far-famed 


for fit, flexibility, protective foot 
freedom ... plus top quality that is 
backed by thirty years ex- 
perience in the infants’ and 
children’s shoe field. 


BE SURE YOU HAVE COMPLETE 
SELECTIONS ... ORDER NOW! 


THE CARPENTER SHOE CO., INC, 


161 CLARISSA STREET * ROCHESTER 8,N. Y. 








Shoe Man to Head 
Industry Cancer Drive 


NEw YorkK—Marshalling of the boot 
and shoe industry for the 1949 battle to 
conquer cancer is now in progress under 
the leadership of Albert S. Aronson, 
vice-president of Coward Shoe, Inc. 


Mr. Aronson’s acceptance of the in- 
dustry chairmanship for the New York 
City Cancer Committee’s annual cam- 
paign, scheduled for April, has been 
announced by B. Earl Puckett, presi- 
dent of Allied Stores Corporation, who 
is serving as campaign commerce and 
industry chairman. 


The New York City campaign will 
seek to raise a minimum of $1,250,000 
for cancer research, education and ser- 
vice as part of the American Cancer 
Society’s nationwide appeal with $14,- 
565,561. 


New Store Opened 


AMARILLO, TEX.—A new shoe store, 
owned and operated by C. L. Duniven, 
Jr., opened is doors for business at 111 
East Sixth, recently. The store, han- 
dling Health Spot shoes, is managed by 
Al R. Hurlock. 








144 Duane Street = 





GETTING PRICE RESISTANCE? | 


NEED POPULAR PRICED STYLES 
TO BALANCE YOUR LINE? 


FOR THE BIGGEST AND SMARTEST LINE OF 


JUVENILE SHOES 


TO RETAIL AT 
$2. - $3 and $4 
see 


GOODWEAR SHOE COMPANY, INC. 


New York 13, N. Y. 
Where Yot Get “The Most for the Least!” 


LISSAK 
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in one job only .. . 


devoting all our skill to creating America’s Finest Low 
Heel Shoes—to retail profitably at $6.95 to $8.95. 


BROCKTON.MASS 


&-C OC. 
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THREE VOLUME BUILDERS 













FOR A 
PRICE 
MINDED 
CONSUMER 
MARKET 


To 
Retail At 


moccasin 
rubber sole 
leather i 
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BRING “CAREFUL” BUYERS TO YOUR 


These models are priced to increase your store traffic. 


They are good, honest merchandise. 


22936 Brown elk blucher 
moccasin oxford. unlined, 
leather sole & insole, &/8 
heel. 


+2982 White elk blucher 
oxford. White 
& heel, unlined, 


#154 Brown elk biucher 
oxford, leather insole, un- 
lined quarter—i4/8 
—3/8 rubber 


heel 
top-lift. 


STORE 


Quality, com- 
fort and long wear are built into these shoes in the Grinnell tradition. 


Their job is to hold old cus- 


tomers and produce new ones in these days of tightening purse 


strings. 
sales and better profits? 


Why not take this competitive advantage that means more 


DEALERS—Wholesale on above models is $3.00 net—thirty days. Write today 


for catalogue and details of our stock service plan. 


Samples on requests. 


(SrtuneQl SHOE COMPANY 


GRINNELL, IOWA 
MANUFACTURER OF WOMEN'S AND GIRLS’ SPORT WELTS 








| uary-February total generally was 
placed at about 10 to 20 per cent below 
| last year. 

Lincoln and the southeastern part of 
the state were less affected by the weath- 
er than the western and northern sec- 
tions where a disaster area was pro- 
claimed and the Fifth Army moved in to 
help open roads to snowbound communi- 
ties. In those sections, selling of dress 
shoes was practically zero in January 
and February, according to reports 
reaching Lincoln, but many shoe depart- 
ments in disaster-area towns sold out 
completely their stocks of rubber foot- 
wear, boots and heavy work shoes. Stores 
handling war surplus goods also got a 
break, with the various combat-type 
boots and shoes in heavy demand. 

Helping to spur the sales of heavy 
overshoes and other storm-type footwear 
was a bulletin from directors of the 
disaster area headquarters urging mo- 
torists in the snowbound sections of Ne- 
braska, South Dakota and Wyoming to 
carry extra clothing and overshoes when 
venturing out on highways, no matter 
how short the intended drive. Sales of 
such footwear were reported sharply up 
in Lincoln during February, while 
sturdy shoes for children also were said 
to have surpassed last year’s figures in 
several local departments. 
| Buyers here generally are.still opti- 
| mistic over second quarter sales pros- 
| pects, but two out of five buyers said 
their hopes have been somewhat subdued 

by the worst Winter weather in history 

|for many sections of the state. One 
buyer pointed out that many Nebrask- 
ans, including not only farmers and 
ranchers, but also business men, have 
been hard hit by the blizzards. 

What the total loss will amount to, 
nobody can say with certainty as yet, 
the buyer continued, but obviously it 
| will run well into the millions of dollars. 
That will decrease the ability of a large 
segment of the Nebraska population to 
buy shoes, this buyer believes, while in 
addition the price of farm commodities 
| has been dropping steadily. 
| However, most buyers here look on the 
| brighter side of the picture, pointing 
out that farm income still is much higher 
|than for many years before the war, 
| and farmers still have money to spend. 
| The government is committed to a policy 














Western Storms Cripple Retail Trade 





Selling of Dress Shoes Practically Zero in Disaster Area with Demand 
Heavy for Protective Footwear—Buyers, However, Expect 
Good Spring Business 


LINCOLN, NEB. — Repeated snow 
storms and freezing rain during late 
January and February played havoc 
with store traffic and shoe sales, and buy- 
ers who earlier in the year were confi- 
dent of at least meeting last year’s 
figures for the first quarter now are 
willing to settle for 85 to 90 per cent of 
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last year’s first quarter sales volume. 
During one week in February when a 
glaze of ice reduced shopper traffic to:a 
bare shade of normal, shoe sales were 
off 50 to 75 per cent from the correspond- 
ing week of the previous year, buyers 
reported, but selling was brisk during a 
number of sunshiny days, and the Jan- 


of upholding farm commodity prices, 
and the buyers maintain that the outlook 
for shoes during the next three or four 
months is good. January and February 
sales would have been ahead of last year 
had it not been for the unusually severe 
weather, they declared. 

Meanwhile, stores featuring medium 
and better quality women’s shoes find 
that the new Spring styles which have 
been introduced despite the weather have 
aroused interest. One buyer declared 
that all early indications point to heavy 
buying of some of his new Spring stocks, 
especially open shoes which accomplish 
the open silhouette by means of strip- 
ping, straps, lacings, open-work and cut- 
out details. 
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ob Ala Fr : IT’S FINE FOR HOT, 

REMINDED 

ME ABOUT fu AY PERSPIRING FEET 

IT! AND MAKING SHOES 
MORE COMFORTABLE 


FOOT POWDER 


* EVERY CUSTOMER IS A PROSPECT FOR IT! 


Tender feet . . . perspiring feet . . . burning feet . . . 
sensitive feet . . . odorous feet—how many seated at 
your fitting stool every day haven’t one or more of 
these foot troubles? Many people need only reminding 
to buy Dr. Scholl’s Foot Powder, for our big national 
advertising campaign behind it is making millions of 
friends for this fine product. Many shoe merchants buy 
it by the gross. You, too, should be making this nice 
EXTRA profit that’s so easy to win! Order a supply of 
Dr. Scholl’s Foot Powder at once! 

$2.80 per dozen. Retails at 35¢ can. 


a 2\ wag 
; 


we 


% 












ON YOUR FEET! 
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THE SCHOLL Wilate CO.,Inc., 213 West Schiller St., Chicago 10 - 62 West 14th St., New York 11 








Busy Preparing for West Coast Show 








Committee for the WCSTA show. Standing, left to right, Dave Klinesmith, execu- 
tive secretary; Phil Graffis, room assignments; Jack Evans, directory ads; Porter 
Jones, reception and entertainment; Emil Goldman, room assignments; Al Bornstein, 
exhibitors’ directory ads. Seated, left to right, Martha Weisler, publicity; Gil 
Winneguth, chairman, ard Walter Galvin, president, who will work in conjunction 
with Gil Winneguth and Alex August {not shown) on room assignments. Others of 
the committee not shown are Bud Shipman, Pete Fishpaugh and Bill Ahern, Jr., 
all of San Francisco who will work with Porter Jones on reception and enter- 


tainment. 


Los ANGELES—Plans for the semi- 
annual shoe show of the West Coast 
Shoe Travelers Associates to be held in 
San Francisco, May 15th through the 
18th, are now in full swing. Room 
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assignments are being made in the three 
leading San Francisco hotels to-be util- 
ized for the show. One free luncheon 
ticket to the affair being held in the 
St. Francis Hotel on the 17th will be 


given to each member on receipt of 
his registration fee for the show. 

A schedule of events is being planned 
by the hard-working chairmen for the 
benefit and enjoyment of all attending 
the show. Martha Weisler, publicity 
chairman for the show, is donating the 
services of her advertising agency to 
do the art work in the show’s program. 

At the February meeting of the 
association it was announced that 
through the generosity of Walter L. 
Kroneberger, manager of the Haas 
Building in Los Angeles, one more room 
has been added to the three already 
occupied by the WCSTA. Due to in- 
creased activities of the organization, 
more space is necessary to accommo- 
date board meetings and other gather- 
ings. 

Harry Gluckman, chairman of the 
next meeting which will be devoted to 
retailers, said that subjects to be dis- 
cussed include: “What does the near 
future hold for the retailer? What can 
and what should be done to combat price 
resistance in the shoe business? What 
ills can and should be eliminated to 
insure a brighter future for the retail- 
ers, both large and small?” 


Guest sveaker for the February meet- 
ing was R. b. Hood of the FBI. 

New members of the WCSTA are: 
Karl B. Larson, J. P. Smith Co., Chi- 
cago; and Hzrold W. Boyles, B. F. 
Goodrich Ce. 
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Priced for today’s market. 


kid 


Write for Catalog 
and Price List 


HUBER SLIPPER CO., AVISTON, ILL. 


Here's the newest—the DIPLOMAT 
Hard 


leather soles... tops of soft, pliable 
All the quality and fine 
craftsmanship clways found in 
Huber Slippers. The DIPLOMAT... 
newest and moderately priced. 

























No. 8270 Red 
No. 8271 Brown 
No. 8272 White 
No. 8273 Green 







Sizes: 41/y-3 


items. 


ADVANCE 








SANDAL SCOOP ./ «- YEAR! 


Also Available — No. 8100 


| GENUINE ELK LEATHER — UNLINED SANDALS 


Long-Wearing Rubber Soles 


IN STOCK FOR IMMEDIATE DELIVERY 


Certain territories open for this and many other 
Salesmen's inquiries will be considered. 


Home of BLUE JAY JUNIORS 
SEND FOR ILLUSTRATED CATALOG 


134 DUANE STREET 


FULLY LINED 

GENUINE ELK LEATHER 

FULL GRAIN 
LEATHER 
INNERSOLES 


PANOLENE SOLES 
FOR LONGER WEAR 


Red, Brown, White 
$1.30 


SAMPLES ON REQUEST 


FOOTWEAR COMPANY 


NEW YORK 13, N. Y. 








| 1943 ait Output 462.000.0006 Pairs 








Kind of Footwear 


Dec. 1948 
(preliminary) 


Shoes and Slippers, Total. 35.470 
Shoes, sandals, and playshoes 31.639 
Men's 8.901 
Youths’ and bovs’ 1,310 
Women’s 13,842 
Misses’ . 2.332 
Children’s 2.187 
Infants" 1.993 
Babies’ . 1.074 
Slippers for housewear 3.309 
Athletic 279 


Other footwear. . 





Production j 
(thousand pairs) | 
| 





Percent of Change, 
December 1948 
Compared With 














| 

Nov. 1948 December | November! December 
(revised) 1947 ; 1948 | 1947 
34,691 39, 849 2.2 —12.0 
28 636 35,794 10.5 —11.6 
7,813 9,306 13.9 —4.4 
1,429 1,556 | -—8.3 —15.8 
12,874 16,693 7.5 | —17.1 
2,029 2,612 14.9 —-10.7 
1,773 2,392 23.4 —8.6 
1,642 1,877 21.4 | 84 

1,076 1,358 —0.2 | —20! 

5,450 3,539 —39.3 —6.5 
321 349 —13.1 —20.1 
284 167 —14.4 45.5 





Minus sign ( —) denotes decrease. 





WASHINGTON, D. C.—Footwear output 
in 1948 was 462 million pairs, 1.3 per 
cent less than the 1947 production of 468 
million pairs, according to the Bureau of 
the Census, Department of Commerce. 

December shoe and slipper production 
was 35 million pairs, 2 per cent more 
than the November output, but 11 per 
cent less than the December, 1947, pro- 
duction of 40 million pairs. 

Shipments in December, 33 million 
pairs, were valued at $125 million, an 
average price per pair shipped of $3.76. 
The average price in November was $3.- 
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59 and in December, 1947, it was $3.87. 

Shoe, sandal, and playshoe output in 
December was 32 million pairs, 10 per 
cent more than the November production 
of 29 million pairs. Footwear of these 
types produced in December for women 
totaled 14 million pairs, 7 per cent more 
than the 13 million pairs made in Novem- 
ber and 17 per cent under the December, 
1947, output of 17 million pairs. 

The November-December decline of 39 
per cent in the production of housewear 
slippers represented a return to normal 
output levels following the high demand 


of the pre-Christmas trade. 

Comparative production figures for 
December and November, 1948, and De- 
cember, 1947, and the per cent of change 
for the two periods are shown in the 
accompanying summary. 





Production Off 9 Per Cent 
In Canada 


OtTTawa, ONT.—Production of leather 
footwear in Canada in 1948 fell nine 
per cent from the preceding year’s 
total, the downtrend shown in the first 
nine months of the year being reversed 
in the last quarter. 

Preliminary figures released by the 
Bureau of Statistics placed the year’s 
output at 32,407,000 pairs compared 
with 35,574,000 in 1947. In December, 
production rose to 2,784,000 pairs from 
2,548,000 2 year ago. 





Chicago Shoe Travelers 
Plan Big Show 


CuHiIcaGo—The Shoe Travelers Asso- 
ciation of Chicago is making final plans 
for the organization’s big shoe show of 
the year, to be held May 15, 16, 17, and 
18 at the Hotel Morrison. 

A record number of exhibitors is ex- 
pected to be registered for the event. 
Special entertainment for buyers is 
being planned. 
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Shoe Man Heads Drive 
For UJA Funds 


PHILADELPHIA.—John Goldenberg of 
Philadelphia, senior member of the 
Brooks Shoe Manufacturing Co., who 
has been prominent in the civic and 





JOHN GOLDENBERG 


communal life of the city, has accepted 
the position of chairman of the shoe di- 
vision on behalf of the 1949 United Jew- 
ish Appeal campaign for refugee aid, 
overseas rehabilitation, and settlement 
in Israel. 

President of both the Philadelphia 
Shoe Manufacturers’ Association and 
the Affiliated Shoe Manufacturers of the 
United States, Mr. Goldenberg has led 
the drive within his industry in local Red 
Cross and Community Chest campaigns. 
He is, in addition, head of the Board of 
Jewish Education and director of the 
Allied Jewish Appeal in Philadelphia. 





Tanner Made President 
Of Synagogue 


BostoN—Edwin Coltin, treasurer of 
Hartnett Tanning Company, a subsidi- 
ary of Colonial Tanning Co., and which 
manufactures exclusively for Colonial, 
has recently been elected president of 
Congregation Anshey Sholom at Ayer. 
Mass. 

Mr. Coltin has an outstanding record 
of public speaking to various organiza- 
tions and schools throughout the state 
on the Hartnett Tanning Company 
profit sharing system—his latest speech 
having been made at the University of 
Massachusetts. 





Pure Shoe Bill 
Offered in Albany 


ALBANY, N. Y.—A bill has been intro- 
duced in the Assembly by Wilson C. Van 
Duzer, Republican, of Middletown, to 
require all boots and shoes offered for 
sale within the state to be labeled with 
a tag showing what substitutes for 
leather are used, other than those in 
heels, straps or eyelets. 

Assemblyman Van Duzer is proprietor 
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GROWING 
GIRLS’ SHOES 
WITH 





orthopedically built COLLEGE 


with no ugly duckling in the 
group. Smart patterns, beauti 


— plus all the features which 


* LEFT and RIGHT WEDGED 
THOMAS HEELS 

*& LEFT and RIGHT SPRING 
STEEL SHANKS 

® LEFT and RIGHT 
QUARTER PATTERNS 

* PATTERNS COORDINATED 
SIZE-FOR-SIZE, WIDTH- 
FOR-WIDTH 

* ONE-PIECE VAMP 
AND TONGUES 

* LONG INSIDE COUNTERS 














leathers, superb workmanship 


have made Child Life Shoes so 
well known from coast-to-coast. 


“AMAZING SALES 
POSSIBILITIES 





Here are orthopedically designed, 


CHUMS growing girls’ shoes — 







ful 


No. 4264 


Tan Elk Orthopedic Moccasin Oxford....$6.40 
Additional for Sizes Larger than Size 9 .60 


AAAA and AAA. 6 to 10 

AP ae Pe SE 5 to 10 

CS ee 4 to 10 
No. 864 


Same as No. 4264 in CHILD LIFE Sizes 


124 to 3—A, B, C, D and E_. $5.45 
84, to 12— A, B, C, D and E..... 4.85 


4tU Tn Stock How 


All Prices 5%—15 Days, Net—30 Days 








SHOE MFG. CO., MILWAUKEE 10, Wis. 









S. CALIFORMIA 
E. E. Kappel, 
315 McHenry Rd... 
Glendale 6, Calif. 


of the Demarest department store in 
Middletown, and one of the vice-presi- 
dents of the New York State Retail 
Merchants Association. 

A similar measure was introduced 
Feb. 26, 1920, by James H. Caulfield, 
Republican, of Brooklyn. The 1920 bill 
passed the Assembly by a close vote 
after debate, but shoe trade opposition 
was largely instrumental in stopping 
its passage in the Senate. J. Henry 
Walters, Syracuse attorney and Repub- 
lican, was at that time temporary presi- 
dent and majority leader of the Senate. 

The bill was commonly referred to at 
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Jos. Wasserberger & Son, . F. Bea 
557 Marbridge Eldg., 290 Londen Ottea, 
New York 17, N.Y. Pasadena, Calif. 


that time as the “pure shoe bill,” due to 
the fact that its labeling requirements 
were roughly similar to those of many 
of the pure food acts passed in various 
states and also by the Congress of the 
United States. 


Clothing Company Adds 
Shoe Department 

DeTroiIr—Rehmann Clothing Com- 
pany of Carson City, Mich., just com- 
pleting a remodeling program, is add- 
ing a men’s and children’s shoe depart- 
ment for the first time. 
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Blue Shoes at Princeton University 





Brushed leathers hit the Princeton University campus in blue and brown. At 
ease in the library of the Quadrangle Ciub are three students (left to right), 
polished biue calfskin with brushed blue quarter, a moccasin type casual in 
brashed blue leather and a pair of brown shoes in brushed leather. Introduced 
by National Shoe Institute as part of a brushed leather promotion for Spring, 
the shoes won approval of the students. 
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PRINCETON, N. J.—Blue shoes of 
brushed leather have been introduced 
to the Princeton University campus as 
the start of a National Shoe Institute 
promotion of brushed leather shoes for 
men. 

National wire services and feature 
syndicates, as well as college dailies, are 
being used in the promotion, which is 
aimed primarily at developing greater 
interest in brushed leathers among men, 
and, thereby, furthering the wardrobe 
idea in men’s shoes. 


Blue shoes were chosen for their news 
value and because the industry is inter- 
ested in developing color variety in 
men’s shoes. However, copy also refers 
to the other colors available, including 
brown and gray, and mention is made of 
the fact that green will be ready in the 
Fall. 

Because Princeton men have tradi- 
tionally been leaders in college fashions 
which often become generally accepted 
fashion, Princeton University was 
selected to start the promotion. Photo- 
graphs were made on the premises of 
the famous Quadrangle Club, with the 
assistance of the editors of the Daily 
Princetonian. 


Students questioned about the blue 
shoes idea were at first hesitant to give 
their approval but then became enthu- 
siastic once they saw them actually on 
the feet of fellow students. 
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About Shoe People 





Samuel Flanzbaum, proprietor of John 
the Shoeman, retail shoe business, was 
installed as honorary chairman of the 
board of directors of the Providence, 
R. I., Retail Specialty Stores Associa- 
tion at the recent annual meeting. In- 
stalled as directors, to represent the 
shoe business, were Frank Hanley of 
Thom McAn, Joseph Thayler of Kays- 
Newport, and Alexander Mason of 
Paul’s Shoes. 


* * ~ 


Daniel D. Recchia, formerly of Sche- 
nectady, has taken over managership 
of the Kinney Shoe Store at 81 Public 
Square, Watertown, N. Y. He has been 
with the Kinney company for the past 
three years. Mr. Recchia served three 
years in the Army and prior to that 
was employed as a shoe salesman in 


Connecticut. 
cd oe ” 


William G. Thomas, of the women’s 
shoe department at the J. L. Hudson 
Company, Detroit, was married re- 
cently to Betty Jane Johnson. 


a * * 


Joe M. Greenwell, of Augusta, Ga., 
has taken over the management of the 
Boatwright & Thompson Shoe Store, 
located on Alabama Street in Carrollton, 
Ga. Jimmy Boatwright, former man- 
ager and co-owner, sold his interest to 
Mrs. R. P. Thompson recently. Mr. 
Greenwell was formerly employed as 
field representative in the Southeast by 
International Shoe Company. 


* * * 


Ray Snyder, with Snyder’s Shoe 
Store, in the Orpheus Arcade, near Main 
and Market Streets, Akron, O., has been 
named a partner in the business, an- 
nounced T. R. Snyder, founder of the 
firm. Mr. Snyder has been with the 
store for the last 12 years. 


* * x 


Samuel J. Rosenthal, formerly trea- 
surer of the Rosenthal Shoe Manufac- 
turing Co., Wilkes-Barre, Pa., has been 
chosen president of the company to suc- 
ceed his father, the late Nathan Rosen- 
thal. Mrs. Rose Rosenthal has been 
named treasurer. 


* * * 


Clyde R. Powell, public relations di- 
rector of Endicott-Johnson Corporation, 
and the Lehigh Safety Shoe Co., spoke 
on “Psychological Selling” at the Feb- 
ruary meeting of the Elmira, N. Y., 
Area Sales Executive Club in the Mark 


Twain Hotel. 
7” * = 


Eugene Franzblau, who has been op- 
erating a family type shoe store at 7143 
Michigan Avenue, on Detroit’s West 
Side, for two decades, under his own 
name, has changed the store name to 
Eddy’s Shoe Store. 
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Owen W. Metzger. president of 
Wetherhold & Metzger shoe stores, Al- 
lentown, Pa., has been re-elected presi- 
dent of the Lehigh Country Club for a 
third term by unanimous vote of the 
proprietary membership. 

~ os = 


Joe Singer, salesman on the staff of 
the Saks Shoe department in Gimbels, 
Milwaukee, won the first prize $15 mer- 
chandise certificate for his jingle in the 
store’s recent contest. The winning 
jingle was designed to promote better 
store-customer relations. 


J. B. Kennedy is manager of The 
Quality Shoe Store which has moved 
into a new and modern store on the site 
of the old Post Office, in Brownsville, 
Fla. 

a - 7 

Lyle Waltz recently opened a family 
shoe store in the exclusive district of 
Montclair in Oakland, California, and is 
carrying nationally advertised shoes. 


* * = 


Jack Jumper, of Morrilton, Ark., has 
moved to Conway, Ark., to become asso- 
ciated with the Conway Shoe Store. 
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Polish Brings More Sales 


THE difference between a satisfied and a dissatisfied shoe 
customer is frequently nothing more than a can of polish. 

One conscientious salesman in Allentown, Pa., developed 
a “preferred list” of customers who would permit no one 
to serve them but this young man. His secret was sim- 
plicity itself. When he sold a pair of shoes he would do 
his best to sell them a can of good polish as well. The 
increased satisfaction derived from the shoes he sold 
brought the customer back to him and the store in which 
he worked. As he puts it: “I make everybody happy—the 
customer, the manager, and myself.” 

Many shoe merchants today take it for granted that the 
customer knows the value of keeping his shoes continually 
polished or that the same customer knows the difference 
between a good polish and one that will not add anything 
to the appearance of his shoes. This is a point on which 
they have been slipping up. Their knowledge in this line 
is not always shared by the customer. 

Leather and its care are well known to the man who 
handles leather goods every day. It is his business, just 
as an open-hearth and its maintenance are the business of 
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a man who makes a certain kind of steel. But the steel 
man knows little more about leather than the shoe retailer 
knows about open-hearth practice. Nevertheless, he wears 
leather shoes every day, and he needs a little expert advice 
regarding their care. 


Need for Customer Education 


Three salesmen in one store were quite surprised, at first. 
to find that even their regular customers were completely 
unaware of the difference between a good polish and a poor 
one. Some of their “steadies” could hardly be convinced 
that they were not joking. 

If the customer with no knowledge of the protection of 
leather finds his shoes developing cracks in the creases or 
premature nicks on the toes or counters he is almost cer- 
tain to attribute them to “poor quality” of the leather. He 
may not even dream that the leather in his shoes would still 
be pliant and glossy if he had protected it with a coat of 
good polish. 

Some shoe retailers are aware of this lack of knowledge 
on the part of their customers and they are capitalizing on 
it. An extra minute or two to impress upon their cus- 
tomers the increased service they will get with proper care 
of their shoes nets the merchant a satisfied customer who 
will not forget the thoughtfulness of the salesman when he 
considers the longer service he got from his shoes. In this 
manner the sideline of polish is increasing the mainline 
shoe sales. 
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Washington Store 
Promotes New Line 


WASHINGTON, D. C. — Woodward & 
Lothrop introduced the American Girl 
shoe line in their Washington North 
Building store with a week long fashion 





Shoes connected by ribbons with 
trade-mark replica. 


promotion which began Fevruary 5th. 

Every media of retail advertising was 
utilized to make it spectacularly success- 
ful. Fifteen windows in the North Build- 
ing were devoted to American Girl shoes, 
and each window contained special dis- 
plays created for the occasion. On the 
street floor interior, fifteen shadow 
boxes approximately four feet square 
displayed dozens of these shoes, grouped 
around enormous shoe silhouettes in 
vibrant colors that highlighted Spring 
shoe trends. 

In the second floor shoe department, a 
special display case flanked the entrance. 
Approximately four feet high and thir- 
teen feet long, it held a complete assort- 
ment of American Girl shoes on open 
shelves. In addition, a thirty-foot run- 
way ran through the department, backed 
by black velvet draperies and an enor- 
mous red Valentine heart bearing the 
American Girl signature in script. From 
this runway, in a continuous day-long 
fashion show, three professional models 
paraded into the department wearing 
the latest fashions with the correct 
American Girl shoes. 

The story of the promotion was broad- 
easted on the Nancy Dixon radio pro- 
gram. In addition, a full page advertise- 
ment appeared in the Washington Daily 
News, and five column ads appeared in 
the Times-Herald and Evening Star the 
same day. 

The buyer for this North Building 
shoe operation is Miss Elizabeth French. 
The North Building merchandise man- 
ager is Harold M. Collson. O. J. Sullivan 
represented the American Girl Shoe 
Company at the opening. 


To Open Second Store 


Corry, Pa.—R. G. Barnes and James 
Carrig, operators of the retail shoe 
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store on North Center Street since May, 
1936, will open a second store in North 
East, Pa., near the end of March. 





Southwestern Preparing for 
Fall Showing in May 


DALLAS, TEX.—Headquarters of the 
Southwestern Shoe Travelers Associa- 
tion has announced that sample rooms 
for the association’s showing of Fall 
styles will be assigned March 31. The 
show will open May 8 and continue 
through May 11, but display rooms will 
be available on Saturday, May 7, and 





the four-day guarantee begins with that 


day. Displays will be housed in the 
Adolphus, Baker and Southland Hotels, 
this city. 

February 12 was the thirty-sixth an- 
niversary of the day in 1913, when 
fifteen traveling salesmen met here to 
organize the Southwestern association. 
At the end of January, this year, the 
association had the largest membership 
in its history. With some 1948 members 
still to be heard from, at that time 202 
1949 membership cards had been issued. 

The coming show is confidently ex- 
pected to be one of the best ever held by 
any regional group of shoe travelers. 
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Cautious Buying at 
Omaha Show 


OMAHA, NeEB.—A tendency for shoe 
merchants to buy cautiously and wait 
to see the effects of the record-break- 
ing Winter blizzards, was noted at the 
Spring and Summer show staged by Ak- 
Sar-Ben MAC’s at the Paxton hotel 
here. Harry A. Jones, president of the 
club, and Weyenberg Shoe Company 
representative, said, however, that the 
turnout was as large as for the show 
last October, although dollar volume 
was down. 

Business was best the first two days, 
with nearly 200 registering for the first 
day. Retailers were present from mosi 
sections of Nebraska, Iowa and Minne- 
sota, and many merchants from smaller 
communities said their stocks were un- 
even as they had been unable to see 
salesmen for several weeks or months. 

Most noteworthy item mentioned by 
men’s shoe representatives was the de- 
mand for heavy crepe soles. Generally, 
however, shoe buyers did a fill-in busi- 
ness with a strong tendency to order in 
the lower and medium-priced lines. The 
next show will be held at the Paxton, 
June 4-7, Mr. Jones announced. 





New Firm Incorporated 


DETROIT—Morrice Henderson has in- 
corporated the Canadian-American Slip- 
per Corporation, to sell footwear, at 114 
East Holmes Road, Lansing, Mich. 
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Store Nearing Its First Birthday 


Naas, SAOE SHOP 


Pittsburgh, Pa.—Just about ready to celebrate its first anniversary here is 
Murphy's Taylor-Made Shoe Shop, opened in April of last year by R. Bruce 
Murphy at the corner of Oliver Ave. and Wood St. Mr. Murphy, who has been a 
shoe man for 31 years, began as a clerk in the original Petty Shoe Shop, even- 
tually became its manager; then became managing director, 20 years ago, of 
the corporation operating the then-new Stetson Shop. His own business in notable, 

among other things, for its use of a lamp by which shoes are made sterile. 





Shoe Buyer Resigns 


CINCINNATI, O.—E. C. Horn, for the 
last three and one-half years buyer of 
women’s and children’s shoes for the 
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upstairs department of the Mabley & 
Carew Company here, has resigned from 
that position. Prior to his connection 
with Mabley & Carew he was on the road 
for five years for the Brown Shoe Com- 


pany, selling that company’s lines of 
women’s and children’s shoes; and for 
thirteen years prior to that, was with 
Rollman & Sons Company, also of Cincin- 
nati, as upstairs shoe buyer. 





Good Response Noted 


To Reduced Prices 


Extmira, N. Y.—Late February found 
Elmira shoe merchants conducting ex- 
tensive clearance sales aimed at putting 
stocks in good condition for the Easter 
season. Sales response generated by 
clearances was said to be good at most 
stores. Shoe men have been hampered 
by rapidly increasing unemployment of 
industrial workers as several large com- 
panies have laid off employes. Cumu- 
lative effect has been a substantial re- 
duction in purchasing power. Several 
shoe buyers admit February volume was 
down considerably and look for March to 
be poor in comparison with last year 
because of a late Easter. 

Favored styles included platforms, 
sandals with instep straps rather than 
ankle straps, and a good assortment of 
low heels. Open toes are still doing well. 
Casual business, currently good, is ex- 
pected to be “tremendous” this Spring 
and Summer, in the opinion of one im- 
portant buyer. Both multicolor casuals 
and reptiles will do well, he forecasts. 
Another store, already selling many cas- 
uals in two well known brands, also looks 
for zooming sales this Spring. 
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on the sock lining of the shoe. 

To assist customers in selecting shoes 
that would harmonize with their Sunday 
best, McCreery’s had a_ professional 
model on the floor who appeared in a 
complete ensemble, with accessories, to 
give them the complete picture. 

The shoes were available in a wide 
range of sizes and widths. 

This promotion idea was initiated by 
D. Seligman, women’s shoe buyer at Mc- 
Creery’s, as far back as the National 
Shoe Show last October, and was worked 
out in cooperation with the Allied Kid 
Company, two shoe manufacturers, and 
one handbag manufacturer. The idea 
stemmed from the fact that McCreery’s 
opera pump had established acceptance 
among its customers, and the belie: that 
there will be a demand for colors in the 
Spring. Mr. Seligman pointed out that 
with the made-to-order arrangement, 
“We sold ’em, before we made ’em.” 








Chain Adds New Store 


LINCOLN, NeEB.—The Three Sisters 
store, which has a complete line of pop- 
ular priced women’s shoes, apparel, 


Fifth Avenue window used by McCreery's, New York, to publicize unusual footwear 
promotion held recently. 


NEW YORK, N. Y.—Women’s shoes glazed kid in any one of the colors and, 





made to order in 21 different colors was 
the recent highlight promotion for one 
week at the James McCreery depart- 
ment store at 34th street and 5th ave- 
nue. Customers had their choice of high- 
heeled shell pumps, and opera pumps in 
high, medium and low heels in suede or 
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in a few cases, in combinations of fin- 
ishes and colors at $10.98 per pair. De- 
livery of the finished shoe was promised 
within three weeks. 

Handbags to match in different colors 
were featured with the shoes, and if de- 
sired, the customer’s name was printed 


millinery, and boys’ and girls’ depart- 
ments, held its formal opening recent- 
ly, at 1023 “O” Street. The first of its 
kind to be established in Nebraska, it 
is one of more than 100 Three Sisters 
stores in the United States. The shoe 
section is in the basement. 
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John Davis 


Boston.—John Davis, who several 
years ago was buyer of men’s dress and 
men’s work shoes for the G. R. Kinney 
Company and a member of that com- 
pany’s board of directors, died recently 
at his home in Waban, Mass. 


Mr. Davis began his career as a shoe 
man in Lancaster, Pa., where he became 
manager of a retail shoe store, then 
became a partner in a thirteen-store 
chain which took over the store with 
which he had been associated. This 
partnership was dissolved about 1919 
and the chain was taken over by Kinney 
with which company Mr. Davis remained 
as manager of the 13 stores. Later he 
was transferred to Kinney’s New York 
headquarters, at which time he was made 
a member of the board in addition to his 
other duties. He left this position sev- 
eral years ago to engage in business for 
himself. 

Mr. Davis is survived by his widow, 
Mrs. Harriet Wenger Davis, and five 
children, Charles Davis of New York; 
Mrs. Robert Hampton, Chevy Chase, 
Md; and Jean John Jr., and Anne Louise 
Davis, of Waban. 
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Obituaries 





Arthur G. Adams 


YAKIMA, WASH.—Arthur G. Adams, 
61, retired Yakima shoe dealer, died 
recently at his home here. 

A resident of Yakima for 51 years, 
he formerly, in association with his 
father and brother, had operated the 
Adams & Sons Shoe Store in Yakima. 
Previous to this venture, they had op- 
erated the New York Cash Store in 
Yakima. Upon retirement from the 
shoe business, Mr. Adams had farmed 
near Yakima. 

Survivors include his widow, Mrs. 


Helen Adams; one daughter; one 
brother; an aunt, and three grand 
children. 


Mr. Adams was a member of the Ya- 
kima Valley Pioneer association and the 
First Christian Church. 


Charles E. Norris 


EppiInc, N. H.—The funeral of 
Charles E. Norris, 90, retired shoe 
manufacturer in Epping and Ports- 
mouth, who died in a hospital in Winch- 
endon, Mass., was held at the Brewitt 
Funeral Home here, recently. Burial 





was in the family cemetery at Plumer- 
crest, his former home. 

Mr. Norris, who was a member of 
Masonic organizations, is survived by 
two nieces, Mrs. Clarence Lincoln of 
Winchendon, with whom he had made 
his home for the past three years; and 
Mrs. Alice Langley of Methuen, Mass.; 
and a nephew, Elton Norris of Lowell, 
Mass. 


John F. Frank 


CANTON, O. — John 'F. Frank, 64, 
veteran shoe salesman, for the last 20 
years a salesman for the Pat Haggerty 
Shoe Co., at Washington Court House, 
O., died recently. 

He was earlier associated with his 
father, John D. Frank, in a shoe busi- 
ness in Canton, O. His widow, two 
daughters, and four sisters survive. 





John E. Richey 

INDIANAPOLIS, IND.—John E. Richey, 
84, Indianapolis, retired shoe merchant, 
died recently after several months’ ill- 
ness. 
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He had lived here since 1901, and, 
before retiring, had owned and oper- 
ated a shoe store at 22-24 E. Washing- 
ton Street. 

A son and two grandchildren sur- 
vive. 


CONSTRUCT 


mTED 
pre 





George E. Scliris 


PortTsMOUTH, N. H.—George E. Scli- 
ris, 69, who operated a shoe store here 
for many years, died suddenly at his 
home, 3350 Hanover Street, recently. 

He was a native of Greece and had re- 
sided in Dover before coming to Ports- 
mouth. He was a member of the Greek- 
American Progressive Association and 
the St. Nicholas Greek Orthodox 
Church. 


Survivors include his widow, Mrs. 





with the finest in extra value 
features of all smart walking shoes 






These favorites are the accepted Heel Gripper 
shoes that women prefer for quality and fit. 


Heel Gripper's insistence for value-giving invites 





Katherine Scliris; one son, Lieut. (jg) 
Louis G. Scliris, USN; three daughters; 
his mother, two brothers and a sister. 





Frank Beckerbauer 


NELIGH, Nes.—Frank Beckerbauer, 
55, shoe store owner and operator here 
for 32 years, died recently at his home 
here. Born at Abensberg, Germany, in 
1893, he came to Stanton, Neb., in 1910 
to join his brother Henry, and six years 
later married Miss Pearl Kroeger at 
Omaha. 

Mr. Beckerbauer lived at Aurora, 
Neb., until July, 1917, when he came 
to Neligh to open a shoe store. He was 
active in community affairs, being a 
member of the Masonic Lodge, Lions 
Club, Chamber of Commerce and Con- 
gregational church. Survivors include 
his widow; a son, Skippy; brother, 
Henry of Tilden; and two sisters, Mrs. 
Theresa Zieglmier of Abensberg, Ger- 
many, and Miss Marie Beckerbauer of 
Pfeffenhauen, Germany. 





George A. Bond 


Kansas City, Mo.—George A. Bond, 
80 years old, of Wyandotte County, 
Kansas, a former shoe manufacturer 
here, died recently after a heart attack 
at the home. 

Mr. Bond came to Kansas City in 
1898 and opened the Bond Men’s Shoe 
store. In 1902 he organized the Bond 
Shoe Manufacturing Company and 
three years later the Bond-Bradford 
Shoe Company. 

Mr. Bond was born in Kinderhook, 
Ill., and had been a resident of the Lake 
of the Forest community in Kansas 
since his retirement in 1924. 





John D. Salmond 


CASPER, Wyo.—John D. Salmond, 76, 
manager of a shoe store here for many 
years and a leader in Retail Clerks’ Lo- 
cal No. 102, died in Casper after a long 
illness. A Casper resident since 1917, 
he was born in Washington, D. C., and 
received part of his education in Glas- 
gow, Scotland. 
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After returning to this country, he 
worked as a shoe salesman in Brooklyn, 
N. Y., prior to moving to Denver, Colo., 
where he worked in a shoe store. His 
wife died in Denver just before he came 
to Casper. 


Leon G. Ingalls 


NEWTON, N. H.—The funeral of Leon 
G. Ingalls, 59, founder of the Ingalls & 
Currier Shoe Co., which he operated 
here for 20 years, was held from the 





home on Heath Street, recently. 

Mr. Ingalls was a native and lifelong 
resident of Newton. He was a member 
of the Odd Fellows and several sports- 
men’s clubs and gave the town the land 
for a municipal baseball field shortly 
before his death. 

Survivors are his widow, Mrs. Ger- 
trude (Lamb) Ingalls; two sons, Rus- 
sell M. Ingalls of Haverhill, Mass., and 
Lloyd G. Ingalls of Newton; and a 
brother, Edward A. Ingalls of Haver- 
hill. 
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A GOODYEAR WELT, 
leather insole, 
White, 8/2/12 $2.65, 12'/2/3 $3.00. 


PRE-WELT, unlined, leather sole, leather insole, 
Red, Brown, White, 3/6 D width $1.65, 6/2/9 $1.90. 


STITCHDOWN unlined, Brown panolene sole, 
leather counter, Red, Green, Brown, White, 
5¥2/3 $1.90. 


D 


unlined, Brown neolite sole, 


B-C-D widths, Red, Green, Brown, 


STITCHDOWN leather quarter lining, 
leather insole, Brown panolene sole, Red, 
Brown, White, 8'/2/3 $2.15. 


ALL UPPERS OF PLUMP WEIGHT ELK 
FINISHED LEATHER, IN STOCK FOR 
IMMEDIATE DELIVERY, ORDER NOW. 


TERMS—2% 
—May 10th 
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Financial News 





Lower Inventories 
Reported by Johansen 


St. Louis—The financial ‘statement 
of Johansen Bros. Shoe Co. for the fis- 
cal year ended Oct. 31, 1948, shows a 
net profit of $76,374.84, in comparison 
to a net profit of $116,778.22 for fiscal 
1947. At the same time the company’s 
net sales totaled $7,328,775.72 in com- 
parison to $9,407,195.64 of the previ- 
-ous fiscal year. 

Assets likewise were down. For 1948 
they totaled $1,552,550.79. For 1947 the 
figure was $2,467,888.54. Liabilities for 
1948 amounted to $425,455.26, while 
they were $1,320,299.62 for 1947. 

Inventories in the last fiscal period 
totaled $690,567.16 in comparison to 
$1,341,664.19. 


H. C. Godman Shows 
Higher Net Income 


CoLuMBUS, OHI0—J. O. Moore, presi- 
dent of the H. C. Godman Company of 
this city, reported recently to stock- 
holders, in connection with the issu- 
ance of the company’s financial state- 
ment for the year ended Jan. 1, 1949, 
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that the company’s position continues 
strong. Earned surplus after payment 
of dividends was $753,451.74 as com- 
pared with $546,839.08 in the preceding 
year; and 1948 net income was $347,- 
414.68 whereas net for the preceding 
year was $259,590.91. 

Mr. Moore pointed out that net in- 
come in 1948 from operations alone 
was somewhat lower than in 1947 after 
charges to 1948 operating expenses of 
an additional $40,000 expended for 
manufacturing equipment, and an addi- 
tional $30,000 for advertising which in- 
cluded some national advertising. 





Record Sales Reported 
By Goodyear 


AKRON, O.—Establishing a peacetime 
sales record of $704,875,941, in its fif- 
tieth year of operations, The Goodyear 
Tire & Rubber Company earned con- 
solidated net income of $30,595,518 in 
1948, P. W. Litchfield, chairman of the 
board, reported to stockholders. The 
1948 sales volume compares with $670,- 
772,647 for 1947, an increase of 5 per 
cent. 

From the year’s net income, an appro- 


priation of $6,500,000 was made for 
possible loss on foreign investments, 
leaving a balance of $24,095,518 carried 
to earned surplus. Net income before 
this reserve was equivalent to $13.40 
per share of common stock and, after 
the reserve, to $10.25 per share. 

Comparable net income for 1947, be- 
fore a reserve of $7,500,000 for foreign 
investments, amounted to $33,044,943, 
equivalent to $14.56 per common share, 
and the balance after reserve to $25,- 
544,943, or $10.93 per share. 

Net income per dollar of sales was 
lower in 1948. Before appropriations, 
this amounted to 4.3 cents against 4.9 
cents in 1947. After appropriations net 
income was equal to 3.4 cents compared 
with 3.8 cents per dollar of sales in the 
preceding year. 


Dividends Declared by 


Edison Bros. 


St. Louts.—Edison Bros. Stores, Inc. 
has declared a quarterly dividend of 30 
cents per share on the outstanding $1 
par value common stock to stockholders 
of record at the close of business Feb- 
ruary 28, 1949. 

This dividend, according to Harry 
Edison, president, reflects the feeling of 
the board of directors towards conserv- 
ing working capital since substantial 
funds will be needed for continued ex- 
pansion and store modernization. 

He also said that the board had taken 
into consideration uncertainties regard- 
ing corporate income tax rates and in- 
creased operating costs. “‘As in the past, 
the board of directors will continue to 
give consideration to the payment of an 
extra year-end dividend whenever in- 
creased earnings warrant,” he added. 

A quarterly dividend of $1.06% per 
share also has been declared on the out- 
standing shares of 4% percent cumula- 
tive preferred stock, par value $100 per 
share. This dividend is payable April 1, 
1949 to holders of record March 19, 1949. 





A. S. Beck Sales 
Show Decrease 


New York—Annual report of A. S. 
Beck Shoe Corporation and subsidiaries 
shows consolidated net sales for 1948 of 
$42,234,829. This compares with net 
sales of $44,014,245 for 1947, and is a 
decrease of four per cent. The figures 
are after eliminating inter-company 
sales. 

Consolidated net income was $747,392 
against $1,652,530. After deducting divi- 
dends on the outstanding preferred 
stock, earnings on the common stock 
were $1.25 per share as compared with 
$3.17 per share on the same number of 
common shares in 1947 after excluding 
non-recurring gains from sales of real 
estate aggregating 23 cents a share in 
1947, 
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What’s New 





Gift Appeal in 
Felt Baby Shoes 





Farmington, Mo.—A new note to 
spark fel# shoe gift sales for new ar- 
rivals is found in these Trimfoot's new 
“Baby Deer Originals". They are timely 
arrivals for Easter, for Baby Week and 
for the June peak in births. The three 
patterns now available are a rabbit, a 
chick and a duck in pastel colors with 
ribbon ties. They are gift packed in 
sizes 1 to 3. 





New Tree for Women’s Shoes 


BROOKLYN, N. Y.—A new self-adjust- 
ing tree for women’s shoes, being mar- 
keted by Keston Creations, Inc., 1434 
Bedford Avenue, consists of a flexible 





Plastic shell is riveted to two strips of 
springy metal. 


shell of Tenite plastic riveted to a 
simple framework of two springy metal 
strips. To insert, it is necessary only to 
press the sides of the plastic shell 
lightly together and slide into the vamp. 
When pressure is released the plastic 
becomes automatically unflexed, provid- 
ing support for the shoe. A projecting 
handle on the metal frame presses 
against the arch and holds the tree in 
place. To remove, this handle is lifted 
upward by a convenient finger loop. 

The tree is designed for open or closed 
backs and toes, short or long vamps, and 
high or low heels and insteps. Sizes 
are small (for 4 to 6%) and large (for 
7 to 11). A variety of colors is avail- 
able. 
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Plastic Spats on Market 


Detroit, MicH.— Protective ankle 
wear of Vinyl plastic which, in a match- 
ing plastic envelope, can be carried in 
pocket or handbag, is being marketed 
here under the name of Glamour Spats 
by Wheaton Weather Wear, Inc., 600 
Woodward Ave. 


Claims made are that it is light in 
weight, comfortable, flattering, can be 
worn with any type heel, is mildew 
proof and resistant to stretching, tear- 
Adjustable arch 
Teen-agers, 


ing and cracking. 


straps regulate fit. it is 





This spat is pique-patterned in black. 
There is also a polka dot design. 


said, can decorate them with ink-stamp- 
ing or nail polish. Made for women 
and children, the latter are offered a 
style in red plastic adorned with silver 
bells. 


Socks With Designs That 
Glow in Dark 


PHILADELPHIA, Pa.—J. W. Landen- 
berger, makers of Randolph Knit 
hosiery for young folks, are featuring 
“Magic-Gio” socks for children this 
season. Made of fine combed lisle, the 
socks have colorful cuffs knitted of spun 
nylon on which are bright designs in 
“Cold Fire” colors. These colors glow 
in the dark or semi-dark, and in the 
daylight have more depth and brilliance 
than ordinary colors. This feature is 
exclusively Landenberger’s in the 
hosiery field. 


Magic-Glo designs are featured on 
conventional socks for children, as well 
as on the firm’s Tru-Last square toe 
sock. The idea of using these fluores- 
cent colors was derived from the recent 
appearance of bathing suits made by 
the same process. 
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INC. 





| New Shoe Group 


Formed at Syracuse 


SYRACUSE. — Twenty-five shoe men | 
| were in attendance at the birth of a new | 
| shoe association at Hotel Onondaga in | 
| Syracuse on Sunday, February 13. 
| was christened the “New York State | 
| Shoe Men’s Association.” 


Robert F. Dacey of Watertown called 


| the meeting to order. He announced that 


the business of the day was to organize 
a new association, with one member- 
ship open to both retailers and travel- 
ing men, with fifty-fifty representation 


It | 


| of both interests on the list of officers | 
| and board of directors, and with a single | 
general membership fee of fifteen dol- | 


| Sunday, 


lars. 


The stated objective of the new | 


organization is to stage an annual shoe | 
style show, place and time already ten- | 


tatively 


selected—Hotel Onondaga, in | 


Syracuse, for three days this year— | 


Monday and Tuesday, Novem- 


ber 27, 28 and 29, the week-end follow- | 


ing Thanksgiving Day. 

At the meeting last month twelve 
stores were represented, five in Syra- 
cuse and seven in six other cities: Au- 


burn, Binghamton, Hudson, Rochester, | 


Rome and Watertown. Six.salesmen, all 
from Syracuse, represented three shoe 


| manufacturers and three rubber compa- 





nies. All were declared to be charter 
members of the new organization, to- 
gether with six others in absentia—one 
retailer from Auburn, and five manu- 
facturers’ representatives, one each 
from Buffalo, New York City, Rochester, 
Syracuse and Union Springs. Three re- 
tailers and one traveling man were 
elected to offices, and ten directors were 
chosen, five retailers and five salesmen, 
some in absentia. These were given 
authority tq put into effect decisions 
reached on several matters. These deci- 
sions, generally after some discussion 
pro and con, were declared by the chair 
to be unanimous. 

According to the announcement sent 
out under instructions of Mr. Dacey, 
president of New York State Retailers 
Association, it appeared to members 


| that this was to be a meeting of that 


association to consider its proposed pro- 
gram for the current year. 


This or- | 


ganization, however, played no part in | 


the proceedings. 
Three retailers were elected to offices: 


| 


President, C. H. Kiah, of C. © Chappell | 


and Sons, Syracuse; 
dent, Harold A. Read, Jr., of Sisson’s 
Read Shoe Company, Binghamton; 
treasurer, James G. Bennett, of Ben- 
nett and Tracy, Auburn. A manufac- 
turer’s representative was elected first 


second vice-presi- | 


vice-president, but he was not at the | 
meeting, and his name is temporarily | 
withheld until he accepts the position. | 
Names of directors are also temporarily | 


| withheld for the same reason. 


On inquiry at Rochester headquarters 


| of the New York State Shoe Retailers 
| Association, regret was expressed at the 
| split in association ranks but best wishes 
were offered to the president-elect of the | 


new group. 
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Rhinestone Side Bow 
Imported crystal stones 
set in silver or gold 
background with bow 
clips. 

IMMEDIATE DELIVERY 
Fastest selling Buckle 
retailing at a “DOLLAR” 


Rhinestone Creations 


751 N. 39th St. Phila, Pa. 


Boot and Shoe Recorder 











NEWS OF THE 


 Sesten amd. Sigpoltrs 


Pate President 
Of Juvenile Shoe 


St. Louts.—Gale Pate was elected 
president of the Juvenile Shoe Corpora- 
tion recently at a meeting of the stock- 
holders and directors of the company. 
Chester F. Reith, former president, was 
elected chairman of the board. 





GALE PATE 


Mr. Pate, who has been with Juvenile 
for approximately five years and who 
until his election to the presidency had 
served as executive vice-president, also 
has been named treasurer of the com- 
pany. 

For 15 years prior to his association 
with Juvenile he had been with the Muse- 
beck Shoe Co., manufacturer of Health 
Spot shoes, where he was vice-president 
and general manager. 

Mr. Pate will maintain his headquar- 
ters at the Aurora, Mo., factory of 
Juvenile. 


USMC Executives 
Promoted 


JOHNSON City, -N. Y.—Appointment 
of John H. Corbin as assistant general 
manager of the Johnson City district 
of United Shoe Machinery Corporation, 
and of Roy D. Jones as sales manager 
has been announced by Clarence 
Roeder, district manager. 

Mr. Corbin has been with the com- 
pany for more than 30 years, recently 
as sales manager. Mr. Jones, a former 
Endicott-Johnson Corporation employe, 
has been with USMC for about 25 
years. 
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Salesmen Added to Staff 
Of Vogue Shoes, Inc. 


Los ANGELES.—Seymour Fabrick, 
president of Vogue Shoes, Inc., manu- 
facturers of Hollywood Skooters, re- 


‘cently announced some-additions to and 


changes in his Eastern sales division. 

Eddie Albert, with offices in the Mar- 
bridge Building, New York City, re- 
mains in charge of the New York ter- 
ritory. In addition, Mr. Fabrick has 
appointed Leonard Cole to carry the 
line in New York, New Jersey, and 
Connecticut. Murray Grobman will 
cover the New England territory; and 
Morris Lichtman is the new salesman 
for Pennsylvania, Maryland, Delaware 
and Washington, D. C. 

Mr. Cole comes to Vogue after spend- 
ing five years in the same area for an- 
other firm and will maintain offices in 
Room 948 of the Marbridge Building. 
Murray Grobman is being introduced to 
his trade by his father-in-law, Jack 
Vogel, who has spent the last thirty 
years in the shoe business. Mr. Grob- 
man lives at 311 Tappan Street, Brook- 
line, Mass. Morris Lichtman has been 
Eastern sales representative for a cas- 
ual shoe company and prior to that 
position, was the buyer of leather and 
findings for I. Miller and Sons. 

In announcing the new appointments, 
Mr. Fabrick pointed out that he was 
intent on establishing closer personal 
relations with his dealers. The addi- 
tion of men has been necessary, he said, 
because the Skooter dealer group has 
expanded from 1200 to 2200 in the past 
year and a half. 





To Make “Tom Mix” 
Cowboy Boots 

COOKEVILLE, TENN.—Exclusive rights 
to the name Tom Mix as applied to foot- 
wear have been obtained by the Atlas 
Boot Manufacturing Company, Inc., 
Harry Vise, president, announces. The 
company is now manufacturing and 
marketing a line of cowboy boots for 
infant’s, children, and misses under the 
Tom Mix name. 

Atlas Boot Manufacturing Company 
makes cowboy boots exclusively and 
these formerly were offered in infant’s 
sizes only. The line recently was ex- 
panded to include sizes for children and 
misses. 


Vincent L. Miles Joins 
French, Shriner & Urner 


BostoN—Blanchard U. Shriner, pres- 
ident of French, Shriner & Urner, an- 
nounces the addition to his sales force 
of Vincent L. Miles, whose territory will 
include New York, Pennsylvania, New 
Jersey, Maryland, Virginia and West 
Virginia. 





VINCENT L. MILES 


From 1929 to 1935 Mr. Miles was 
manager of the in-stock department of 
one of New England’s prominent men’s 
shoe manufacturers; through 1937 he 
covered New England as_ wholesale 
salesman for the same firm. He joined 
the French, Shriner & Urner organi- 
zation in 1938 as inside salesman in the 
company’s stores in New York, Provi- 
dence and Boston. Since 1945 Mr. Miles 
has been buyer for the Leopold Morse 
group of shoe departments. 

“Phil” English, one of the trade’s best 
known and most popular salesmen, 
who has represented French, Shriner & 
Urner in the East for many years, re- 
tired from active business as of March 
ie 


Gilmore Joins Servus 


DAVENPORT, Iowa—Paul E. Gilmore, 
formerly shoe and rubber footwear 
buyer for Butler Brothers, has joined the 
Eastern sales division of The Servus 
Rubber Company, Rock Island, Illinois. 
He will be located at 330 Broadway, New 
York City, the Eastern office and ware- 
house of Servus. Mr. Gilmore will work 
with syndicates, chains, and other organ- 
izations in the East. 
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Grosvenor Salesman 


In New Offices 


Los ANGELES. — Phil Ehrle who has 
been the West Coast representative for 
the C. A. Grosvenor Shoe Co. for 25 
years, has just moved his offices to Room 





PHIL EHRLE 


730 in the Lankershim Hotel, Los 
Angeles. 

Mr. Ehrle covers all the territory west 
from Denver and E] Paso and is partic- 
ularly erithusiastic over the new line he 
has just received of prewelts, Compos, 
and soft soles in women’s, men’s and 


children’s slippers from Grosvenor. 





New Name Adopted for 
Sponge Rubber Products 


CHARLESTOWN, Mass.—The Davidson 
Rubber Company of this city announces 
that it has adopted the name “Cush-N- 
Fit” to be applied to its well known line 
of sponge rubber products including 
heel pads, metatarsal pads, arch pads, 
and cookies. The name is rightly thought 
to be apt since these products play a 
part in adding to foot comfort and fit. 

Russell M. Little, manager of the 
Shoe Products division, emphasizes that 
there is to be no let-down in quality 
maintenance and other features which 
have made these products acceptable to 
shoe designers and manufacturers. Da- 
vidson sponge rubber products, he said, 
are used in men’s, women’s and chil- 
dren’s dress shoes and in work shoes of 
all grades. 


Sam Kessler Heads 
Prom-Ettes Factory 


BrockTon, Mass.—M. W. Borkum. 
general manager of the Radcliffe Shoe 
Co., makers of Prom-Ettes shoes, an- 
nounces the appointment of Sam Kess- 
ler to supervise quality standards at 
the Brockton factory. 

Mr. Kessler comes to Radcliffe with 
a strong background in high-grade shoe 
production, having served for the past 
several years as supervisor for Frosh 
Shoe Co., and for the Schwartz & Ben- 
jamin factory at Lynn. 
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Charles H. Jones, Jr.. New 
Commonwealth President 


WHITMAN, Mass.— At the regular 
annual meeting of the stockholders and 
directors of Commonwealth Shoe and 
Leather Company, Charles H. Jones, Jr. 
was elected president of the company, 
and William S. Fraser, Jr. was named 
vice-president in charge of manufac- 
turing. Paul Jones, who has been presi- 
dent of the company for the last eigh- 
teen years, will continue active in com- 
pany affairs as chairman of the board 
of directors. 

Other executive officers of the com- 
pany are: M. Robert Shaffer, vice-presi- 
dent in charge of sales; Harold S. Won- 
son, treasurer; Charles Bourget, clerk 
and secretary; and Lowell K. Oliphant, 
comptroller. 





Desco Launches National 
Advertising Campaign 

Lonc IsLAND City, N. Y.— Desco 
Shoe Corporation, Long Island City, is 
launching the first of a series of na- 
tional advertising programs on behalf 
of its line of casuals named “Heavenly 
Shoes.” Full page advertisements, 
black and white and full color, are ap- 
pearing in the March, April, and May 
editions of a long list of national maga- 
zines including Harper’s Bazaar, Made- 
moiselle, Calling All Girls, and Seven- 
teen, featuring six styles per advertise- 
ment, ranging in price from approxi- 
mately $3.95 to $5.95 retail. The pro- 
gram is being merchandised to Desco’s 
dealers by a comprehensive retail adver- 
tising service which offers easel-back 
counter cards reproducing national ad- 
vertisements, a complete mat service 
with all the makings for dealers who 
wish to construct their own retail ad- 
vertisements, radio scripts, off-and-on 
flasher displays, etc. In addition to 
this, Desco’s advertising department 
offers a constant service for retailers 
who wish special newspaper advertising 
programs prepared for use over their 
own signature, a service which is being 
utilized by the larger department stores. 

According to Desco executives, this 
first advertising push for Spring repre- 
sents the biggest national advertising 
effort ever undertaken by the firm with 
an even more imposing line-up planned 
for Fall. 

This program is being supported by 
color inserts, center spreads, and full 
pages in all the leading shoe trade pub- 
lications. 





Factory Reopens 


CLAREMONT, N. H.—The Royce Shoe 
Company has resumed operations here, 
employing about 60 workers in the 
manufacture of women’s California 
style shoes, it has been announced by 
Arthur Comstock of MancheSter, fac- 
tory superintendent. Installation of 
new conveyors had been started. 


New Shoe Company 
Established in St. Louis 


St. Loutis.—Newest addition to shoe 
manufacturing circles here is the Bernie 
Browne Shoe Co., located at 1708 Delmar 
Boulevard (site of the former Stiebel 
Shoe Co.), a firm which expected to get 
into production by mid-March making 
high-heel wedge footwear formerly made 
by Stiebel, retailing from $14.95 to 
$16.95. 

Incorporated under Missouri statutes 
for $50,000, the new firm will be under 
the personal direction of M. Bernard 
(“Bernie”) Browne, president, who said 
his output would be 360 pairs a day. 
Other officers of the company are Julius 
Weigert, vice-president and Irvin Da- 
gen, secretary-treasurer. 

Initial plans call for a complete line 
of the high-heel wedges though Mr. 
Browne said he probably would have an 
announcement of additions to the line 
prior to the 3rd Fall showing of the St. 
Louis Shoe Manufacturers’ Association 
in April. “We have a three-way ap- 
proach planned,” he said, “and we want 
to offer the best in style, craftsmanship 
and fine leathers. We want to build our 
business on that sort of solid founda- 
tion.” 





M. BERNARD BROWNE 


Mr. Browne first entered the shoe in- 
dustry in 1923, learning model cutting 
and designing with the Dunbar Pattern 
Co. Two years later he was put in charge 
of lasts, dies and patterns at the main 
plant of McElroy-Sloan in St. Louis, 
which provided him with the opportunity 
to become familiar with the McKay, 
stitchdown and welt processes. 

In 1926 he joined the newly formed 
Valley Shoe Corporation and in 1929 was 
instrumental in persuading that com- 
pany to become the first in the St. Louis 
area to manufacture cement process 
shoes. Mr. Browne left Valley for a 
brief period in 1935 to design and style 
two lines for Johnson, Stephens and 
Shinkle but returned in 1937 to become 
executive assistant to Ben Goldman and 
plant manager. At Valley, Mr. Browne 
also was in charge of sales, styling, per- 
sonnel and labor relations, positions he 
left early this year before establishing 
his own company. 
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Penobscot Indian Making 
J & M Moccasins 


NEwARE, N. J.—Fred Little Oak, 38 
years old, and a member of the Penob- 
scot tribe, is busy at his new job as head 
of the moccasin department s+ John- 
ston & Murphy, manufacturers of men’s 
shoes. 





FRED LITTLE OAK 


Hunting for an outstanding moccasin 
man to head up Johnston & Murovhy’s 
new line, a company official traveled 
north and brought Little Oak to Newark 
from his Indian reservation at Old 
Town, Maine, where he had been hand 
sewing moccasins for more than twenty 
years. Management is delighted by the 
skill with which he does his own work 
and supervises his experienced *depart- 
ment. 

Little Oak likes living in Newark, and 
plans to relocate permanently, taking 
time off for semi-annual trips back to 
the reservation. He has to check back in 
for twenty-four hours each six months 
in order to retain special privileges, such 
as free hunting, fishing, and trapping 
privileges. 

Little Oak is known as a Young Chief 
in his tribe. Each summer the Penob- 
scots hold a festival when candidates for 
Young Chief are assigned some deed of 
skill or daring to execute. 





Gerda's national reputation for 
fair dealing has been earned by 
its rigid policy of service, qual- 
ity merchandise and sensible 
prices. ‘49 will bring a new 
parade of values like this Al! 
Elk Leather Unlined Sandal. 

Watch this space for more of 
them. 





5680 


Ail Elk Leather 
Unlined Sandals 
Panolena Soles 

Buckram Box Toes 
Edge Set Edges 


Colors: Brown, 


Red, White, Green 
Sizes: 5-8 $1.80 
8i/o-12 1.85 
12-3 1.89 


GERDA roorwear Co. INC. 


158 DUANE STREET, 
““GERDAGRAM”’ 


IN ‘49 recy on GERDA 
FOR VALUES THAT ARE 
AND PRICES THAT ARE DOWN 


Packed in attractive Gerdakin boxes. 













Samples and Mats on Request. 


NEW YORK 13, N. Y. 
FOR EXPORT 











Little Oak stalked and shot a deer 
with bow and arrow in order to become 
a Young Chief. 


Trautman to Manage 
Burkart Factory 


St. Louts.—Paul G. Williams, vice- 
president of the Burkart Shoe Company, 
announces the appointment of Ed Traut- 
man as general manager of the Burkart 
factory at Steele, Mo., in which the na- 
tionally advertised line of Coach & Four 
shoes is made. Mr. Trautman, who will 












SHOE FORM CO. 
AUBURN. N. Y. 
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1949 


For Most Effective 

Display of All 
Types of Shoes 
and Hosiery 


be in complete charge 6f factory opera- 
tions, spent seven years in the Columbus, 
O. plant of Joyce, Inc., and was factory 
superintendent for a considerable por- 
tion of that time. 





Resigns from Unity 

HAVERHILL, Mass.—Simon Shain, of 
Unity Shoemakers Corporation, has an- 
nounced the resignation of Manus 
Schoenfeld who has served for several 
years as sales manager and stylist. Mr. 
Schoenfeld’s plans for the future have 
not yet been made known. 
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CHILDREN S $2.98 RETAILER! 


IN Biack PaTeNT or WHITE ELK 


CENTERVILLE SHOE CO. 
CENTERVILLE, MICHIGAN 


ANKLE Strap Mary JANE 


A dressy shoe just like sister’s—con- 
structed of the best materials for 
long weor—with leather soles. 


#150 4109 Bik. Pot. $1.85 
#151 4009 Wht. Elk $1.85 
> 3307 91/, t0 2 Bik. Pat. $2.15 
A 2308 9'/, t0 2 Wht. Elk $2.15 
Terms: 2% 10 days 
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Reece Wood Sole ndal, 
Hower Salas 
Reece “Perfect —o et soles 
available with or without silencers. 
Colorful straps attached with rust 
proof nails. Maroon or brown for 


men — multicolored checks for ladies. 
No half sizes. Write for prices. 


REECE WOOD SOLE SHOE CO. 
Dept. B-Si Columbus, Nebraska 
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You'll make more profits 


attrac 
kind of customers who will 
pay to get what they want. 
Make more sales with 
Justins, aay since 1879. 
Write for Cataleg «f 

styles in stock. 


JUSTIN BOOT CO. 


Box 548-K, Fort Worth 1, Texas 
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EDUCATIONAL 
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FOOT SURGERY 
AND CHIROPODY 


APPROVED FOR VETERANS 


Write for Bulletin BS-3 
NORTHWESTERN INSTITUTE OF 
FOOT SURGERY & CHIROPODY 

185 No. Wabash Ave., Chicage 1, Ill. 





Herron Elected Head of 
Pattern Makers’ Group 


BostoNn—Leroy J. Herron, president 
of the Quality Pattern Company, Bos- 
ton, was elected president of the Shoe 
Pattern Manufacturers’ Association of 
New England at the annual meeting 





LEROY J. HERRON 


held here recently. Mr. Herron has long 
been active in the affairs of the asso- 
ciation and has been in the shoe pat- 
tern manufacturing business since 1912. 

Other officers elected were: Vice- 
President, Ernest C. Doring, United 
Shoe Pattern Co., Boston; treasurer. 
Gordon T. Heath, Hutchison Pattern 
Co., Haverhill; secretary, Walter H. 
Michiels, David D. Noonan Pattern Co., 
Manchester, N. H.; and director, Stuart 
F. Jeans, Jeans & Gauvin Pattern Co., 
Inc., Haverhill. Past-President Law- 
rence J. Ewing, Lawrence J. Ewing Co., 
Haverhill, will serve in an advisory ca- 
pacity on the board of directors. 

This New England group is affiliated 
with the National Shoe Pattern Manu- 
facturers’ Association. Walter R. Guild 
will continue as managing director of 
this association, and George A. Schultz 
as associate director. 





Wage Cuts Announced 
By Brown Shoe Co. 


St. Louis.—Brown Shoe Co. has an- 
nounced wage cuts for about 10,000 of 
its employees, effective April 4, as a 
result of its contracts with employees 
based on changes in the cost. of living. 

Though the Brown Shoe Co. did not 
disclose immediately the amount of the 
cut, International Shoe Co. recently an- 
nounced a wage cut of 3 cents an hour, 
under provisions of similar contracts. 





Wholesaler Expands 


Los ANGELES—George Finkelman, 
wholesaler of nationally advertised fac- 
tory cancellation shoes for men, women 
and children, has moved to larger quar- 
ters at 109 E. 8th St., Los Angeles, 
Calif. Mr. Finkelman came here from 
Milwaukee, Wisconsin. 





Promotions Announced 


By Wohl Shoe Co. 


St. Louis—The board of directors of 
Wohl Shoe Company, St. Louis, has 
elected as company vice-president 31- 
year-old James C. Taylor, former sec- 
retary and director of personnel. 

The announcement of Mr. Taylor’s 
election was made by Executive Vice- 
President Milton Frank, at a meeting 
here of the Forward Club, organization 
of Wohl executives, department chiefs, 
and merchandise men. Mr. Frank de- 
scribed the move as a major step in the 
company’s plans to strengthen its or- 
ganization for meeting the more com- 
petitive business conditions the indus- 
try is already experiencing. 

Mr. Taylor has been associated with 
Wohl Shoe Company since his gradua- 
tion from Amherst College in 1939. 
After working as a salesman in the 
Wohl-operated main-floor shoe depart- 
ment at Kline’s, Inc., in St. Louis, he 
became an assistant merchandise man 
and in 1941 was named director of per- 
sonnel. He left the company on mili- 
tary leave the same year, volunteering 
in the Army, and served over five years 
before his discharge as a major, in 1946. 

In line with the company’s over-all 
plans were other recent Wohl promo- 
tions. Last month merchandise man 
Ben Peck, who joined the company in 
1936 as a salesman in the women’s shoe 
department at Kline’s, Detroit, was 
named administrative assistant to the 
company’s management team of Vice- 
Presidents Frank, Taylor and John B. 
Johans. Merchandise man Ben Alper, 
who started as a warehouse employee 
in 1931, and who rose successively to 
salesman, retail department manager 
and merchandise man, became assistant 
to Better-Grade Buyer Homer Baker. 
More recent was the appointment as 
assistant credit manager of Hadley 
Griffin, a war-time naval lieutenant 
commander, who joined the company in 
1947, after his graduation from Wash- 
ington University Law School. 


J. L. Johnson Vice-President 
Of International Shoe Co. 


St. Louis.—James Lee Johnson, di- 
rector of industrial relations at Inter- 
national Shoe Co., was named a vice- 
president of the company at the recent 
meeting of the directors. All other offi- 
cers and directors were re-elected. 

Mr. Johnson is the son of the late 
Oscar Johnson, a former president. He 
joined the company in 1927 after at- 
tending the University of Virginia. 
During the war he served as an officer 
in the Army Air Force, attaining the 
rank of lieutenant colonel. 





Buy Savings Bonds 
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eature ... ON SANDALS... 


FOR SPRING AND SUMMER SALES! 


“Price without quality is a fool's dream." 
We attain top-notch quality for you 
through specialization only! 





ORDER THEM NOW! 





707 BROADWAY + NEW YORK 3, N. Y. 

















Phy!-Flex They are walking out of scores of 
” America’s best stores with thousands | | D A we L | N G D | 


of customers inside them. Save by 


Srnec tomthemanancurr | | NORLDS Most, comm 
Write for new Spring Catalog. 

= @ Shoe Stands, groups and ele- 

ret ailers vations in metal and plastics. 





@ Displayers, Stools and Mirrors. 


Women’s, Misses’, Children’s @ Hosiery Forms in plastic. 10 
Wedgies, Casuals, Sports sizes from full length to kids. 


PHYLLIS WRITE FOR CATALOGS 


low heels SHOE CoO. L. A. DARLING CO. 


Salesmen: Some open territories. Write for details. Lowell, Mass. BRONSON, MICHIGAN 


























the Waldorf-Astoria on March 2. This 
is the first time in the history of the 
Academy that a line of women’s shoes 
has received the award. 


Emil Alvin Hartman, president and 
founder of the Fashion Academy, an- 
nounced the selection of Fortunet Shoes 
because of their original design, com- 
fortable fit and reasonable price. He 
added: ‘General Shoe has done an out- 
standing job; outstanding because For- 
tunet Shoes are not in the highest price 
range but rather they are in the medium 
bracket where design really has to be 
great.” 


Maxey Jarman, chairman of the board 
of General Shoe Corporation, in accept- 
ing the medal and scroll for his company, 
said: “The Fashion Academy, for over 
thirty years, has been one of the impor- 
tant influences in America in making 
people more fashion conscious and giving 
them something they all inherently de- 
sire—current interpretation of fashion 
as it best suits their personality. Our 
Fortunet line tries to translate that 
Emil Hartman (left) president and founder of the Fashion Academy, hands scroll desire into good-looking, good-feeling 

to Maxey Jarman, chairman of the board, General Shoe Corporation. casual shoes. However, the real design- 
ers of our shoes are the customers—the 

New YoORK.—The Fashion Academy eral Shoe Corporation of Nashville, women who wear the shoes and my salute 
seroll and gold medal for “Outstanding Tenn. for their Fortunet Line of flat,low is to the American women who are the 
Design for 49” was awarded to the Gen- and high wedgie shoes, at a luncheon in best dressed women in the world.” 
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BE THE FIRST TO SHOW MOTHERS 
EXCLUSIVE SPECIAL 
D> FEATURE SHOE 


Silent tread takes 
the jar out of 
each step, shapes 
to any width heel. 








$] 90 
Sizes 2 te 5 
Sizes 5'/, to 8 
$2.15 


C & D Widths in White, Smoke, 
Brown, Red, and Br/Smoke. 


SHOE CRAFT, INC. 


3425 VLIET, MILWAUKEE 8, WIS. 
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MAJORETTE BOOTS 
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@ White Eik Leather Uppers 
®@ Leather Soles 

@ Silk Tassels 

®@ Stitchdown Construction 
@ Sizes 4-9. 


$5.25 
Terms: 2/10 N/30 
Send og 
IMMEDIATE DELIVERY 
ARNOFF SHOE CO.,INC.,101 Duane St.,N.Y.C 
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IN STOCK FOR 
PROMPT DELIVERY 
J. M. CONNELL SHOE CO. 
South Braintree Mass. 
Pacific Coast Distributor 

Martin Lee Shoe Co. 
Les Angeles, Calif. 


Daniel S. Griffin to Sell 
O’Donnell Shoe Line 


HuMBOLDT, TENN.—The O’Donnel! 
Shoe Corporation of Humbolt an- 
nounces that Daniel S. Griffin has joined 
their sales organization and will carry 
the Propr-Bilt line of children’s shoes 


DANIEL 
$. 
GRIFFIN 





as well as other O’Donnell products, in 
the Eastern territory. Mr. Griffin is 
well known to the industry in general 
and to the retailers in the East where 
he has traveled for many years. 

In recent years, Mr. Griffin has been 
associated with John J. Holden in the 
sales promotion of several lines of foot- 
wear. Since October, 1948, when Mr. 
Holden rejoined the Selby Shoe Co., 
Mr. Griffin has maintained an office in 
the Marbridge Building, New York 
City. One of the best known Holden- 
Griffin successes has been the promotion 
of Songo hand sewn loafers, made by 
the Saco-Moc Shoe Corporation. 

A graduate of Fordham University, 
Mr. Griffin entered the shoe industry 
via retail channels, originally being em- 
ployed by Gimbel Brothers of New York 
as footwear specialist in their central 
buying office. In this capacity, he oper- 
ated for ten years, eventually becoming 
chairman of all group buying activities 
in the footwear field. 

Mr. Griffin will maintain his head- 
quarters in Room 811, Marbridge Build- 
ing, New York. 
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Uses Shadow Box in Trimming Window 





Plymouth, Mass.—Using a shadow box in his window to highlight play shoe types 
and a glassiess hand mirror to concentrate attention on other footwear, Frank 
Atwood, owner of the Plymouth Family Shoe Store here, has managed fo find 
ample room for his display of Ball-Band rubber-soled fabric shoes in the center. 

Awning and trellis add to the appeal. 
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Whenever You Use 
White Leathers 


COBBLERIGHT 
COBBLE -WHITE 


--.if's Snow White 
in Smooth and Elk 
N. BREZNER & CO., INC. 
BOSTON 11, MASS. TANNERY: PENACOOK,N.H. 
Elk, Smooth, Alligator Grains ... Sides 


ond Kips ... in staple shades, and in 


h:-% enlore. 











Grand Rapids Firm 
Changes Name 


GRAND Rapips, MICH.—The Grand 
Rapids Company, Inc., it is announced, 
has become a division of Simplex Store 
Equipment, Inc. of Grand Rapids. In 
addition to custom-built store fixtures, 
the firm is manufacturing stream-lined 
standard store equipment under the 
name of Simplex Store Equipment, Inc., 
which better identifies the product. The 
line includes show cases, counters, tables, 
wall and floor cabinets with interchange- 
able units. 

In order to render the best possible 
service, Simplex Store Equipment, Inc., 
has acquired additional manufacturing 
facilities with modern wood-working ma- 
chines to assist skilled Grand Rapids 
artisans in maintaining the quality of 
cabinet work for which Grand Rapids 
is famous. 

Complete planning and designing ser- 
vice through the main office is now 
available with branch designing units in 
leading business areas. Showrooms are 
now maintained in both Grand Rapids 
and Chicago. 

The present management of Simplex 
Store Equipment, Inc. consists of Lewis 
A. Geistert, president; Rudolf Malm, 
vice-president; Frank Sterzik, general 
manager and vice-president; and Bror 
A. Johnson, secretary-treasurer. 





Adds Lower Price Styles 


St. Louris— Theodore Samuels of 
Samuels Shoe Co. has announced the 
addition of two new lower priced styles 
to the company’s Spring line. They are 
white suede spectator pumps—one an 
open toe, open back shoe; the other a 
closed toe, closed back shoe, both retail- 
ing at $12.95. Either can be made up 
in any color trim that is desired, he 
said. 
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Retail Ads and Trout Flies 

















Manchester, N. H.—A picture of a 
fish creel, a real trout fly and the ad- 
monition, “Here's the hook to catch 
yourself some extra business" adorned 
the first page of a catchy folder recent- 
ly issued by the Sundial Shoe Company 
of this city. Addressed to Sundial re- 
tailers, the folder offered three retail 
advertisements fo help dealers start 
their Spring campaigns right. 





Ted Cohen Joins M. J. Saks 


New YorK—Murray Saks of M. J. 
Saks Shoe Corporation has announced 
formation of a special merchandising 
division to be known as the Saksplan, 
to service a group of major department 
stores independent of M. J. Saks’ regu- 
lar wholesale operations. 

The Saksplan was developed after 18 
months of research into current meth- 
ods of merchandising popular-priced 
women’s novelty footwear. The plan 
provides for the closest possible cooper- 
ation between the Saks buying organi- 
zation and the retailer to insure a main- 
tained inventory of maximum saleabil- 
ity; a steady flow of new style ideas 
into the retailer’s stocks; fast service 
on reorders; and reduction of mark- 
downs. Twenty major department 
stores are now participating. 

Mr. Saks has also announced the ap- 


pointment of Ted Cohen as general mer- 


chandise manager of the Saksplan divi- 
sion. Mr. Cohen was formerly shoe 
buyer for Jordan Marsh, Boston, and 
shoe merchandise manager for Kline 
Bros. Department Stores. 





Wholesaler Moves 


Los ANGELES—A. Arslan, owner of 
Arsmal, Inc., wholesale shoe jobbers. 
has moved to larger quarters at 105 
East 8th St., Los Angeles. His former 
address was 626 N. Cahuenga Blvd., 
Hollywood. 
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Infant’s and Children’s Shoes 


* EXTRA PROFITS because the 

Happy Go Lucky In-Stock Service 
Plan allows you to reduce your in- 
ventory while increasing your selec- 
tion oe fi a and sizes — this means 
more sales because you can please 
more customers. 


Immediate shipment on all orders 
assures fast fill-ins to keep your stock 
complete at all times. 


Add to these advantages the high- 

led, medically correct, nationally 
secndenll line of Happy Go Lucky 
Infants’ and Children’s Shoes and 
you have a winning combination for 


more business and extra profits. 
Three of our many beautiful styles 
are shown below. : 


Ne. 150 — All White 
ashable Kid Upper - 
Sole. Special 







Ne. 1000 (White), 

1001 (Black Pat.) 
Our beautiful Baby 
Doll. All leather, 
Nylon French Cord 
Bound. Sizes 2-12, in 
widths. 


Ne. 401 — Washable F ed 
Elk Intermediate. ma ee: 


Chubby last, uplife 
counter, moccasin 


vamp 
tongue. Sizes 1-4. 


ADVERTISAaD 


AMERICAN MEDICAL 
ASsociat ON 





Write for illustrated catalog 
showing all styles, sizes, and prices. 


ED WHITE JUNIOR SHOE CO. 
PARAGOULD ARKANSAS 
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“AMERICA'S FINEST" 


Toe and Ballet Shoes 
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$1.65 


AND UP 





Send for Catalog 
Terms: 2/10 N/30 





Men's, Boys’ and Women's 


ARNOFF SHOE COMPANY 





A, 6 6 ee, oe et 


WORK SHOES 


ee Oe eee 





Men’s Popular Priced Work Shoes 


and 


Men’s Steel Toe Safety Shoes 


Union Made 


GOODWILL SHOE COMPANY 


Holliston, Massachusetts 














Roger Kent Appoints 
Carolina Representative 


St. Lours—The Roger Kent Com- 
pany, 211 N. Seventh St., St. Louis, 
announces the appointment of Southern 
Display, 212 South College Street, 
Charlotte, North Carolina, as an au- 
thorized jobber representative in that 
state. 

Southern Display will have samples 
on display, including the new products 
that have been added to the Roger Kent 
line for 1949, and will travel salesmen 
to service accounts in that area on all 
plastic window and interior store fix- 
ture requirements. 


150 


Joseph Kaplan Predicts 
Good Export Business 


BostoN—“The coming year will be 
one of the best we have ever had so far 
as South African trade is concerned,” 





Joseph Kaplan in rickshaw 


predicted Joseph Kaplan, president of 
Colonial Tanning Co., recently returned 
from a two-month trip to that conti- 
nent. ; 

“T don’t think I was being taken for 
a ride, as this picture shows, when our 
agents told me there is an increasing 
demand for American tanned leathers. 
They say they will take just about all 
we can send them,” he commented. 

Mr. Kaplan is shown above in Dur- 
ban, Union of South Arica, in a rick- 
shaw pulled by a Zulu, dressed in full 
ceremonial regalia. 





Marshall B. Cutler Now with 


Commercial Illustrators 


Cxuicaco—On March 1, Marshall B. 
Cutler, who has been for many years in 
complete charge of advertising and 
sales promotion for the J. P. Smith Shoe 
Co., became associated with Commercial 
Illustrators, Chicago and New York. 

Commercial Illustrators, long active 
in the field of commercial art and 
photography, have engaged Mr. Cutler 
to head a new department. This de- 
partment will bring advertisers a com- 
prehensive assisting service in the crea- 
tion, planning, writing, illustration and 
production of effective sales promo- 
tional pieces and direct mail campaigns. 

Mr. Cutler’s success in creating, han- 
dling and supervising production of all 
forms of printed salesmanship is wide- 
ly recognized. His writing ability, 
knowledge of art, design, format and 
all the mechanics of production should 
prove a real help to many advertisers 
who feel the need of complete service. 
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THE SHOE AND LEATHER 
LEXICON — the 14th — is 
available again! 

This illustrated glossary of trade 
and technical terms serves a 
very useful purpose for it is filled 
with helpful information. It is a 
steady source for your daily ref- 
erence and your constant “tool 

of the trade.” 


The Shoe and Leather Lexicon 
75c per copy, prepaid 
BOOT and SHOE 


DER 100 East 42nd Street 
RECOR New York 17, N. Y. 












Vaisey-Bristo] Planning 
Move to Larger Factory 


ROCHESTER, N. Y.—Refitting of its 
newly-acquired two-story factory build- 
ing at 38-42 Scio St. here is expected 
to take about three months, Robert A. 
Bristol, vice-president and treasurer of 
the Vaisey-Bristol Shoe Co., Ince., re- 
ports. 

The firm will move from leased quar- 
ters at 625 Goodman St. S., where its 
190 employees are now engaged. Roches- 
ter is headquarters for the manufac- 
turers of Jumping Jacks for children 
and the new building will house main 
factory, general and sales offices and a 
warehouse for shoes produced in the 
Skowhegan, Me., plant. Vaisey-Bristol 
also has a factory at Monett, Mo. 

The federal referee in bankruptcy 
has approved the sale of the Scio St. 
building to Vaisey-Bristol for $85,000. 
It formerly was owned by Kryptar 
Corporation, film makers. Mr. Bristol 
reported that he expects employment at 
the new plant to rise to 220 eventually. 
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Jewel-Tone Leathers 
Recommended by Stylist 


New. YorkK—Presenting the Fall color 
line of the Allied Kid Company in the 
New York showroom, Rhea Nichols, 
leather stylist and shoe consultant, em- 
phasized recently the necessity for a 
complete promotion tie-up for the com- 
ing season. “The retailer today,” she 
said, “needs a coordinated program. To 
project it, he needs the help of basic in- 
dustries.” To illustrate her remarks, 
Miss Nichols showed dress, suit and 
coat fabrics culled from pre-market 
showings. These color groups displayed 
together showed the color relation of 
shoe and accessory leathers with ready- 
to-wear fabrics. 

“Colors belong in family groups, 
Miss Nichols continued. “Therein lies 
our promotion story. The Allied Kid 
Company colors are jewel tones. Rich, 
vibrant, deep hues are reproduced in 
suede kid, glazed kid and maracain. 
Each, like a precious stone, goes with 
many ready-to-wear fabrics. Each, 
like a gem, enhances a costume color. 
Each dramatizes the ‘setting’ or acces- 
sory for which it is selected.” Using 
pullovers, bags and umbrellas, Miss 
Nichols showed the effect with pieces of 
fabric. 

“This is a year, we feel,” she said, 
“when retailers are anxiously looking 
for tailor-made coordinations. We have 
a package here in the jewel tones which 
we think is sound, and which can be 
followed by large and small retailer 
alike. Its individuality will be deter- 
mined by store locale, the imaginative- 
ness of the coordination, merchandising, 
advertising, and display staffs.” 

Color, like the silhouette, is soft, not 
blatant. Accessory eolors like gems, 
have an integral beauty and adaptabil- 
ity. Brown accessories have a big sea- 
son ahead. This fact is apparent, not 
only because of the interest in the color 
as such, but, brown accents will en- 
hance the important yellow to gold 
tones, the beiges, and the tweeds. Spring 
Navy and gray coats and suits will take 
ruby, amethyst, agate and moonstone 
shoes, bags, belts. Taupe will go head- 
to-toe in high fashion. 

Speaking of shoe styles, Miss Nichols 
said, “Interesting toe lines achieved 
with new wood will stimulate closed 
toe business. Walled but pointed, ta- 
pered, sloping toes are in the trend. 
Contrasting tabs, plunging throat lines, 
lacy and sheer effects, much stitching 
(in definite patterns) are new notes.” 


” 





Features Children’s Shoes 


FLUSHING, N. Y.—The Lu Deb Boot- 
ery at 181st Street and Union Turnpike 
was recently opened, featuring Dr. 
Posner’s Scientific Shoes for boys and 
girls. In addition, a full line of na- 
tionally-advertised casuals for women 
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SHOES FOR 








INFANTS AND CHILDREN 





Careful designing of lasts, rigid selection of materials and 
exacting standards of workmanship make Play-Poise the logi- 
cal selection for the merchant who is determined to build a 


| QUALITY business. Consistent National Advertising tells this 














NATIONALLY 









Quality story to “PARENTS” effectively and forcefully. 


IN-STOCK 


Investigate Virginia Per- 
petual Inventory Plan. 
it is the modern, scien- 
tific way to keep your 
Selling geared to our 
IN-STOCK Department. 





Style 34! 
Tan Elk Moccasin Oxford 
with Avonite sole, 8!/-11. 
B,C, D, E widths. §2!/2-3 
B, C, D widths. 











ADVERTISED 








and teen-age girls’ and growing girls’ 
shoes is being carried. During opening 
week, souvenirs were given with each 
purchase. 

The store is owned and operated by 
Eugene M. Berger who has had a varied 
experience in shoe retailing. He has 
worked as a salesman for Blooming- 
dale’s and for a Florsheim and Queen 
Quality agency in Astoria. In 1927 he 
started to work for Regal Shoe Com- 
pany, but in 1930 he left to join Saks 
and Company. After several years, he 
returned to Regal to work in their win- 
dow decorating department. When he 
left Regal to open this new store he 
was salesman and assistant manager. 


Formal Opening for 
Newly Named Store 


ForT WAYNE, IND.—Closed since Jan- 
u'sry 10 to complete an extensive remod- 
eling program, Reed’s Shoe Store, 816 
South Calhoun St., recently held a formal 
reopening under the new name, Reed’s 
Mary Jane Store. Byron Moss is the 
manager. 

The remodeling includes a new front 
which gives the store a two-story facade, 
new display windows, and a completely 
redecorated interior, including chairs 
and display cases. The interior decora- 
tions include walls in coral. 











Whe & | 


Duy a, 


CHAIRS AND STOOLS 











Exclusive distributor of the popular ART 
CHROME Steel Furniture for the 
Trade. Samples can be seen in our dis- 
room or write for ili folder 
ond prices. 
LYONS & COMPANY 
120 DUANE STREET NEW YORK 7, WN. Y. 

















JOBS | 


BARIS SELLS 


Quality Shoes from Surplus 
Merchandise. Better for Less 
BARIS SHOE CO.., Inc. 
WOrth 2-5180-1 
79-81 Reade St., New York 7, W. Y. 
Sample Office, Haas Bidg., Los Angeles, 

















Cel. 











PRICE TICKETS 








PRICE TICKETS bring sales! 


Many Colors—109 prices to choose from 
WRITE FOR FREE SAMPLES 
MERCHANT'S SERVICE DEPT. C 


| 
BOOT AND SHOE RECORDER | 


209 So. STATE ST. CHICAGO 4 














Business Tax Opposed by 
Buffalo Shoe Men 


BuFFALoO, N. Y.—Opposing a Buffalo 
business tax, the Greater Buffalo Shoe 
Retailers Association reminded that 
another tax—on British tea—started 
the American Revolution. The as- 
sociation’s board of directors met re- 
cently in the Stage Door Restaurant. 
A resolution declared the group is 
“irrevocably opposed to the _ three- 
tenths of 1 per cent business tax” and 
explained: 

“It pyramids taxes many times from 
the raw materials tc the finished prod- 
ucts. It does not tax earnings but 
gross receipts of any business or ser- 
vice, whether the same is operated at 
a profit or loss. It will drive em- 
ployers from Buffalo.” 
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Juvenile Customers Get 
Treat After Fitting 


Wauwatosa, Wis.—A gaily painted 
carousel horse upon which the young 
fry can sit while being fitted with new 
shoes has proved to be an attraction in 
the Ray Deutsch Juvenile Footwear 





Well-behaved juvenile customers get 
ride on carousel horse. 


store at 6119 West North Ave., here. 
It glides back and forth upon its wooden 
base and so gives each youngster a ride 
like the one he remembers from the 
amusement park. 

In fact, that’s where this steed came 
from. Owner Ray Deutsch, who oper- 
ates the main branch of this firm in a 
store at 603 North Milwaukee Street, 
Milwaukee, bought it from the manage- 
ment of the amusement section at La- 
guna Beach Park in New Jersey. 

This Wauwatosa branch managed by 
William Boll, has a modernistic glass 
front, and so Mr. Deutsch felt it was a 
“natural” for some kind of display. 
preferably one with movement. So he 
had this horse placed in the window. 

Manager Boll likes to keep a ride on 
ihis horse as a treat for a well-behaved 
customer. He and his staff of two wait 
on the customers in their parlor type 
of shoe store; and then before leaving 
with his purchase, the youngster is per- 
mitted to meunt the horse for a ride. 

Even the wallpaper ties in with this 
horse, for there are little carousels all 
over the pattern. Mr. Boll had picked 
that pattern out when the store was 
being opened recently in this fast-grow- 
ing suburb. “I knew we’d be catering 
to young married people and their fam- 
ilies,” he comments, “so I tried to make 
our place appealing to them; and that’s 
another reason we made use of this 
horse. It’s proven to be our best ad- 
vertising!” 





George B. Hess Visits 


West Coast 


SEATTLE, .WASH.—George B. Hess, 
president of the National Shoe Retailers 
Association, was a Seattle visitor recent- 
ly. Mr. Hess was entertained at a 
luncheon by Seattle shoe retailers at the 
Washington Athletic Club, and spoke of 
the work of his association. 














Retailing 





Ideas 








SHOE RETAILERS 


LOOK AHEAD! 


for quick help from the only book of its 


138 specific shoe promotions, the id 
from the entire retailing field for instant 
adaptation to his particular requirements. 
Foreword by PAUL H. NYSTROM, Pro- 
fessor of Marketing, School of Business, 
Columbia University. 
Please remit with order. 
|| $28, 3.50 
BOOT AND SHOE RECORDER 
100 E. 42nd St., New York 17, N. Y. 


40 Chpts. 
Postpaid 














Promotions Announced 
By Shoe Chain 


DatLAs, TExAS—The Austin Shoe 
Store chain here recently made a num- 
ber of personnel changes among the 
managership of its local stores. 

W. D. King was named manager of 
the Austin Shoe Store at 1020 Elm 
Street, replacing D. E. Beech who was 
transferred to the Beaumont store as 
manager. Alfred Ayers, formerly as- 
sistant manager of the Oak Cliff store, 
has succeeded King in the Grand Ave- 
nue Store of which he was manager 
before being transferred to his new 
position. Mallard Barber, former as- 
sistant manager of the Elm Street 
store, has been promoted to the man- 
agership of the Oak Cliff Store. 





Miami Firm Moves 


MIAMI, FLA.—The Philip Shoe Com- 
pany, local manufacturers’ distributors 
of play shoes and moccasins, has moved 
from its former quarters at 1415 N. E. 
Second Avenue, Miami, to larger quar- 
ters in the Aviation Building. 
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| SELLS FAST vecause 


| Magical TRIPLE Support 
| Corrects 90% of 
Foot Pains 






Concentrate a eh 
in 
Your Buyiné | Na | Scott's HEALTH-ARCH 
we Bg a It brings such exceptional foot relief—is such an 

MARBRIDGE BUILDING , 4: unusual value—many dealers sell hundreds of pairs 
Here you have the Ta gi Ta se od a year! You can, too. And you can't beat it for 
Toei of Men's, — Wwe 4 profits. Sells readily at $5 a pair. Some get up 
Woerens and Cl. I we3T STREET if to $12.50 a pair including their service. Figure 
dren's Shoes, Play [uikshs hahaa BA i, it out. Order a trial dozen pairs today. 
Shoes and Slippers 7 : SIZES: Ladies, 4-10; Men, 6-12, wide and narrow 
in the country. c Doz. Pairs, $24 Gr. Pairs, $277.60 


Your name printed on dozen ir orders or more. 
Small type charge on first order only. 






SOLD EXCLUSIVELY 
THROUGH SHOE STORES 
SHOE DEPARTMENTS 
AND FOOT SPECIALISTS 












Si coll 
Re rag _fOOT APPLIANCE J 


OMAHA2. WEBRASKA 








Holds Voting Contest to 


Increase Sales 


FAIRMOUNT, IND.—Shoes are spark- 
ing a children’s contest being held by R. 
M. Hall & Co., department store, in a 
bicycle sales-vote contest from Feb. 14 
to April 9. Ten prizes are being offered 
with a bicycle as top. 

Votes are gained by contestants as 
follows: 10,000 for each pair of Star 
Brand shoes purchased; 20,000 for each 
pair of Poll-Parrot, Trim Tred or Rand 
shoes; 2,000 for each pair of old shoes 
tied together each Monday with a limit 
of 100 pairs per contestant each Monday; 
20,000 for registering; 2,000 votes for 
adults friends who register at the store 
on Wednesdays without a purchase being 
necessary and vote for a contestant; 2,- 
000 for passing out vote cards, 5,000 for- 
getting friends to make a purchase with 
the vote cards and vote for the contes- 
tant; 2,000 votes for each $1.00 pur- 
chase; and 4,000 votes for each $1.00 
purchase on Fridays. 








CHARLES L. CONNER MERRITT S. HIGHAM 


Department Store Buyer 


As previously reported, several new men have been added to the sales staff of Named 

Dunn & McCarthy, Inc., and are now in their territories with that company’s oe Vi Lib h 

line of Enna Jettick shoes. Mr. Higham had had many years of retail experience ind ssi gee gy a ng oi wie pe 

before deciding to go on the road. Mr. Conner was manager of a retail store women’s, and children’s ie for the 

watil he joined the Army Air Force in which he served four years. Mr. Higham = Troy Department Store, here. He was 

covers Wisconsin, Northern and Central Illinois and part of the city of Chicago. formerly in the retail shoe business in 
Mr. Conner's territory is Southern Ohio, Kentucky and Southern Indiana. Chicago and also in Iron River, Mich. 
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assified and WavAds 


SALESMEN WANTED | SALESMEN WANTED | SALESMEN WANTED 


STITCHDOWN 


YOUR FUTURE | 
MAY BE IN THIS ADVERTISEMENT om SALESMEN em 


Make-up, and also in-stock for following 

















An excellent opportunity to travel for one of America’s best States: 

known Manufacturers of Rubber, Canvas Sport and Casual and Iinois = Indiana Ohio 
Woolen Footwear. A line that is nationally advertised and pro- Wisconsin al nr 
moted with a trade mark known to millions. This is a permanent Texas pronase a ag or ctl 
position. To qualify you must be between 25 and 35 years of pang oy ag dr ginger py 





age, with retail footwear experience, and free to travel. Must 
be ambitious, aggressive, a hard worker, in good health and of 
good character. An automobile is necessary. It’s a job with a - 
future. Tell all about yourself (in confidence), in your first let- 10%, COMMISSIONS 
All territories open—Canadian Manufac- 


ter to turer of fast — Hand a 
1m; 
Address Box 145, care BOOT & SHOE RECORDER, 100 East 42nd Street, New York 17. N. Y. ae Gam Gace Ge 
interest Volume Buyers. Goods shipped 
from American Warehouse. 
Address Box 150, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 





























UNLIMITED OPPORTUNITY SALESMEN 


. . carry i hort Li f 
For earnings available to HONEST, CONSCIENTIOUS, HARD- imtsek tileute’ oan Culiarons Shean 
WORKING men with SALES ABILITY, seeking a life-time con- ee te eS 
nection where they will be happy in their work. tection on territories now open. An 
Two excellent territories now open—(1) North Carolina and the ideal side-line. Address: 


Virginias; (2) Middle West Territory. aati ot isc — co. 


Complete, well accepted line. Must know corrective fitting, have car 
and be free to travel. Previous road work helpful. Full time— 
no sideline. 


Write in confidence to Mr. Eriewine, giving full particulars, qualifications and photo. 
SCOTT FOOT APPLIANCE COMPANY S H 0 E 


1701 Webster St. Omaha 2, Nebraska S A L E S M A N 


WANTED 
TOP FLIGHT SALESMEN WANTED Southwestern territory: Texas, 





























For Nationally Advertised, High Quality Line in These Territories: Oklahoma, Louisiana, Arkansas. 
1. CHICAGO: No objection to Non-Conflicting Line; Nationally Advertised Line of Chil- 
Straight Commission. dren's Goodyear Welt, Cement 
2. OHIO, KENTUCKY: Contacts with Chain Stores would Process Shoes has an opening for 
be helpful. a high-type Salesman who may now 
3. WEST: Side-Line Salesmen, now carrying Medium be carrying Men’s and Women’s 
Priced Line. Line. Commission basis. 
WE ARE TOPS IN THE EAST, AND ARE NOW BUILDING NATIONAL DISTRIBUTION. 
Address Box 161, care BOOT & SHOE RECORDER Address Box 171, core BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. ee as Set, See et SM 

















CLASSIFIED ADVERTISING RATES 


‘The rate for undisplayed classified advertising is 12 cents a word under any of our classified headings. When a box 
number is desired, addressed to any of our offices, 12 words must be added for this and charged at the word rate. If 
advertiser’s own name and address is used, count each word (street number is one word) at word rate. Classified adver- 
tising is payable in advance. Send check or money order with your copy. No accounts are opened for classified ad- 
vertising except for regular advertisers on contract. 

The rate for all displayed or boxed in classified advertisements is $10.00 an inch with a maximum of 46 words per inch. 


t= Advertisements for this page must be in our New York Office 15 days preceding publication date “= 
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SALESMEN WANTED 





SALESMEN WANTED 


} 
| 


SALESMEN WANTED 











tion. Nationally advertised Lines, 


in Midwestern States. 


S A L E S M E N = Immediate money making Lines for experienced salesmen. 
Become affiliated with nationally known Midwest Distributor and Factory 
popular priced for Independent Retailers, 
Stores and Small Chains; Make up as in stock. Need several men to complete coverage 
Established active accounts turned over for immediate earnings. 
full personal qualifications and territory desired in first letter. 


Address Box 173, care BOOT & SHOE RECORDER, 209 South State Street, Chicago 4, Illinois 


Sales Organiza- 
Department 


Give 


All replies confidential. 











SOLID OPPORTUNITY 


Energetic Shoe Salesmen to take over 
established territory now open for 
first time in many years in Florida, 
Pennsylvania, Ohio, Kentucky, Michi- 
gan, West Virginia, Virginia, Texas, 
Alabama or Tennessee (choose one). 
5% commission, plus special bonus, 
brings excellent income to present 
staff of 17 men in other Eastern 
States. Branded Men’s and Boys’ Dress 
and Work Shoes exclusively retailing 
from $4 to $8 in stock. 


This is a rare opportunity. 
Applicant must have car. 


THE PILOT SHOE COMPANY 


Frank P. McShane, Soles Mgr. 
31 Hopkins Place, Baltimore 1, 
Established 1899. 


Md. 





SALESMEN 


Quality Minded, to sell one of the 
Leading Pennsylvania made Juvenile 
Lines of Welt and Prewelt Shoes in 
the following territories: 


Virginia, North Carolina and 
South Carolina. 


Georgia, Alabama and Florida. 


Tennessee, Louisiana, Arkansas 
and Mississippi. 


Only men with experience calling on well 
rated, quality Shoe and Department 
Stores need apply. Commission basis. 
Give complete details as to age, experi- 
ence and other qualifications in first 
letter. No objection to non-conflicting 
Lines. 


Address Box 159, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 











SALESMEN WANTED 


Wanted by Growing Shoe Manufacturing 
Company two additional salesmen; one for 
South-West, including Texas and Califor- 
nia; one for South, including Florida, to 
sell beautiful Line of Linen Shoes, Clogs, 
Ramps and Wedgies, retailing from $5.90 
to $9.90. Commission only. 

Address Box 177, eare BOOT & SHOE pare 

100 East 42nd Street, New York 17, 











REPRESENTATIVE 


For the Following Territories: 
West Virginia, Virginia, North 
Carolina, South Carolina, Florida, 
Georgia, Alabama, Mississippi, to 
carry Nationally Advertised Line 
of Top Grade Children’s and Grow- 
ing Girls’ Welts, both regular and 
orthopedic. No objection to non- 
conflicting side line. Write, giving 
details of qualifications and experi- 
ence. 

Address Bex 183, care BOOT & S 
100 East 42nd Street. New Y vouirnne 

















WANTED 


3 TOP SHOE SALESMEN CAPABLE OF EARNING 
BETWEEN $5,000.00-$10,000.00 PER YEAR. 


Well established Boston Wholesale 
House carrying a complete Line of 

1. Men's Work and Dress Shoes 

2. Boys’ Work and Dress Shoes 

3. Children's Shoes 

4. Tennis Footwear 

5. Rubber Footwear 

To travel—Maine, New Hampshire, Ver- 
mont, Rhode Island, Connecticut. 

A good job for the RIGHT MAN 
Write today for further information. 
All replies confidential. 

Address Box 164, core BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 
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SALESMEN 


To sell Heel Gripper Shoes in Stock and 
make-up for the coming season for the North- 
west and Greater New York. Applicants wilb 
be judged on past selling records. All replies 
confidential. 


ALTMAN BROS. SHOE MFG. CO. 
1911 W. Eighth St., Cincinnati, Ohio 











ALESMEN WANTED FOR NATIONAL 
DISTRIBUTOR’S LINE of Men’s and 
Boys’ Shoes, in Texas, Louisiana, Mississippi, 
Alabama, Virginia, West Virginia, Pennsyl 
vania, Iowa, Northern New England. Address 
#965, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y 








ph ere agen ray 2 ESTABLISHED CON- 
CERN, Looking for reliable Sclesmen te cover follow- 

ing territories with POPULAR LINE of INFANTS: 4 

CHILDREN’S PREWELTS, with Stock Department: 

Kentucky, Tennessee, Ohio, Indiana, Illinois, Wiscon- 

sin, Minnesota, lows, Missouri, 

No. and Se. Dakota, Colorade, New Mexico, Arizone. 

Gice full details with applica 
Address Box 121, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, 














REPRESENTATIVE WANTED ‘o carry 
Line of Stitchdown Shoes. Give details and 
references in first letter. Address Box #180, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 


| NCREASE YOUR INCOME BY SELL- 
ING NATIONALLY KNOWN, readily 
salable, popular priced Shoe Trees as a side- 
line. Address #169, care Boot & Shoe Re 








LIFETIME OPPORTUNITY 


Two Salesmen Wanted by Well Known, 
Long Established Firm Manufacturing 
High Grade Men's Shoes. Top Quailifi- 
cations in background and ability es- 
sential. Complete West Coast and Mid- 
West territories witk established busi- 
ness ore available. Reply for interview 
stating sage, background, experience, 
.quolifications. Finest opportunity for 
top-notch men. All replies confidential. 


Address Box 168, eare BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 








SALESMEN 


Slippers and Playshoes; Repetable Manufac- 

turer, Ree ae a $s 9 8 1 

price Leather e Slip a pecia 

Process Playshoes; want a so esmen ail terri- 

tories; full or side line; Commission. 

Address Box 174, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 











SALESMEN WANTED 


Shoe Manufacturer wants experienced sales- 
men with following to sell on commission basis 
to Volume Buyers, complete Line of Men's and 
Boys’ Dress Shoes, retailing at $4. and $5. 
State experience and references in first letter. 
All replies strictly confidential. 

Address Box 170, care BOOT & SHOE 7.<om 

100 East 42nd Street, New York 17, N. 














F-XFERIENCED SALESMEN CALLING 
ON INDEPENDENT RETAILERS. Fast 
moving Jobbers, offers Line of low priced Wo- 
men’s Casuals, Children’s Stitch-downs. Prices 
will meet competition. We pay 7% commission, 
Write us in strict confidence. Address 2146, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 


corder, 100 East 42nd Street, New York 17, 
ANTED: SALESMEN TO SELL _IN- 
| FANTS’ AND CHILDREN’S FINE 





PREWELT SHOES throughout Indiana and 
illinois, including Chicago. Must have experi- 
ence, Address #166, care Boot & Shoe Re 
sorder, 100 East 42nd Street, New York 17, 





ALESMEN, ON COMMISSION BASIS, 

to sell complete Line Felt and Leather Hand 
Turned Slippers and Women’s Kid Comfort 
Shoes in the following States: Michigan; New 
York and Pennsylvania. Address 2160, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 








SIDE LINE SALESMEN WTD. 


ANUFACTURER OF METAL, RHINE- 
STONE AND CUT STEEL SHOE 
BOWS desires salesmen calling on Ladies’ 
Shoe Trade, to carry on small tray of terrific 
Metal Ornaments, RHINESTONE CREA- 
TIONS, 751 No. 39th Street, Philadelphia 4, Pa. 








SIDE LINE SALESMAN 


Liberal Commission on fast-selling Line 
of Individually Printed Price Tickets and 
Sale Promotional Maierial designed exclu- 
sively for the Retail Shoe Field. State ter- 
ritory covered. Replies confidential. 


DISPLAY MARKETERS, INC. 
S. Sth Street, Philadelphia 6, Pa. 














I F YOU HAVE FOLLOWING, and can “Sell 
something simple,” very good retail $5.95 
value, Women’s Informals; just three 
styles that will give you re-orders. All terri- 
tories except California are open. Give refer- 
ences. SUNICAL SHOE FACTORY, LTD.., 
Escondido, So. California. 


S ELL GENUINE ALLIGATOR MEN’S 
WALLETS to Shoe Departments and Stores. 
Priced 40% below average retail price. Direct 
from Manufacturer. All territories open; Lib- 
eral commission; All particulars in first letter. 
HERBERT MANE, ion #811, GPO, New 
You®. 45° 7x. 
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SIDE LINE SALESMAN WTD. 


LINE WANTED 


WANTED TO PURCHASE 





SIDELINE SALESMAN to carry Attractive 
ndals 


Short Line of Children’s Barefoot 
and Slippers. Fast sellers. Address #136, 
care Boot & Shoe Recorder, 100 East “2nd 
Street, New York 17, N. Y. a 





SALESMEN, TO CARRY AS SIDELINE 
Top Grade Baby Shoes, sizes 0 to 4. Hand- 
sewn Moccasins in Elk only. Good margin, in 
stock system. Top commission. Address #163, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, _& 





IDELINE, RELIABLE SALESMAN, for 

Highest Grade a Sewn Line of Loafers; 
Beaded Slippers; also Children’s Winter Over- 
boots, at attractive prices, for New York City 
vicinity; also Midwest and Southwest. ADI. 
4 en FOOTWEAR CORP., Antwerp, 
_ 








POSITION WANTED 








AVAILABLE MAY Ist. 


Manager, $200,000. Men's Shoe Department, 

Midwest, 20 Years’ experience in all phases, 

desires to locate in Arizona or vicinity. 

Family man, 40 years old; veteran; person- 

ality and appecrance above average. 

Address Bex 172, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 














FOR LEASE 








New Brunswick, N. J. 
Corner Store 60x19 


TO LEASE 


Excellent location for quality 
retail shoe store. New construc- 
tion; most beautiful building in 
town, opposite Bank, Post Of- 
fice & City Hall. Tenants in- 
clude Metropolitan Life, John 
Hancock and Prudential Life 
insurance companies. 


Address Box 181, core BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 














FOR LEASE: MEN’S AND BOYS’ SHOE 
DEPARTMENT in Shoe Store now cater- 
ing to Women’s Shoes. Best location in Ohio 
town of 35,000 population. Write to: 140 Erie 
Street, S. Massillon, Ohio. 








FOR SALE 


OMPLETE MEN’S ROMEO OUTFIT; 

Eleven Hundred Pair Lasts; Dies; Pat- 
terns, Landis New Model Stitchers; Landis 
Rough Rounder. Puritan Stitcher; Marking 
Machine; Patterns. Address: Box #178, care of 
Boot & Shoe Recorder, 710 North 12th Blvd., 
St. Louis 1, Mo, 








! 








POPULAR PRICED MANUFACTURER'S LINE 


of Men's Hard Sole Slippers, by two welli- 

known New York representatives with large 

followi among the Retail and Volume 

Trade. Line to carried on strictly com- 

mission basis. 

Address Box 175, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 








EXECUTIVE TYPE 


Seeks connection with Manufacturer of Men's 
and/or Boys’ Shoes catering to the Volume 
Trade, with thorough knowledge of selli 
as well as knowledge of Factory Styling an 
Merchandising. Showroom in Marbridge 
pee 

Box 176, care BOOT & SHOE 7 oe 

100 East 42nd Street, New York 17, N. 

















ALESMAN WITH SUCCESSFUL BACK- 

GROUND OF SELLING Women’s, Chil- 
dren’s Shoes for the past 17 years. These Lines 
include Novelty and Corrective Footwear. Large 
following in New York State, including Metro- 
politan Area; Pennsylvania and New Jersey. 
Will consider commission basis on Line of 
merit; Manufacturers only. Address #165, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 








NEW ENGLAND 


Personable Young Man, well grounded in 
Shoe Business desires Manufacturer’s Line 
for this territory. Presently calling on 
Shoe Retailers in lower New England, 
with allied Line. Desires full time Line; 
Confidences respected. 

Address Box 182, care BOOT & SHOE RECORDER 

100 East 42nd Street, New York 17, N. Y. 














XPERIENCED SALESMAN, LARGE FOL- 
LOWING Chain, Department Stores and 
Retail Trade, wants Manufacturer’s Line Chil- 
dren’s Shoes or Slippers for Greater New York 
and Connecticut. Address #185, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y. 


WE BUY 
SURPLUS AND COMPLETE STOCKS 
OF BETTER GRADE SHOES 
FOR CASH 
SHORT LEASES ASSUMED 


YOUR NAME AND BRAND 
PROTECTED 


IRVIN RUBIN, INC. 
“The House of Jobs” 
89 READE STREET 
New York City 
Phone BARCLAY 7-7887 








MY HOBBY 
Buying, Selling Shoes for 35 years 
CASH TOP PRICES 
Discontinued stocks 
HARRY HESS 


76 Reade Street New York 7, N. Y. 
Telephone: WOrth 2-896! 








GET TOP VALUE 


In Selling Your 
e SURPLUS STOCKS or 
e COMPLETE STORE 


CAMITTA SHOE CO. 


120 NO. 4th ST. PHILADELPHIA 6, PA. 
Phone Lombard 3-2062 








WILL BUY CLOSE OUTS AND 
COMPLETE STOCKS 


of Quality Shoes for Men Women and 
Children, 
For Cash 
BROITMAN-GAFFIN SHOES, INC. 


147 Duane Street, New York 7, N. Y. 
Telephone BEekman 3-7290 














HELP WANTED 


EXPERIENCED SHOE SALESMAN FOR 
COLORADO DEPARTMENT STORE, 
between the age of 30 and 45. Must be honest, 
dependable and capable. Excellent opportunity 
for advancement. State all references and par- 





ticulars. Address #158, care Boot & Shoe Re- 
sorder. 100 East 42nd Street, New York 17, 





RE YOU LOOKING FOR A FUTURE? 

Young organization, going places, is look- 
ing for several topnotch shoe Managers for 
Medium and Better Grade Departments in — 
necticut, New Jersey, Virginia, etc. Good sal- 
ary and wonderful opportunity to grow with 
concern. Our organization knows of this ad. 
Reply in detail, age, salary now earning, strict 
confidence. Address Box #184, care Boot 
Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y 








WANTED TO PURCHASE 





WOMEN’S, CHILDREN’S SHOE DEPART. 
MENT "doing $100,000 volume in one ot 
West’s Finest Women’s Stores. For particu- 
lars address #167, care Boot & Shoe Recorder, 
100 East 42nd Street, New York 17, N. Y. 


RARE BUY, WOMEN’S CHILDREN’S 
SHOE STORE; Established ten years; 
Wonderful location, ‘Queens, Long Island. Na- 
tionally advertised Lines. $16,000 asking price. 
Address Box #162, care Boot & Shoe a 
100 East 42nd Street, New York 17, N. 
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SELL YOUR JOB LOTS 


SAM CAMITTA & SONS 

95 Reade St., New York 13, N. Y. 

Foremost Shoe Buyers Since 1906 
COrtlandt 7-6378-9 














RCH TYPE B poe FOR MEN, WOMEN 
AND CH REN. Close-outs or com- 
plete Stocks. Wik pay top cash prices. 


STRAHL SHOE CO., Exporters and Import- 
ers, 1230 Fifth Avenue, San Diego, California. 











JOBS - CANCELLATIONS - CLOSE OUTS 

AND IRREGULARS FROM FACTORY 

SOURCES ONLY - FOR DETAILS WRITE 
P. O. BOX 805, 
SYRACUSE, N. Y. 














S HOE STORE, DOING $50,000. VOLUME, 
or more, in Chicago area or Middlewest. 
Address Box #179, Boot -& Shoe Recorder, 
100 East 42nd Street, New York 17, N. Y. 


TOP DOLLAR! 


FOR YOUR ODDS AND ENDS, CLOSEOUTS 
OR COMPLETE STOCKS 
EDDY SHOE COMPANY 
ALWAYS RELIABLE 


132 No. 4th St. Phila. 6, Pa. 
Phone: LO 3-9533 























Buy Savings Bonds 
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MERCHANTS’ NEEDS MERCHANTS’ NEEDS | MERCHANTS’ NEEDS 











































































WINDOW REACHER —A SALES SAVER | 
Sturdy Construction, will last a life time. NEW ADJUSTABLE 
Overall length five feet. j Price ns in Qo C 
—————— | remains Por Ly 
= Spot new merchandise in your windows in on instent’s | desired pos for Brice Tes 
Price $5-50 eee” |i) 
Flore Sales Saver Company, Room 700, 503 N. Twelfth Bivd., St. Lewis 1, Missouri This is an ex- 
} clusive pat 
ons mend 
$5 gross 
$2.75 
WANTED TO PURCHASE WANTED TO PURCHASE | > « cen 
M. D. POLLINGER CO. 
HOLLAND BLDG. ST. LOUIS, MO. | 
BARIS BUYS for CASH ) 
Quality Shoes for Men, Women ‘ 
and Children e Sher Term Leases Assumed 









Scrupulous Protection foses-TTE Fil ue ie mie ee 


ARIS SHOE CO., Inc. 


New York 7, WN. Y. Tel.: WOrth 2-5180 | MAKE THAT SHOE FIT 


SHOE DOCTOR SHRINKERS 

















CASH PAID FOR | 
SHOE STORES 
CLOSE OUTS, JOB LOTS 
SHORT LEASES ASSUMED 


B. SABIN 


93 READE ST. NEW YORK 13, N. Y. 
Telephone WOrth 2-2515 





FIT COMES FIRST. Make shoes 
fit around the ankle. Step gap- 
ping at the sides and slipping in 








the heel (no more heel liners 


MERCHANTS’ NEEDS 





necessary). All fullness or wrink- 











les in leather or fabric easily 
shrunk without harm. Assure foot 
comfort for hard-to-fit feet. 





* ADULT MODEL $15.00 
* JUN ] 5.00 ; nee 
ee en TSS Special combination offer $42.50 


) Efficiency | @uids included in above prices) 


Send your order or write for detail information. 


—here's how to get © | 
| E. C. SMELTZER CO. 
More Business! | Of Fit 121 E. Sist Street, indianapolis, ind. 


HE Vincent Edwards Idea Clipping 
Service has over 2,000 satisfied users. 
Each order filled according to what j 
you want; wholesalers usually request best | | 


retail ads: manufacturers usually want ads } | 
of competitive brands. by 
You will find that a study of newspaper | | 


ad clippings is the quickest and least ex- | THE 


Curved type iron 











) Wy O\ERTISING 
ner Va GQUTTLU. 5 


YOURS WITH THE er 











pensive way to keep in touch with what's | | 















going on. Wit the Brannock Adult and j 
Use coupon below to learn more about Junior Model Devices, the shoe fitter INVISI BLE 
this valuable service and the special short ee di “Heel-to-Ball”’ | 
term trial offer. No obl'gation, of course. can get immediate eel-to- ig 
easel eal ha Benz “Heel-to-Toe”—"Width-at-Ball” direct SHOE 
meusurements. This means speedy, 
VINCENT EDWARDS & CO. accurate fitting; more sales per fitter; | 
World's Largest Advertising Service more perfect fitting; fewer misfits FORM 
— with their subsequent costly and | 
342 Madison Ave., New York City troublesome exchanges. 
Please tell me more about your news- + . . . . 
paper ad clipping service and special short py pO a lie age oot i \ 
term trial offer. focturers—for this list and full details 
: write to ° ° 
City ne on ~ For More Attractive Displays 
les sia. cae ae ; .THE BRANNOCK DEVICE Made to display the shoe ond not the 
COMPANY form. Forms open heeled pumps perfectly 
Company Bee 7 and easily in less time. Ne. bulkiness, fits 
acuse 4, New York either shoe and brand names are not 











concealed. Made from high —_ clock 
spring steel. $3.00 per dozen pairs. Cad- 
mium plated $3.95 per dozen pairs. 


BUY SAVINGS BONDS... .| |,F.8-F. DISPLAY co. 
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WRITE OR 







MORRIS LAPIDUS, Architect 
ST <4 


nounce 








JAMAICA 
NEW YORK 


M. GERBER, Constr. Co., Contractor 


4 installation 
a | i 





CHAIRMASTERS INC. is proud to an- 


that A. S. Beck again has 


chosen a Chairmasters Product for its 


new store in Jamaica, New York. Constructed for durability, 


designed for beauty — available in thirty-six 


shades. Many other styles to choose from that 


will answer your particular seating problem. 


4451 THIRD AVENUE - NEW YORK 57 


WIRE FOR CATALOG AND PRICES OF 


Style +3209 


INC. 





OVER 30 STYLES OF CHAIRS 








> 


Opens Comfort Shoe 
Store in Texas 


TEMPLE, TEX.—Because he has long, 
narrow feet which formerly were pain- 
ful, F. E. Bradshaw is now the owner 
of his own successful business, Brad- 
shaw’s Foot Comfort Station, at 307 
East Avenue A, this city. 

In 1939, when he was a shoe sales- 
man in Cheeves Bros. department store, 
Mr. Bradshaw conceived the idea that 
if he were able to make a moulded arch 
support which perfectly fitted his feet, 
he would no longer suffer the pain 


158 


caused by ill fitting shoes and the re- 
sultant callouses. 

Three years later he was granted a 
patent on his idea and six years later, 
in November, 1948, he opened his own 
store, determined to do for others what 
he had been able to do for himself. 
Included among the services he renders 
are, in addition to selling his own sup- 
port when it is called for, are selling 
split sizes, fitting pneumatic cushion 
innersoles and other longitudinal arch 
helps, installing metatarsal supports 
and heel pads, and even decreasing the 
heel width of shoes to make them fit 
more snugly. 


Telephone Provided for 
Shoe Store Customers 


RockKForD, ILL.—Customers of Bow- 
man Bros. Shoe Store, Rockford, IIl., 
are provided with a dial telephone ex- 





Telephone is located near store en- 
trance by Bowman Bros. 


clusively for their use right at the store 
entrance. It is conveniently placed on 
a table with a telephone directory and 
a lighted lamp to make it easy to look 
up numbers. 

There is a comfortable seat so the 
customer may relax while using the 
phone. Instead of encouraging lengthy 
phone calls, the opposite result is at- 
tained, R. M. Jahn, store manager, 
states. The conspicuous location dis- 
courages highly personal conversation. 


Store Opens New 
Children’s Shop 


BINGHAMTON, N. Y.—A _ children’s 
shoe department has been opened by 
Hills, McLean & Haskins on its fourth 
or Youth Fashion Floor. Well known 
makes of infants’, children’s, girls,’ 
boys’ and teen-age shoes are stocked, 
mostly in a $5 to $8.95 price range. 





Leather Prices Hold Firm 
At Tanners Show 
[CONTINUED FROM PAGE 121] 


levels which U. S. tanners could afford 
to pay. Included in these obstacles to 
normal imports are export embargoes 
and quotas maintained by some foreign 
countries, foreign government monop- 
olies, preferential trade arrangements 
and unrealistic currency valuations. He 
gave assurance that the tanning indus- 
try is continuing to do everything in its 
power to bring about the elimination of 
these impediments to trade but the out- 
look at the present time is anything 
but favorable. 
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NOW YOU CAN 


STOP 


COSTLY FADING 
— without hiding! 


& 











TEREEEEEEELE 








GIVE 

YOUR WINDOWS 
THIS FAMOUS 
COMBINATION— 





“SUN PROTECTION 


plus VISIBILITY” 
— WITH 


TRANSPARENT SHADES 


Never again need you take big losses 
on sun-damaged display merchan- 
dise...nor bother with awnings that 
can’t protect against a light, 
or canvas strips that hide your best 
advertising. Just install famous Infra- 
Chem Transparent Shades! This ex- 
clusive “miracle material’’ shuts out 
fading ultra-violet rays, yet keéps 
your windows attractively visible all 
day. Many other advantages, too! 
See why over 75,000 merchants now 
cut costs and boost sales the Infra- 
Chem way. Write for facts—TODAY! 


FREE 







SAMPLES 
BROCHURE 
ESTIMATE 














i YES— Rush me new brochure, generous Infra- ‘ 

f Chem test samples, and estimate data. All { 
without charge. 

i 

1 Witt Position - 

a sronr wat 4 

: ; 
ADDRESS Ts-239 (458) 

i] i 


RANSPARENT SHADE CO. 
501 N. Figueroa St., Dept. 163-E 
Los Angeles 12, California 
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Here are 43 ways to lend a New Style note 


United Fancy Eyelets can be the “tremendous trifles” 
that lift a shoe out of the commonplace and provide 
a smart accessory at relatively low cost. Eyelets like 
these can be the minor change that makes a major 
difference in appearance . . . and sales. 


Any of these novelty designs can be provided in 
brass, nickel, copper or colored finishes. Actual sizes 
are shown. Your eyelet machinery can be modified 
readily to feed any style. Ask the United Representa- 
tive about these and other eyelets for special uses. 


United Shoe Machinery Corporation - 
: BOSTON, MASSACHUSETTS 
Boot and Shoe Recorder 





NLY A SHORT STEP TO 
NUNN-BUSH SATISFACTION 


You pay only a little more for. Nunn-Bush 
shoes... but what a difference in satisfaction 
that little more buys! It is necessary to experi- 
ence Ankle-Fashioning before you can know 
the advantages Nunn-Bush shoes offer in 
greater-comfort and added miles of smartness. 
Discover for yourself what Nunn-Bush has 
accomplished by striving earnestly to build 
the world’s most satisfying 

shoes for men! 


Style434...CORDOVALast— = Style 448... CLYDE Last 
Two-Tone Tan Combination. — Woven Brown Russia 
Ventilated — Rubber Heei. Calf — Rubber Heel. 


Style 290... BRISTOL Last Style 437..SWAGGER Last 
— Genuine White Buck and — Brown Russia Calf and 
Brown Calf — Flexible Pro- Cool Nylon Mesh — 
cess — Rubber Heel. Rubber Heel. 


See Your Local Nann-Bush Merchant 
NUNN-BUSH SHOE CO « Massfaciarers « MILWAUKEE 1, WIS. 





NO BETTER TIME than right now for shoes that 


encourage fast-growing little feet in the way 


e 
Sta rT h er with they should go! There’s protection and guidance in 4 


STRIDE RITE’s firm soles and counters, 7 


Stride Rites snug-fitting heels, extra “growing room” ahead | 


of the toes. Throughout a complete range 





. of styles, sizes and widths, every piece of leather must 
th iS Ea ster meet exacting tests for wear and flexibility ; 
..every shoe is made with the same skill and attention : 

to detail. It all adds up to foot health insurance for ‘ 


your child — this Easter, and all the Easters to come! 
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| THIS rurt-paGe ADVERTISEMENT 
WILL APPEAR IN THE APRIL ISSUE OF PARENTS’ MAGAZINE 
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